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You get MORE when you choose an... 
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Unlimited mounting flexibility is built 

into this Reelite. Universal type 

mounting bracket for wall use. Hook 

eye for ceiling use. Plugs into receptacle 
Positive stop action. Equipped with 
handlamp, guard, switch and half reflector 


Outlet Box Mou 

A finest quality Reelite with con 
tinuous 360° swivel action. Unin- 
terrupted power with double silver 
alloy collector brushes. Handlamp 
must be ordered extra. Special 
vaporproof model is equipped with 
vaporproof handlamp 


O itiet B a Mi 

Hanger plate fits neatly over any 4” 
ctagonal outlet box. Up to 50 feet 
cord length depending on model 

Handlamp must be ordered extra 
Special light spring tension 

models for use by garment manu 

facturers. These models will not 


upport weight of handiamp 


Gives complete details 
on all models of 
APPLETON portable 
Reelites .. . with 
accessories illustrated. 
Write for Free Bulletin 
PRT 259 


Greater Selection... 
Lower Cost with Finest Quality 


APPLETON Reelites 
help prevent employee 
injuries due to extension 

cord entanglements 


No matter what the need, you'll find 
there’s an APPLETON Reelite to do the 
job ...a reel so sturdily built, so well 
engineered it’s a bargain at the price. 
Eliminate the hazards of tangled, twisted 
cords and assure yourself of durable 
equipment that gives years of service... 


by installing APPLETON portable Reelites. 
All APPLETON portable Reelite models 


are equipped with regular 2 or 3 conductor 
SJO cord. Where 3-conductor cord is 
used, the Reelite is grounded since the 
extra conductor is connected directly to 
the Reelite frame. 


Handy Order Information 





CATALOG CORD 
NO LENGTH 


CORD CATALOG CORD CORD 
TYPE NO LENGTH TYPE 





RE-7P2 25 Ft. 
RE-7P2G 25 Ft. 


RE-7S2 25 Ft. 
RE-7S2G 25 Ft. 
RE-7SV2 20 Ft 


"RE-1511 50 Ft. 
RE-1519 40 Ft. 











18-2 SJO RE-1519G 40 Ft. 
18-3 SJO | RE-1520 50 Ft. 18-2 SJO 


16-2 SJO RE-1520G 50 Ft 18-3 SJO 
18-3 SJO RE-1521 25 Ft. 18-2 
18-3 SJO “RE-1521G 25 Ft. 18-3 


18-2 RE-1532 12 Ft 16-2 SJO 
16-2 SJO RE-1532G 12 Ft. 18-3 SJO 


18-3 SJO 

















Only APPLETON Makes Reelites 


ad ot 9 Od, Be 2 om a Eom ote). i a7.\, b 4 


1701 Wellington Avenue 


Also 
Manufacturers 
of 


“faple Claw 
Swiich Boxes Unilets Hand Lamp 


Chicago 13, Illinois 


SA geod 


“ST” Series 


Malleable tron Connectors 


Explosion Proof 





| Only C-L-X 
! Sealed Cable Systems 
by Simple 
Can do so Many Jobs 
so Well 


Simplex C-L-X is a packaged combination of cable and 
an extremely pliable, corrugated metal sheath. It 
requires no separate duct or conduit regardless of 
environment. It is available with steel sheath and 
plastic jacketing; and with copper or aluminum 
sheaths, with or without plastic jacketing. 


By using a single length of 3-conductor 15KV C-L-X 
for both underground and aerial use, a Southeastern 
utility company saved more than 20,000 dollars from 
what it would have cost for a complete underground 


duct system. 


Conduit life in this company’s calcium chloride rec- 
lamation building was only 6 to 9 months. The 
conduit was replaced with a C-L-X cable system which 

- after two years of operation, shows no signs of 
deterioration. 


An East Coast petroleum tank farm used a C-L-X 
8-conductor cable protected with PVC for direct burial 
in ground that was saturated with oil, gas and water. 
Result: Perfect performance at a sizeable savings 
over conduit systems. 


Only Simplex C-L-X offers you: Exceptional Strength 
. .. Unequalled Pliability . . . Protection from Liquids 
and Gases... Faster Installation and Lower Costs. 
Send for Illustrated Brochure containing Application 
and Engineering Data. 


SIMPLEX WIRE & CABLE @ 
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What will 


be next? 


A distributor 
speaks out. 


A beneficial 
price sheet. 


A tested system 
for branches. 


NEXT MONTH 
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Short Stem 
TELEPHONE 


and 
DUPLEX 
NOZZLES 
BRASS 
and 
ALUMINUM 


Shorter styled, modern, flanged duplex tele- 
phone and receptacle nozzles in satin brushed 


‘ee 


Git? 


brass or anodized aluminum. Standards fit '/2 


opening. 34” stems available. Also grounded 


receptacles. 


Adjustable 
STEEL BOX 


This is our 3190 series, with 
a W/,"" brass cover plate 
Comes in two standard 
heights—3'/"" and 254"' mini 
mum. Designed for power or 
telephone service. A ‘'KEY' 
(shown in center of photo 
below) which fits most popu- 
lar size and style receptacles 
has been added at no extra cost 


Adjusting 
for our 190 
series is so 
designed that 
KEY drops eas- 
ily into special 
slots. You se- 
lect the recep- 
tacle required sas 
and simply 

“LAY-IN”; then 

“LAY-ON” re- 

ceptacle ring 

That's it 


ring 


- = 


733" 
att 
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me 
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Cast Iron 
ADJUSTABLE BOX 


Watertight Floor Box—3!/, 
or 4, brass cover plate 
with 2'' or 2%" abandon 
plug for power or '/2"'", % 
or |"' for telephone service 
or duplex receptacle noz- 
zles. Equipped with ground 
wire 


INSULATOR SUPPORTS 


Malleable iron clamps of high 
tensile Fastens to 
steel framework without punch- 
ing holes 

2" and 2!/, 


strength 
Four sizes—I"', 1'/2"", 


Complete Catalog 


Sold only thru Wholesalers 


Pu n man 


Manufacturing Co. 
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Credits and Collections 


IN THIS YEAR—perhaps as in no 
other—the focus is on selling as a 
key to upturn. 

We'll leave the arguments about 
whether or not to term the slump a 
recession to the gents in Washington. 
What EW is concerned about is where 
we go from here. 

For our 13,000-plus readers, this 
magazine has long been a profitable 
sales companion, full of interesting 
and helpful ideas you can use. A 
perusal of this issue’s Contents (p. 3) 
will underscore this fact. 

Of particular interest are these stim- 
ulating stories: 

e “OEMs Are a Clean and Steady 
Market” (p. 44). 

e “Specialization Adds 
Builder Market” (p. 52). 

e “Put Yourself in the Customer's 
Shoes” (p. 60). 


Profits to 


In EW’s February issue (page 6), we 
ran a letter and a photo contributed by 
Joe Simons, Jr. of J. P. Simons & 
Co., Chicago. We invited you to guess 
who the pictured young man was. For 
those who were certain it was one of 
the Kennedys (of Boston and Wash- 
ington), you’re wrong. It is Paul O. 
(Dusty) West (below), pres., Double- 
day-Hill Elec. Co., Washington, D.C. 


Paul O. West 
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ADVAN-guard,® a thermally actuated 
automatic reclosing protective device, 
introduced by ADVANCE almost 3 
years ago, is an integral part of every 
ADVAN-guard® Ballast. It is sensitive 
to voltage and current as well as tem- 
perature and protects against excessive 
voltage supply . . . internal ballast short 
circuiting ... inadequate lamp mainten- 
ance ... improper fixture application 
and eliminates the need for individual 
fixture fusing. 


ADVAN-guard" is sealed in the ballast housing and pre-set to instantly and automatic- 
ally trip out whenever the ballast is operating at higher than recommended temperatures. 
When heat decreases to normal operating temperature, ADVAN-guard”® resets automat- 
ically and the ballast resumes operation, adding years to ballast life by preventing ballast 
operation at abnormal temperatures. To assure maximum protection for fluorescent 
lighting installations, provide ADVAN-guard® Fluorescent Lamp Ballasts. ADVAN- 
guard® is listed by Underwriters’ Laboratories, Inc. Write for detailed literature. 


“The Heart of the Lighting Industry” ADVANCE} 3 
Tr) == ee >_> | TRANSFORMER CO. 


wea 
2950 NO. WESTERN AVE. CHICAGO 18, ILL. U.S.A. 
Manufactured In Canada by: ADVANCE TRANSFORMER CO. Ltd., 5780 Pare St., Montreal, Quebec, Canada 
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TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 


NEW VINYL 


CUBE TAPS 


The Original and still 
the Industry’s Standard 


Completely unbreakable Elec- 
trix Vinyl Cube Taps look better, 
they sell better. Cost you less. 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales . . . makes Electrix the most 


outstanding line in its field. 


Why not sell the best. . . espe- 
cially when profits come bigger 
and easier. Sell Electrix Vinyl 
Cube Taps. 


CORPORATION 


Ashton * Rhode Island 





LETTERS TO THE EDITORS 





“Words of Wisdom” 


Dear Sirs: 

The January issue of ELECTRICAL 
WHOLESALING arrived at my house 
last night, and I read, with much 
pleasure, your editorial, “Reflections 
on DJ's Big Win” (page 8). 

For more years than I like to brag 
about, I have been reading editorials 
and other printed matter, especially 
pertaining to the electrical industry. 
I would like to say, in all sincerity, 
that you condensed into less than half 
a page some words of wisdom that 
thousands and thousands of people 
could read with profit. 

I would especially recommend your 
article to all members of the legal 
profession, all government employees 
regardless of rank, all union chief- 
tains, as well as the hoi polloi who 
are able to understand good English. 

May I say—well done. 

JOHN M. NEWTON 
OAKES ELECTRICAL SUPPLY CO, 
HOLYOKE, MASS. 


Dear Sirs: 

We received the January issue. . 
and I hasten to compliment you on 
your article entitled, “Reflections on 
DJ’s Big Win” in ‘Times and Trends’. 
You certainly have hit the nail on 
the head. ... 

Keep up the good work! 

A. J. VIVAS, JR. 
NATIONAL ELECTRIC SUPPLY CO. 
HONOLULU, HAWAII 


In Demand 


Dear Sirs: 

Please send us one reprint of your 
special article, “Pinpointing Profitabil- 
ity through Distribution Cost Anal- 
yses” (EW—Dec. ’60, p. 61). 

H. P. BEARER, JR. 
VICE PRESIDENT-GENERAL MANAGER 
SEAWAY ELECTRIC SUPPLY, INC. 
ERIE, PA 


Dear Sirs: 

Please send us a free reprint of the 
special report in your magazine en- 
titled, “Pinpointing _ Profitability 
through Distribution Cost Analyses.” 

WERNER M. BOHNI 
GORKE ELECTRIC CO. 
SYRACUSE, N.Y. 


Dear Sirs: 

Please forward eight copies of re- 
print of article entitled, “Pinpointing 
Profitability”... . 

C. E. WoopdHOUSE 
PRESIDENT 
BRADY SUPPLY CORP. 
ELMIRA, N.Y. 


Dear Sirs: 

Please send three copies of your re- 
print, “Pinpointing Profitability 
through Distribution Cost Analyses,” 
to the writer’s attention as soon as 
possible. 

It is thorough and timely, but fails 
to pinpoint the separate categories of 
stock and factory shipments. 

PAUL TAFEI 
rAFEL ELECTRIC AND SUPPLY CO. 
LOUISVILLE, KY. 


Dear Sirs: 

Enclosed is my check for $2.50 
covering 10 reprints of “Pinpointing 
Profitability through Distribution Cost 
Analyses”. .. . 

ROBERT J. SLOAN 
PRESIDENT 
CROUSE-HINDS CO. 
SYRACUSE, N.Y. 


Dear Sirs: 

Please send four copies of the spe- 
cial report, “Pinpointing Profitability 
through Distribution Cost Analyses”. . 

GORDON B. KOCH 
GENERAL SALES MANAGER 
IDEAL INDUSTRIES, INC. 
SYCAMORE, ILL. 


Dear Sirs: 

Please send to the attention of the 
undersigned four reprints of the arti- 
cle in the December issue of your 
magazine entitled, “Pinpointing Prof- 
itability through Distribution Cost 
Analyses”. . 

EaRL M. HYMAN 
MANAGER, MARKETING SERVICES 
TRIANGLE CONDUIT & CABLE, LTD. 
SCARBOROUGH, ONTARIO 


Dear Sirs: 

Please refer to the December is- 
sue ... and send to my attention five 
reprints of the article, “Pinpointing 
Profitability through Distribution Cost 
Analyses.” 

W. D. MURRAY 
CANADIAN WESTINGHOUSE CO., LTD. 
TORONTO, ONTARIO 


Dear Sirs: 

Please send us one reprint of the 
special report . . . entitled, “Pinpoint- 
ing Profitability through Distribution 
Cost Analyses.” 

Thank you for providing this very 
useful information. 

WILLIAM S. HANNER 
BRANCH MANAGER 
SQUARE D CO. 
OKLAHOMA CITY, OKLA. 


@ One reprint is free to any electri- 
cal distributor. Additional quantities: 


1-49, 25¢ each; 50 or more, 15¢ each. 
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Why do your 


contractor customers 
prefer this conduit? 


: a.coa ©. 


ALUMINUM 


Because of its many advantages 
over any other conduit 


load. Most important, it’s easier than ever to sell! 

For more facts about Alcoa aluminum rigid con- 
duit, write to Rome Cable Division of Alcoa, Dept. 
17-31, Rome, New York. 


Here’s the way Alcoa® aluminum rigid conduit stacks 
up for your important customer, the contractor: 


WEIGHS LESS—only one-third as much as steel 

CUTS EASILY—and in less time 

BENDS READILY—and with no springback 

COSTS LESS TO INSTALL—competitively priced 
aluminum conduit goes up easier, faster 


Lightweight Alcoa aluminum conduit makes things 
easy, too. It’s easy to unload, move in storage, and 
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TIMES and TRENDS 





The High Cost of Conspiracy 


With brutal irony, National Electrical Week—Feb- 
ruary 5-11, 1961—will memorialize one of the black- 
est periods in the history of the electrical industry. 
Between those dates, the climax came in the govern- 
ment’s antitrust cases against 29 electrical manufac- 
turers and 44 of their executives. Seven of these men 
received jail sentences, with 19 others drawing sus- 
pended terms. Fines totaling $1,924,500 were imposed 
on the corporate and individual defendants. In the 
days that immediately followed the sentencing, city 
after city, government agency after government agency 
announced intentions to file damage suits against the 
convicted companies. At press time, the list was still 
growing (page 100) 

By any measure, the costs to the individuals and 
firms concerned are staggering—in broken careers, in 
shattered morale, in public scorn, in potential damage 
suits. A dramatic revelation of the ultimate dollar 
cost was furnished by the stock market: at the end of 
the first week following the sentencing, General Elec- 
tric’s stock had fallen 734 points, for an estimated 
loss of over $684 million to its shareholders. 

Perhaps the biggest part of the financial penalty, 
however, is yet to be reckoned. And we’re not referring 
to the damage suits about to be filed. In terms of 
potential, a most costly consideration involves the 
attitude of the public toward the products of the com- 
panies convicted. And it’s fairly certain that the public 
is aware of the details of the sentencing. The press— 
probably struck by the drama of important business 
executives being sent to jail, possibly stung by James 
R. Hoffa’s assertion that it plays down news offensive 
to big business—made the sentencing story Page One. 
“U.S. To Sue Electric Firms” shouted a 72-point 
headline on a follow-up story in a New York paper. 

The press, TV and radio became so enthusiastic in 
their coverage that they played up the antics of pub- 
licity seekers—notably that a case was filed asking 
damages of $750 million from one firm alleging in- 
juries to 50 million consumers. This would be laugh- 
able if it weren’t symptomatic of a human perverse- 
ness to kick at or profit from the fallen. 

Now we are treated to the spectacle of cities almost 
falling over each other to get on the damage suit 
bandwagon. How many of the purchasing departments 
of these cities could stand an investigation of corrupt 
or questionable practices, we wonder? Most appropri- 
ate are the words of the mayor of Atlanta, Ga., who, 
in announcing his city would not join cities considering 
a mammoth joint suit against the electrical manufac- 
turers, said: “If every city sued every price-fixer, 
large and small, including the payola boys, there 
wouldn’t be enough courthouses and lawyers to carry 
on the litigation. . The city of Atlanta will not 
borrow the tactics of a buzzard or vulture in swoop- 


ing down on the troubles of just one segment of the 
business community. ... ” 

When the final bill is submitted, the cost may be 
beyond the ability of some of the companies to settle. 
This could hurt thousands of innocent employees. To 
the extent that tax receipts would be cut, the gov- 
ernment would also suffer, which raises an interest- 
ing point: the government—through taxes—is prob- 
ably the biggest beneficiary of the profits obtained 
through the conspiracies it prosecuted. 

The parties who are directly involved may not be 
the only ones who foot the bill. The tar from the 
brush has also splattered bystanders. Wholesalers who 
handled some of the allegedly price-fixed merchandise 
are concerned about the repercussions of the antitrust 
action at the manufacturing level to themselves. Al- 
ready some of their customers are taking advantage 
of the psychology of the situation and pressing for 
more price concessions. 

The lesson of this sad story is plain to every busi- 
nessman: fix prices or rig bids and you risk a jail 
sentence, stiff fines, damage suits and possibly the de- 
struction of your business. There can be little doubt 
any longer that the Justice Department, regardless of 
the party of the Administration, is determined to en- 
force the antitrust laws aggressively and to demand 
and obtain heavy penalties. Compliance with the letter 
of these laws is an absolute must. 

But one non-lawyer cannot ponder the wording of 
the Acts without wondering if it is meant to enrich 
lawyers. While the language is considered clear on 
price-fixing and bid-rigging, even top-notch lawyers 
acknowledge that the contradictions of the Sherman, 
Clayton and Robinson-Patman Acts are confusing. 
At a distributor meeting in January, a respected anti- 
trust lawyer characterized the last-named law as 
“ineptly written mishmash.” If the experts say this, 
pity the poor businessman. His only course: retain 
the best legal counsel he can afford. 

What’s more, at least one non-lawyer suspects 
there is reasonable doubt that the antitrust laws foster 
free enterprise. For one thing, they ultimately penalize 
the most successful enterprises; i.e., you make superior 
products, out-sell competitors, become a monopoly 
and have to be dismembered. 

If, however, antitrust laws are in the public interest 
and monopoly is wrong—as the courts have repeated- 
ly found—then logic insists that monopoly be rooted 
out (or regulated) wherever it exists in our economic 
life. This would require broadening our laws to curb 
the monopolistic power of labor unions. It is discrim- 
inatory to single out and stigmatize a'few business- 
men for monopolistic practices. Now is an appropriate 
time to review the philosophy and application of our 
antitrust laws and readjust them to today’s realities. 
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CLIPPED 
FROM 


WIREMOLD’'S 
**"ELECTRIC 


IDEAS” 





PROBLEM: 

To provide three different electri 

services (115 V, 400 cycles; 115 

60 cycles; 28 V, DC) to power ele 
tronic test equipment. Bench m 

have six duplex outlets, which ¢ 

be removed from bench or mov 
with bench and designed so t 

benches can be used individually 

when connected to each other. 


SOLUTION: 





A specially-made Plugmo 


Typical helpful information 
from monthly 4-page ad in 
Electrical Construction and 
Maintenance — moves goods 
from distributor shelves. 








All WIREMOLD products are sold 
through electrical distributors — your 


best source for all electrical products. 


Another way Wiremold helps 


direct business to distributors. 


For complete copy of latest 
issue, mail coupon below. 


WiREMOLD” 


HARTFORD 10, CONNECTICUT 
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WIREMOLD ® Hartford 10, Connecticut 
Please send latest ELECTRIC IDEAS to: 


NAME 
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TOP OF THE NEWS... and its significance to you 





Wins Look Award 
For Fourth Time 


Reynolds Metals To Buy 
Roebling’s Equipment 


‘60 Sales Drop In 
All But One Region 


One For The Books! 


“Live” Antitrust Law 
W President Urges 


American-Marietta Hit 
With Antitrust Action 


Kennedy Names New 
Antitrust Chief 





Farrell-Argast Electric Co., Indianapolis, Ind., has won the 1960 
Look magazine Distributor Merchandising Award Plaque for resi- 
dential wiring sales. The plaque was presented, for the fourth time, 
to the Indianapolis distributor at the 17th Annual National Wiring 
Sales Conference in Chicago, last month. 


Reynolds Metals Co., Richmond, Va., has reached an agreement with 
John A. Roebling’s Sons Corp., Trenton, N. J. to purchase electrical 
conductor manufacturing equipment. The purchase is subject to com- 
pletion of inventory. The equipment, according to a Reynolds spokes- 
man, is to be installed in a plant, not yet designated. 


Sales of electrical apparatus and supplies distributors for the year 
1960 dropped 1% below the same period of ’59, according to latest 
figures. The Middle Atlantic region was the only area to record a 
gain (+2%). Declines ranged from a —1% in New England to a 
—9% in the West North Central region. 


The entire electrical industry is still feeling the tremors of the biggest 
antitrust case on record. States, cities and utilities are gathering evi- 
dence to support potential damage suits against the electrical manu- 
facturers that pleaded guilty or no contest to antitrust violations. The 
“What's in it for me?” attitude is skillfully decried by the words of 
Mayor William B. Hartsfield of Atlanta, Ga. “This exacerbation of 
the private enterprise system will no doubt greatly please Mr. Khrush- 
chev. If every city sued every price fixer, large and small, including 
the payola boys, there would not be enough court houses and lawyers 
to carry on the litigation. Of course such traits of national character 
must be deplored but remedied through greater national application 
of the golden rule to us all... . , the City of Atlanta will not borrow 
the tactics of a buzzard or vulture in swooping down on the troubles 
of just one segment of the business community.” See News For The 
Industry, p. 100. 


‘ 


Make the company’s policy on legal and ethical conduct “a living 
policy in every action we perform,’ Mark W. Cresap, president of the 
Westinghouse Electric Corp. has declared in a letter to all manage- 
ment personnel. Cresap also has put in motion a plan to set up a new 
antitrust section within the law department, and has announced a 
detailed plan of enforcement within the company to assure future 
compliance with antitrust laws. 


Federal Trade Commission has accused American-Marietta Co., Chi- 
cago, of violating the antitrust laws by acquiring 49 corporations 
from coast to coast. The federal agency charged that the company 
acquisitions, which took place between 1953 and 1960, had injured 
the public and constituted an unfair method of competition. American- 
Marietta president, Robert E. Pflaumer, has denied the charges. 


President Kennedy has appointed Lee Loevinger, a Minnesota State 
Supreme Court justice, to head the Antitrust Division of the Justice 
Department. Former acting chief of the division, Robert A. Bicks, 
who was a prime mover in the government’s antitrust case against 
electrical equipment manufacturers, has joined the New York law 
firm of Breed Abbott & Morgan. The firm is law counsel for the 
National Association of Electrical Distributors. 
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ALL THREE 
FROM 
NIKOH 


@ RIGID STEEL CONDUIT 
HOT DIPPED GALVANIZED 


@ ELECTRICAL METALLIC TUBING 


@ RIGID ALUMINUM CONDUIT 


U. L. approved 

Complies with all Federal and ASA specifications 

Complete range of sizes 

Threads on rigid steel conduit specially treated to prevent rusting 
Manufactured in U.S.A. from domestic metals 

Ample stocks maintained at all times for prompt shipment 


4 Literature and samples on request 


‘IT’S BETTER TO PLAN WITH NIKOH” 


NIKOH TUBE COMPANY 


5000 S. Whipple Street ¢ Chicago 32, Illinois ¢ GRovehill 6-6500 
SALES OFFICES IN PRINCIPAL CITIES 
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NEW PRODUCTS 





Moter Starter 


Has only one "moving part" and 
easy contact inspection 


Unit is NEMA size 00 motor starter, 
rated at 2-hp. Suited for low load ap- 
plications, such as compressors, 
pumps, blowers and conveyors. Fea- 
turing only one moving part, starter 
operates with ball-bearing guided 
moving assembly consisting of mov- 
able magnet and contacts. Operation 
is straight-line and vertical. Spring 
clip removes easily to change it from 
manual to automatic reset. Unit is 
available in NEMA 1 enclosure or 
without enclosure for panel mounted 
installation. e Federal Pacific Electric 
Co., Newark, N.J. 


Transistors 


Applicable for high gain and low 
noise characteristics 
New series of PNP germanium alloy 
transistors now available. 2N1175 and 
2N1175A low noise devices suited for 
broad variety of industrial circuits. 
Iransistors have minimum collector 
to base voltage ratings of 35-v, col- 
lector to emitter minimum ratings of 
and minimum emitter to base 
voltage ratings of 10-v. Devices rated 
for operation in —60-deg to +85- 
deg C temperature range. e General 
Electric Co., Semiconductor Products 
Dept., Liverpool, N.Y. 


25-v, 


Enclosures 


Designed for use where slanted 
control surfaces are needed 


Units may be mounted on tops or 
sides of machinery with working sur- 
faces in any desired plane. Box avail- 
able in 13 sizes—for 1 to 25 push- 
buttons. Entire box is made of 14 
gauge sheet steel with welded seams 
Units are completely oil and dust tight 
and cannot crack, maker says. Con- 
duit entrance can be made anywhere 
on 4 sides or back. e Hoffman En- 
gineering Corp., Anoka, Minn. 
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Heaters 


Units designed for complete home 
or supplemental heating 
Heaters, called Electrend, have slen- 
der galvanized vertical duct with quiet 
air intake impeller at top and heating 
element and warm air delivery outlet 
at bottom. All models pull in warm 
air that collects near ceiling, and re- 
introduces warmer air at cold floor 
level. Some models are recess-mount- 
ed behind wall, while others are de- 
signed for surface mounting. One of 
models heats 2 average sized rooms 
at same time. All equipped with built- 
in automatic thermostats for main- 
taining room temperatures to within 
142-deg. Units operate on 230-v, 60 
cycle ac and deliver 150 cubic feet of 
warmed air per minute. e Edwin L. 
Wiegand Co., Pittsburgh, Pa. 


Transformers 


New line features circuit breaker 
protection 
Designated Easi-Mount low voltage 
transformers (series 990), units fea- 
ture circuit breaker protection and 
variety of installation arrangements 
including flush mounting models. 
Standard and tri-volt models in new 
transformer line include Easi-Mount 
installation feature. Mounting onto 
junction boxes, expandable collar fits 
into knockout hole, then locks in place 
by tightening an external set screw. 
Standard and flush models rated at 
5-w—10-v and 10-w—l6v. e Ed- 
wards Co., Inc., Norwalk, Conn. 


Range Hood 


Electronic unit is duct-free and pre- 
wired 
Duct-free and pre-wired, series 62 
Electro-Filter hood is self-contained 
air filtering unit, easily installed under 
existing cabinets and requiring only 
simplest wiring into 120-v circuit. Fea- 
turing multi-step electronic filtration 
system, hood removes grease, smoke 
and odor-causing particles from air. 
Available with copper or stainless 
steel finish, in 24, 30, 36 and 42-in. 
lengths. ¢ Fasco Industries, Inc., Roch- 
ester, N.Y. 


Luminaire 


Designed for residential, 
mercial, industrial use 


com- 


Scientifically-designed globe directs 
most of its output downward to il 
luminate vital activity area beneath 
entrances, carports, doorways, and 
other locations where high levels of 
glare-free lighting are needed. Light 
distribution is maintained with 100-w, 
150-w or 200-w lamps by an adjust- 
able socket that insures identical fila 
ment location regardless of lamp size 
For maximum efficiency, fixtures are 
equipped with 2 reflectors. e Stonco 
Electric Products Co., Kenilworth, 
N.J. 


Circuit Breakers 


New design of 13.8-kv circuit 
breakers, switchgear introduced 
Complete line includes K-line low 
voltage breakers, and 4160-v equip- 
ment. Breakers, said to be first 13.8 
kv units designed exclusively for 
stored-energy closing—also incorpo- 
rate face-wound blow-out 
throughout 4 interrupting ratings of 
250-, 500-, 750-, and 1,000-mva. 
Switchgear features: closed-door draw- 
out, reduced size, closed-door indica- 
tion, improved bus, wiring design. ¢ 
I-T-E Circuit Breaker Co., Philadel- 
phia, Pa. 


coils 


Wedge Clamp 


"Snap-in" type designed for ser- 
vice entrance connections 


Suitable for service entrance connec- 
tions, clamp is easily installed as 
squeeze securely snaps stainless steel 
bail to wedge after bail has been 
looped through wire-holder. Conduc- 
tor tension keeps connection from un- 
coupling during service use. Made in 
2 sizes for conductor ranges of No. 6 
to No. 2 ACSR and No. 4 to 1/0 
ACSR. e A. B. Chance Co., Cen- 
tralia, Mo. 
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MEET “RED” LAMBERT, 
THE MEN Superintendent for Whitehead 
Electric Company, Atlanta, Ga. 
WHO During “Red’s” 15 years in 
the electrical construction 
industry, he has used a great many 
REALLY EFCOR fittings and boxes like 
the one he is holding. In the 
KNOW 1375 Peachtree Building, The 
Pie? Whitehead Electric Company and 
professionals like “Red” and his 
men rely on top quality products 
KNOW like those manufactured by EFCOR, to 
match the integrity of their 


own work. The men who really 
know . . . know EFCOR. 








1375 PEACHTREE 
BUILDING 
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ELECTRICAL FITTINGS CORPORATION « WOODSIDE 77, N. Y. 





Limit Switch 


Unit designed for use in hazardous 
locations 


Explosion-proof switch, model M-HL, 
made of heavy-duty non-sparking 
aluminum casting with metal-to-metal 
seal. Switch mechanism is attached to 
cover and plugs into terminal block 
in base. Features include; short trip 
differential of 6-deg +1-deg, extreme 
repetitive accuracy of +.1 deg, lib- 
eral safety overtravel in both direc- 
tions of 45-deg and light operating 
force of 60-0z./in maximum to trip. 
e R. B. Denison Mfg. Co., Bedford, 
Ohio. 


Fixture Supports 

System designed for hung ceilings 
All lighting fixture weight is supported 
by members. Suitable for recessed or 
surface mounted equipment. Adapts 
to all types of acoustical tile and 
ceiling panels. Complete package of 
fixture and accessories supplied by 
manufacturer. Recessed models with- 
out ceiling flanges also available. ¢ 
Kurt Versen Co., Englewood, N.J. 


Power Resistors 


Four new types added to manufac- 
turer's line 
Intended for electronic applications 
where high stability coupled with high 
overload capacity of vitreous enamel 
wire-wound power resistors is essen- 
tial. New 2, 4, 7 and 12.5-w resistors 
have watt ratings based on a 325-deg 
C rise, 25-deg C ambient. e Ward 
Leonard Electric Co., Mount Vernon, 
N.Y. 


Cable Puller 


Designed for pulling electrical cable 
through conduit 
Called Flex-a-puller, one man can 
exert 1,500-lbs of “pull” on runs up 
to 200-ft with as little as 20-lbs of 
handle effort, maker says. Device uses 
outlet box as support point, making 
other improvised points of support 
unnecessary. Tool weighs less than 
30-lbs. e Blackhawk Industrial Divi- 
sion, Butler, Wis. 
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Pressure Switch 


Unit is available in two enclosure 
styles 


Rated 14%2-hp, 150 psi, maximum, 
switch is suitable for water systems 
and air compressors. Features include 
pressure wire connectors, visible fine 
silver contacts, no-drift pressure set- 
tings, snap action, optional pulsation 
orifice, and optional hand disconnect. 
Switches available with contacts 
which close at low pressure setting, 
close at high pressure setting or with 
one normally open and one normally 
closed contact. All parts are either 
corrosion resistant or have been spe- 
cially treated to resist corrosion. e 
Furnas Electric Co., Batavia, Ill. 


Rectifiers 


Low leakage silicon diffused junc- 
tion type 


Rectified dc output currents up to 1.8- 
amps per rectifier cell along with low 
reverse leakage now available in new 
diffused junction “top hat” rectifier 
series. Designated types XI10B1 
through X10B6, new series will pro- 
vide forward currents up to 1.8-amps 
or 1.3-amps over a peak reverse volt- 
age range from 100 to 600-v. All units 
suited for magnetic amplifier applica- 
tions where low leakage is design 
parameter. e International Rectifier 
Corp., El Segundo, Calif. 


Electronic Light Switch 


Light or appliance switch operates 
wherever wanted 


Control box is plugged into wall plug, 
then light or appliance you want to 
operate is plugged into control box. 
Next, clear cellophane like tape is ap- 
plied on wall wherever switch is 
wanted. Tape is then connected to 
control box. To operate, it is only 
necessary to touch tape with finger, 
and switch will turn on—touch tape 
again, and it will turn switch off. Also 
available in flush mount model pri- 
marily intended for new construction, 
and to replace ordinary light switch. 
e Gardiner Electronics Co., Phoenix, 
Arizona. 


Heater 


Quartzone infrared heater designed 
for bathrooms 
Flick of wall switch gives heat only 
when and where wanted. Focused 
warming confort. Suitable for bath- 
room, nursery and porches. Finish is 
beige with chrome grille. Available in 
120 or 240-v with 800-w capacity. 
Measures 24-in long by 5-in wide x 
6-in high. e Electromode Div., Com- 
mercial Controls Corp., Rochester 3, 
N.Y. 


Recessed Fixture 


Pre-wired, recessed, and designed 
for easy installation 


Unit’s housing and full aluminum re- 
flector, socket and junction box are 
completely pre-assembled, eliminating 
on-the-job assembly. Calibrated, steel 
spring lock also provides visual ad- 
justment of support brackets from %- 
in to l-in according to thickness of 
ceiling. Wiring connections made in 
extra large outlet box which features 
pry-out knock-outs on all sides for 
either 42-in or %4-in conduits. Comes 
in 100-w and 150-w housing sizes 
e Star Light Div., Thomas Industries 
Inc., Louisville, Ky. 


Pole Top Assemblies 


Suitable for shopping centers, park- 
ing lots, and industrial sites 


Complete line of outdoor type mer- 
cury vapor po.e top asemblies using 
maintenance-free reflector lamps are 
available. Each assembly comes com- 
plete with lampholders, ballast, glare 
tubes or shields and with or without 
lamps. Offered in various beam pat- 
terns and wattages in standard range 
of primary voltages. Lamps are long 
life mercury type. e Shalda Manufac- 
turing Co., Inc., Burbank, Calif. 


Fluorescent Installer 


Designed for servicing overhead 
"slim line" fluorescent lamps 


Tool is said to save up to 50% on 
time and labor in addition to eliminat- 
ing accidents and tube breakage. Call- 
ed Long-Arm Lite Tube Handler, tool 
consists of extendible chrome handle 
and an end cross arm that has a 
series of clips mounted on it. Clips are 
forced up against lighting tube and as 
pressure is increased clips secure 
themselves around tube. Pressure is 
then exerted on handle which releases 
lighting tube from socket in lighting 
fixture. Long-arm handle is then re- 
tracted and tube is removed from 
clips for replacement or cleaning. 
Two models available;..14-ft and 18- 
ft ceilings. e Parkraft Manufacturing 
Co., Minneapolis, Minn. 
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CONNECTING TWO GREAT LINES 


TO BRING YOU BETTER VALUES IN 


ELECTRICAL FITTINGS 


STEEL CITY | aad 


most 

i complete 
DURO line of 
=< fittings 


“Biggest name in boxes” 








Steel City meets your every need with a 
complete line of EMT fittings: Complete range 
of sizes m Full range of off-set fittings = INDENTOR 
All fittings accurately sized and fully 
threaded m Heavy gauge steel lock nuts m= 


TWO-PIECE 
FIRST in boxes... now FIRST in fittings and ALWAYS FIRST /N QUALITY 
ELECTRIC COMPANY 


Subsidiary of American- Marietta Company 
PITTSBURGH 33, PA. 
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AUTOMATIC HEATING | Light Switch 
DESPITE POWER FAILURE — Three-position switch operates 


lamps at high and low brightness 


° o.! ° Switch operates lamps at full bright 

7-Day Time Switch with ness in High asiats and at 30% 
20 Hour RESERVE POWER! : : brightness in Low position. Off posi- 
3 tion is in center so that either High 

— ‘ or Low may be switched on directly. 

Switch is insensitive to loads and, on 
one line, will control several incan- 
descent lamps of same or different 
wattages within 300-w maximum 
limit. In Low position, it utilizes silicon 
rectifier to reduce power and lower 
light output. In addition to switch it- 
self, High-Low control includes dec- 
orator wall plate. e General Electric 
Co., Wiring Device Dept., Providence. 


bility, 
Wars, tf 


whl! 


Safety Switch 


Light duty safety switch has one- 
piece terminal-contact 
Designed with only 4 parts per pole 
which, according to manufacturer, as- 
sures cool and efficient operation 
Cam mechanism with spring action 
gives effect of quick make-and-break, 
insuring positive opening and closing 
se of contacts. Rated at 240-v ac and 


. . pe available as 2-pole 3-pole t with 
Ideal Control for Heating, Air Conditioning, ons WN ot tee BM. © 


Ventilating, and Lighting Arrow-Hart & Hegeman Co., Hart- 
ford, Conn. 





a 


As 
» ew in Schools, Public Buildings 


and Offices. Fixtures 

New series lighting fixtures for in- 
door and outdoor use available 
Fixtures introduce new concepts in 
mirror and wall lighting, unique styl- 
ing of chandeliers, pendants, and pull- 
downs, new design ideas in adjustable 
spreader units for clustered fixtures 
and a new “electric eye” and con- 
venience outlet arrangement for out- 
door post lanterns. Available in polish- 
ed or antique finishes. e Emerson 
Electric Co., Builder Products Group, 
St. Louis, Mo. 
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@ Should power fail precision spring mechanism takes over 
instantly .. . keeps on time for 20 hours! 

@ When power resumes electrically wound spring rewinds 10 
times faster than used. 

@ Up to 12 operations a day with 2 hour minimum settings. 
Dial revolves once a week permitting longer or shorter peri- 
ods of operation for each individual day, as well as skipping 
selected days. 

Choice of easy-to-set tab-type tripper dial . . . OR conven- 
tional ON-OFF dial! 

Available with Single Pole Single Throw, Double Pole Single 
Throw, Single Pole Double Throw, and Double Pole Double 
Throw switching. 

Highest capacity of any 7-Day Time Switch .. . up to 55 
Amperes per pole. 

@ Compact, rugged design...same size as 24 hour models! 

@ Available without case, with bracket . . . or with Flush En- 
closure, for panel meunting! 


Infrared Lamp 


Unit contains special red filter to 
eliminate unwanted light 
New type infrared heat lamp contains 
special red filter which eliminates un- 
wanted light. Lamp provides heat but 
permits less than 1% of light to shine 
through. Lamps provide thousands of 
degrees of temperature almost instan- 
taneously, yet are so resistant to ther- 
mal shock that ice water can be 
poured over red hot lamp without 
danger of cracking, manufacturer 
says. Line comprises 12 types of lamps 
ranging from 375 to 3,800-w in 
lengths from 5 to 41-ins, in addition 


Here is the safest, most dependable Time Switch made . . . designed 
to meet the highest quality standards of Consulting Engineers and 
Architects. Insures comfort no danger of Time Switch failing to 
operate when needed due to power failure. Economical too! No 
need for service screws to reset Time Switch after power failure. 





TIME CONTROLS, Inc. 
MOUNT VERNON, NEW YORK 


In Canada: DOMINION ELECTRIC MANUFACTURING CO., LTD., TORONTO 


Most Complete Line of Time Switches for Heating, Ventilating, Air Con- Ww > ‘ aker says. @ 
ditioning, Refrigeration, Water Softening, Sewage Disposal, Pumping, and to now red lamps, 7 maker — 
General Electrical Applications. J Westinghouse Electric Corp., Lamp 
— eo oe oe oe = oe ee ee ee ee oe ee ee P 
os om Div., Bloomfield, N.J. 
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stand out from 


“LOOK-ALIKE” 


lamp suppliers 


carry 


CHAMPION LAMPS 


and get a BIGGER SHARE 
of the BUSINESS 


= of carrying the same lamps everyone 
else carries too, add CHAMPION LAMPS 


to your line and get a new opportunity to get more busi- 


ness you can keep. 


Champion has been making good lamps — and good 


customers — for over sixty years. 


CHAMPION , 


amp 


Your Best Buy in Lamps 


CHAMPION LAMP WORKS, Lynn, Massachusetts 
CHAMPION INCANDESCENT-FLUORESCENT 
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New! A completely versatile line of 


Cutler-Hammer oiltight pushbuttons 


Your customers get greater circuit flexibility than with any other 


brand...can make any kind of pushbutton station they want 


To meet today’s need for a broad range of 
versatile oiltight pushbuttons, Cutler- 
Hammer has introduced a new, more 
flexible line. 

They're available in one hole or base 
mounting, six bright More than 
thirty different circuit arrangements, plus 
hundreds of varieties of stations in stand- 
ard arrangements of up to 25 elements. 

And your customers can get up to 8 
circuits on one pushbutton 

The flexible oil resistant diaphragm be- 
hind the button is designed to stay 
and pliable permanently 

Cutler-Hammer pushbuttons take 40% 
less behind the panel space than the next 


Cc lors. 


soft 


WHAT’S NEW? ASK... 


ref anetelllphpcmsyrran 


Cutler-Hammer inc., Milw 
" ternat a A.A 


smallest unit, too . 
control in less space. 
Get all the facts in Pub. LO-104. 
What's new at Cutler-Hammer? 
Have you checked lately into the new 
Cutler-Hammer? New, better products to 
give you the competitive edge. New sales 
engineers to give you more sales help. New 
stock modification program cuts time 
needed for special modifications on most 
items, from weeks to days. New ware- 
house replenishment program keeps stock 
right up to date . . . means better service 
all around. Better check further into how 
valuable Cutler-Hammer can become to 
you in the years ahead. 


means even more 


na 


mer Mexicana, ‘ 








NEW ILLUMINATED PUSHBUTTON. Newest addition to the versatile line. 





YOU CAN GET ALL THESE TYPES OF CONTROL UNITS 





LEVER MUSHROOM 


ROTO. PUSH STANDARD 


Me 


Nes 


RESISTOR LIGHT KEY TRANSFORMER LIGHT GUARDED PRESTEST LIGHT 
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HOLD 


That's a request, not an order. It’s a request, although 


a silent one, every contractor makes of you when he 
gives you an order (the kind you like) for split bolt or 
service entrance connectors. He needs connectors that 
will “hold it,” and hold it tight. Porcelain Products 
connectors will do just this, without failure. 


And Porcelain Products has at least 125 other electrical 
supply items thot wholesalers like to handle for several 
reasons. First, they are top quality products designed 
to do a good job wherever they are used. They satisfy 
the requirements of contractors and, in turn, maintain 
the good reputations of the wholesalers who stock and 
sell them. Second, Porcelain Products offers a complete 
line, from which you can profit by consolidating rather 


ITH 


than scattering purchases with all the attendant savings 
in freight, paper and detail work. Third, Porcelain 
Products Co. has been supplying the electrical industry 
since 1894 and takes pride not only in its present line 
of quality products, but in the new products developed 
from time to time through research and engineering 
programs. 

You can be sure you are supplying your customers with 
the best as well as the latest when you handle the 
Porcelain Products line. For more complete information, 


write today. 


PORCELAIN PRODUCTS CO., Carey, Ohio 
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Can Make MORE per rre7 4 
With BRIEGEL = ZF, Yj 


Indenter Tools and Fittings 


There are but few products with which you can do a better 
job in less time at lower cost. 


Used together, Original B-M Indenter Fittings and Tools will do 
just this and increase your profits from each installation. 

















ALL BRIEGEL FITTINGS ARE U.L. 
APPROVED AS CONCRETE-TIGHT 














| ye 
eee 














GALVA, ILLINOIS 


All B-M indenter type fittings far exceed the requirements of \s 
U. L. file card E 10863 and Federal Specifications W-F-406. 


Ht METHOD TOOL CO. 


Vee. THE Meer FROM COAS? tO. COaAST 
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Before You Buy... Check FASCO Superiority 


Fasco 


ELECTRIC 
HEAT 








FEATURING EXCLUSIVE DOUBLE 


eee FASCQO BASEBOARD HEAT 


Sepa ae ot Combines high-efficiency, progressive styling 
eR ky in a versatile, “EASY-TO-INSTALL” unit 





convection heat 


Fasco electric baseboard heat is the advanced way to heat today’s homes. 
It offers you and your customers a windfall of values that can’t be exceeded 
anywhere in the building industry. Contractors and builders are naturally 
interested in heat units that can be installed quickly and which do not 
require costly callbacks ... units that are styled to please, give dependable 
heat, and carry the solid, backed-up guarantee of the manufacturer —Fasco 
offers these things and more. 


Fasco baseboard heat features unique double-wishbone heating element for 
high efficiency. Varying wattages and baseboard lengths provide versatile 
multiples for room by room heating. Users like the slim styling, the clean, 
uniform, draft-free heat. Front panel is easily removed for 

installation and cleaning. 


pA< 
“BLEND-IN" ACCESSORIES So, before you buy, make the value check on available ‘<<. v 
Inside and outside corners, thermo- electric heat. You'll find Fasco has the value extras... sco » 


for you and your customer. 


A ELECTRIC A 


stat section, wall section, all designed = 
to blend with lines and color of > we 
baseboard units. 


eA: a %. co INDUSTRIES, INC., Rochester, W. Y. 


Fasco manufactures a full line of quality fans, ventilators, range hoods, electric heat 











Finest!—the APPLETON Intenso “Quartzlite 1500" 
by Spe thé fabulous “Quartzlite 500,” this super floodtight 


¥ 


maxim lumen output aie nomic tost. Even 
abigegpe my a wo - ; faye ok: Se ane 7 


eae I betel e yt tom 


from rear. 


Never before in lighting history has there 
been such an offering as the new line of 
APPLETON floodlights. Each individual 
unit represents the latest in engineering. . . 
performance-proved in APPLETON’s 
own laboratories. Not just one model, but 
every model incorporates the finest in 
design, the finest in construction, the 
greatest number of built in features and 
the greatest possible lighting efficiency. 
Before specifying floodlights for your next 
installation, check APPLETON. 





1701 Wellington Avenue, Chicago 13, Il. 





Introduced for the firsi time at the 
3rd NATIONAL LIGHTING EXPOSITION 





Exclusive wick for 
special air and 
moisture filter 
action. 


“Sportefioad” 1 f High Lumen Output!—APPLETON “Mercfloed” 


le gner ive Appleton desired faye: ; “4 One of the ine ay oom Beoteans 
| many ¢ features. engineered expressly for uses mercury 
; eee ia. 5 HES NEMA Soe ere ene lense culpel per wet. Wile 


a i 


See the fabulous APPLETON line On Display At 


before you specify your next installation. BOOTH 200 & 201 


You'll agree...they’re the best all ways! NATIONAL LIGHTING EXPOSITION 
New York ... March 5, 6, 7,8 





JOB-PROFIT TOOLING IDEAS 


For large-size cable pulling use 
Greenlee No. 765 Cable Puller 


ONE-MAN OPERATION .- 7500 L8 PULL - TWO OPERATING SPEEDS 
Portable .. . easy to set up and operate. Use it on exposed 
or concealed conduit. Pull is in line with the conduit with 
no strain on the hangers or outlet boxes. Can be equipped 
with flexible elbow attachment for pulling from concealed 
conduit . . . permits placing puller at any desired distance 
from end of conduit. 


FROM GREENLEE 


New 
lightweight 
Wire Puller 


for fast 
one-man 


operation 


@ WEIGHS ONLY 29 LB 


@ TWO-SPEED WINCH... 
3TO01AND9TO1RATIOS... 


@ PATENTED RATCHET ACTION 


Easily carried and operated by one man, 
the new GREENLEE No. 766 Wire Puller 
requires only 30-lb handle pressure to pull 
1500 lb. Wire can be pulled at any angle 
from large or small outlet boxes or from 
the end of exposed conduit. At all times 
the pull is in line with the conduit .. . 
no strain on the hanger or outlet box. 
No loose cable to contend with .. . reel 
holds 200 feet of aircraft steel cable. Pat- 
ented winch ratchet action . . . open-side 
pulley support for easy access to any 
outlet box. Typical performance: Large 
Midwest contractor reports pulling four 
strands of 4/0 wire through 165 feet of 
2%-inch conduit with two 90° bends. 
Time, 20 minutes. 


? 





Hand and power drivers for knockout punches 


A 


Greenlee No. 7646-A hydraulic Greenlee one-shot knockout punch Greenlee ratchet knockout punch 
knockout punch — develops 11 drivers are fast, lightweight, and driver makes conduit openings 6 to 
tons’ ram force to easily drive powerful . . . easily operated by one 8 times faster than with wrench 
punches through 10-gauge metal . . . man. Require no pre-drilling or step- method. Easily operated in any po 
cuts 14” thru 5” conduit openings in sition. Use with standard Greenlee 
seconds. Many times faster than knockout punches from 1” thru 3”. 
wrench method . . . can be used in Available singly or with set of 
cramped quarters. Timesavings punches for 4%” thru 2” conduit. 
quickly pay for this efficient tool. De- cepts Greenlee makes a complete range 
signed to drive all Greenlee knock to punch +94 for A", %", 1" con- of knockout punches for 1/2” 
out punches. It is available singly duit and No. 1732 to punch holes for thru 5” conduit ... fast, easy 
for punches already owned or is 14” thru 4” paarorg Hand or power cutting through 10-gauge metal 
available in sets with 6 or 10 punches. pump operated. ... clean, accurate holes. 


up punching to make conduit open- 
ings... high-strength aluminum “C” 
frame. Punch cuts through 10-gauge 
steel with ease. Two sizes: No. 1731 


Hand ratchet benders 
Fast, easy way to make bends up to 90° in 
14,” thru 114” rigid conduit. Greenlee ratchet 
bender is self-contained and easily portable. 
Ratchet action for short, powerful strokes. . . 
easy-to-reach ratchet release . . . built-in 0 
to 90° bending gauge . . . swing-away pipe 
clamp for easy removal of 90° bend. . . direct 
handle operation for quick bending of small 
pipe. No. “7 for 144”, %4”, 1” conduit. 
No. 1801 for 14,” and 114” sizes. 


Fast-boring Greenlee bits for electrical work 


Jobs go smoother when you standardize on Greenlee precision-made 
boring tools. Power drill and hand brace types . . . various styles 
and lengths for all types of electrical work. Electricians’ auger bits, 
bellhangers’ drills, solid-center auger bits, expansive bits, ship augers, 
pipe bits, spade-type power bits. Highest quality for fast, accurate 
boring and long life under hard usage. 


WRITE FOR CONDENSED CATALOG E-240A. GREENLEE TOOL CO., 1954 COLUMBIA AVE., ROCKFORD, ILLINOIS 


GREENLEE JOB-PROFIT TOOLING 


... cost control for contractors 





15, 20-AMP 


we who created Stab-Lok’ now give you the key 


Here it is—complete NON-INTERCHANGEABILITY as easy as FPE! The company that first gave you 
the finest in modular stab-in circuit breakers starts its second decade of leadership with the finest, 
fastest, safest system for NI. You save installation time! No extra effort is needed with FPE’s 15 and 20 
amp Stab-Lok NI breakers... just stab in the way you’ve always done. You save effort and uncertainty! 
All Stab-Lok NI breakers rated above 20 amps are fitted with hardened steel clips which project from 
the bottom. These clips prohibit insertion until matching knockouts are removed. Just insert the pocket 











30, 40, 50-AMP 60, 70, 90, 100-AMP 


to leadership in NON-INTERCHANGEABILITY! 


sized FPE key into the base plate opening and press out the desired embossed knockouts: one for 30, 40 
and 50 amp ratings; two for 60, 70, 90 and 100 amp ratings. Now stab in the breaker. That's all there is 
to it! You save money, too! All new Stab-Lok Ni breakers fit all existing Stab-Lok enclosures (including 
those installed and those in-stock!)—another example of how FPE’s policy of Progress without Obsoles- 
cence benefits you. The “key” is available only to licensed electricians; Bulletin FB 1-1000 is available 
to everyone, on request to: Federal Pacific Electric Company, 50 Paris Street, Newark 1, New Jersey. 


ELECTRIC COMPANY 
4 


rae 


growth through creative energy 





FE@EEAL PACIFIC 





3213-1 * 


whatever your 
wiring device 
needs 


CIRCLE F devices give you 
everything you want—and you save 
money, too! High quality, low cost 
Circle F wiring devices provide 
fast, easy installation, trouble-free 
service and eliminate call-backs. 
Precision engineering and quality- 
controlled production plus rugged 
construction guarantee customer 
satisfaction. Circle F devices 

are available at Electrical Wholesalers 
everywhere for quick 

pick-up or delivery. 


we 


*Only one of a complete line. 
aacll For additional information, 
864-SO * oe NE write for catalog. 


F: oa Eo” Sl ae ee co. 


TRENTON 4, NEW JERSEY + For your wire ni nn Eastern Insulated Wire Corp., Box 591, Trenton, N. J. 
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BASEBOARD + FORCED AIR 


gives ideal heating at low cost 








The Forced Air Baseboard harmonizes 
with modera room interiors; 


paint to match. R&M-HUNTER 
FORCED AIR BASEBOARD 


This entirely new type of electric heating system 
gives even floor-to-ceiling temperature. A quiet low- 
speed centrifugal blower pulls in cool floor level air 
and moves it over a series of heating elements betore 
sending it back into the room at the selected tem- 
perature. Floor level thermostat (optional) and re- 
turn air inlet maintain ideal comfort conditions, with 
minimum heat loss. The R&M-Hunter FORCED 
AIR BASEBOARD gives safe, clean, quiet, auto- 
matic heat. No cold drafts or hot blasts. No ducts 
no heater closét. 

Mail the coupon below for complete information on 
“the best buy in electric heat.” 


— 
“< =~ 
Wire = ae, 
« Seah of 





Costs less—easier to install 

















The new R&M-Hunter FORCED AIR BASEBOARD costs much 


less than convection baseboard, and is easier to install. 








EVEN FLOOR-TO-CEILING TEMPERATURE 
Engineered for compactness—Dimensions are: 33” long, 13” high, 
3%” deep. When recessed, unit extends only 13” from wall. 
R&M—Hunter also makes 
convection baseboard, wall 
and bathroom heaters 


1000 to 4000 watt capacities—1000, 1500 and 2000 watt models 
with or without thermostats. Thermostats control two or more units 
in a room. 2500, 3000 and commercial 4000 watt models have in- 


dividual thermostats. Listed by Underwriters’ Laboratories. 


R&M-Hunter 
FORCED AIR BASEBOARD 


ELECTRIC HEAT 
Mt Matehleas! 


Backed by R&M-Hunter's 80-year experience in 
electrical equipment 


Hunter Division—Robbins & Myers, Inc. 

2774 Frisco Ave., Memphis 14, Tenn 

Send complete data on your new FORCED AIR BASEBOARD 
to 


Name 


Address 





ore money for you 
~ General Electric Christmas 


More gross profit for you... and for dealers, too... 
with new low distributor net prices (and lower suggested 


HERE’S 
WHY: 


dealer prices) 


New incentive discount for taking 
“early delivery’ 


New 20% return privilege on carry over of 


“early delivery” purchases. 


NEW G-E PACKAGING...CUTS HANDLING 


24-iamp sealed cartons in D30, D040... 
available in solid or assorted colors, 


Both 5-bulb and twin lamp packs come in the 
new 100 lamp sealed cartons in C6, C7'2, D14, 


DI5, 026, D27... 
NEW 24 AND 100 LAMP SEALED CARTONS... will 
cut your handling costs on broken package orders. 
And you can pick up extra business from customers 
since these cartons make it easy to supplement their 
order with additional types and colors. Because 
now distributors can handle broken package 
orders for G-E Christmas lamps with a minimum 
of effort, through orders for multiples of 100 or 
24 lamps. With reasonably careful handling these 
G-E sealed cartons are ready for local delivery. You 


and your customers enjoy the convenience of neat, 


solid or assorted colors. 


5TOA 
STANDARD 
PACKAGE 


easy-to-handle packages instead of makeshifts. 
And you can speed up your order-filling at the 


busy time of the year; cut errors, too. 
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amp sales Policy ! 
a Price protection always against possible price decreases 
a The best General Electric price is always available to you 


Prompt delivery from full line General Electric warehouses 


... overnight in most cases 


You save on handling costs. ..can get what amounts to a 
“second profit” from new G-E Packaging (See below) 


MEL Bi TEEPE ABR 8. RN RR RE 
COSTS, SPEEDS ORDER-TAKING, BOOSTS SALES 


GENERALE ELECTRIC Chae, | =] 


CHRISTMAS _ ( Viste : 


Di re aad 7 SA me 


(ht) ser" 


/ 


é 


Floor 


ey 6 


Floor 
Display 


... PLUS FACTORY PACKED 

PRICE-MARKED DISPLAY ASSORTMENTS that take Before you order Christmas lamps for 1961, it will pay 
guess work out of planning orders... save time in you to see your General Electric Miniature Lamp 
writing and filling them . . . speed sales for you and Department representative. Don’t wait! Get the full 
your customers. In fact, your cost savings can amount to details now! Miniature Lamp Department, General 
a “second profit” ... when you push assortment sales. Electric Company, Nela Park, Cleveland 12, Ohio. 


GENERAL @@) ELECTRIC 
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Industry-proved through a quarter century of service... THERE'S NO DOUBT ABOUT NEOPRENE 


One of American Airlines’ fleet of Boeing 707 jet flagships parks at new passenger terminal. 
Neoprene jacketing protects 68,500 feet of underground lighting cable serving the terminal’s apron. 


Dependable neoprene 
the apron of another 


Marshy soil at New York International Airport poses 
special problems for underground power cable. Ex- 
cessive moisture that collects in ducts makes life tough 
for ordinary jacketing. That’s one reason why neoprene 
Idlewild for 


One of the most recent installations is at Ameri- 


jacketed cable has been a standard at 
years. 
can Airlines’ new jet-age passenger terminal. Here all 
underground lighting cable serving the terminal apron 
is protected with durable neoprene jackets, specially 
compounded for maximum water resistance. 
Neoprene jacketed cable has thoroughly proved 
itself at 


years, over 500,000 feet of neoprene cable has been 


Idlewild. as elsewhere. Just in the last two 


installed during construction work at other Idlewild 


terminals and all this is in addition to the un- 


REG. us. pat OFF 


jacketed cable lights 
new Idlewild terminal 


of feet that have been buried at 


Idlewild since the airport’s inception in 1942. 


counted millions 


Neoprene jacketing’s proven resistance to weather- 
ing. abuse, temperature extremes, flame, hot and cold 
flow can mean economical 
long term protection for the 
cable you use. FE. 1. du Pont 
de Nemours & Co. (Inc.), 

Elastomer Chemicals Dept. 
EL-3, Wilmington 98, Del. 


Free—Du Pont’s new 
WIRE AND CABLE CASEBOOK 


Each issue contains case histories 
from the electrical industry on the 
use of neoprene jacketed cables. 
Subscriptions free on request 


NEOPRENE 


SYNTHETIC RUBBER 


Better Things for Better Living .. . through Chemistry 
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Leading Electric Utilities 
Specify WEAVER 
Equipment for 
Long-lasting, 
Trouble-free 
Grounding 


Heavy, uniform copper coating, molecularly bonded to 
a rigid steel core, assures permanent grounding. The 
copper is work-hardened and resists scarring in rocky 
soil, A special draw gives the core more rigidity and with 
machined point driving is easier . . . chamfered top 
eliminates mushrooming and splitting 


Cast of high-strength, silicon aluminum bronze, 
yet cost no more than extruded types of clamps. 
Design guarantees perfect alignment between ground 
wire and rod. Big half-inch screw with rounded 
point gives high pressure contact without damaging 
the copper on the rod .. . machine-cut threads 
withstand high torque without stripping or breaking 
Available with socket or square heads. 


Weaver Plates with 25% more copper area 
than other types of plates, provide better 
overload dispersal . . . yet cost no more 

It is the only plate with a heavy duty cast 
bronze connector to give high pressure contact 
between plate and ground wire . . . assures 
long-lasting, safe grounding, 


Advertised in leading electrical publications and 


J. A. WEAVE R direct mail to your customers and prospects. 


‘ rey (l 2/4 2110 Howard Street * St. Lovis6,Mo. * GArfield 1-6336 
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LS MCAS LOCKER - GLO 








The same engineer- 

ing know-how that goes 

into the manufacture of 
world-famous Rocker-Glo 

switches, makes Turnlok wir- 

ing devices supreme in their field, 

too. On heavy duty devices or resi- 
dential, the P¢-S mark is your guar- 
antee of the best your money can buy. 





For free information 


[) about Turnlok and 


Rocker-Glo 
write Dept. EW 361 

















PERFORMANCE 
SPECIFIED 


PASS & SEYMOUR, INC. 
SYRACUSE 9, NEW YORK 


60 E. 42nd St., New York 17, N.Y. 1440.N. Pulaski Rd., Chicago 51, Ill. In Canada: Renfrew Electric Co., Ltd., Toronto, Ontario 


ELECTRICAL WHOLESALING—March, 1961 





YOUR CUSTOMERS WILL SEE 
AND READ THIS INSERT. 
MAKE SURE YOU'RE “IN STOCK.” 


HOW 
RACO'’S 


MASONRY BOXES 


Bye dae) ewer 


SAVE YOU 
TIME ann MONEY 


HELP YOU DO 
A BETTER JOB 


The only complete line 
of masonry products. 


TZO-TE “ON VIV 





RACO Way 


OLD Way 


The square-cornered ‘‘sheer’’ Raco boxes are deep—sized so con- On Raco boxes, the device holes 
design of Raco Masonry boxes duit will position in the voids of the are on the inside of the box. That 
save installation time. It’s easier block—yet are flush to the front of means a better fit. It also means a 
to cut square rather than ‘‘around”’ the block. Knockouts are located neater, speedier job. 
rounded corners. so that you don't have to offset 

the pipe 


THRU-THE-WALL BOXES 


Bn 
r. 2% < at 


Fitting square cornered Raco boxes requires less 
effort—less ‘‘mudding.’’ There are no covers re 
quired. Result: professional job handled with no 
wasted motion 


Raco masonry thru-the-wall boxes replace two 
boxes, one fitting and two plaster covers—elimi 
nate the costly labor of nippling through and in- 
stalling covers. This adds up to big savings in time 


I by ALL-STEEL Equipment inc Fully protected by potents 





REAL TIME SAVERS 





= 


Internal device holes in Raco boxes No worry about hiding imperfec- Whatever the job, Raco has a time 
reduce ‘‘mudding around” — also tions behind jumbo device covers Saving masonry box to fit the situa 
less re-tapping of device holes. when using Raco boxes. They are tion. Available in single, 2, 3, or 4 
Eliminate this time-consuming, ir designed %” shorter than other gang boxes, 242” or 342” depths 
ritating job of re-tapping with Raco. masonry boxes although device with 42” or %” knockouts 

holes are standard. Cut costs: use 

Raco. 


REAL MONEY SAVERS 


Save money, too. It costs less than half as much Raco thru-the-wall boxes offer you savings in so 
(43%) for a Raco masonry thru-the-wall box as for many ways. Original cost is lower. Installation time 
two 4” squares and covers. You save even more when is reduced. Neater looking job. In three sizes—for 
you figure labor costs. use with 4”, 6” or 8” cement blocks. 





SQUARE-CUT DEVICE COVERS ARE EASIER TO INSTALL 





4 
am 


Raco's straight-side design eliminates beveling device styles. Simplify your job—do it neater and 
You save time on-the-job in so many ways using Raco faster with Raco. 

4” square-cut device covers. The straight-side design Bevel edge plaster rings require much more mud 

eliminates beveling—mounting is quick and easy. Avail- ding and result in a rougher finished appearance 

able in six cover depths (42” to 2”) in single and two 


hae 








| an DRY WALL BRICK Single Device Square-Cut Device Covers 


782 Raised 2” No. 790 Raised 1%’ 


—_— TT 
783 Raised *%” No. 785 Raised 1%" 





' 


* | | 784 Raised 1” No. 786 Raised 2” 


Two Device Square-Cut Device Covers 
= 792%" No. 797 1%" 
793%" No.795 1%” 
794 1” No. 796 2” 











CONCRETE CERAMIC rll | 
BLOCK TILE ae 
——————S 























BOXES FOR EVERY JOB...FITTINGS FOR EVERY NEED 


ALL-STEEL EQUIPMENT INC. AURORA, ILLINOIS 


<i * 


451—3 x 2” Switch box 425—3 x 2” Switch box 272—Concrete box 1802—No thread 214)—Non metollic 2622—Pressure cast set 


2," deep '‘Q’' Ciamp 2” deep Griptite 3” deep rigid connector cable connector screw type coupling 


190—4” Squore box 156—4” Octagon box 220 4—Angle squeeze 2404— Entrance Cap 2602—Pressure cast set 


258—4 11/16” Square box 
? deep N Clamps connector, 90° two-piece type screw type connector 


2'fe deep ''/2 Jeep 


Printed in U.S.A 





A MESSAGE TO AMERICAN 


INDUSTRY »- ONE OF A SERIES 


By our method of reporting unemployment... 





We’re Giving The 
United States A Black Eye 
That Is Not Deserved 


Phe way in which our unemployment is 
reported is giving the United States an un- 
deserved black eve around the world. The 
broad concept of unemployment we use 
exaggerates the amount of unemployment 
in the United States as compared to most 
other countries. Our reporting system also 
falls short of presenting a balanced picture 
by concentrating on people who are idle, 
while neglecting jobs that are idle because 
people cannot be found to fill them. This 
editorial explains these defects and suggests 
improvements. 

The Monthly Bulletin of Statistics, issued by 
the Statistical Office of the United Nations, has 
hecome a standard reference for international 
comparisons of economic performance, includ- 
ing employment and unemployment. Here, from 
the November, 1960 issue, is part of a table giv- 
ing comparative figures on the rate of unem 
ployment for the United States and a group of 


European countries; 
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UNEMPLOYMENT RATE 


Annual Jan.-June 
Average Average 
1959 1960 





West Germany 2.4% 1.0% 
Netherlands , 428 1.4 
Sweden i .§ 2a 1.8 
United Kingdom 2.3 1.9 


United States 5.5 6.1 





A Distorted Picture 

If taken at face value the table clearly says 
that the United States is doing far worse in pro- 
viding jobs for its citizens than the other coun- 
tries whose unemployment records are listed, 

But the figures are deceptive. They are 
made so, in part, by our government's use of a 
much broader concept of what constitutes unem- 
ployment than is used by most other countries. 

Sweden provides a clear case in point. The 
table indicates that during 1959 Sweden had an 


unemployment rate of 2.0, while the rate in the 





United States was 5.5%. But a report from Swe- 


den, published in the U.S. Department of La- 
bor’s Labor Developments Abroad, indicates 
that if they had used the same methods of caleu- 
lating unemployment as we, the reported jobless 
rate in Sweden would have almost doubled. Thus 
a large portion of the gap between the unemploy- 
ment rate in the United States and the unemploy- 


ment rate in Sweden would have been eliminated. 


Graduation To Unemployment 

In general, countries listed in the table use 
registrations at public employment agencies as 
the basis for calculating their unemployment. 
Our Department of Labor, in making its sam- 
pling of unemployment, includes unregistered 
young people who are waiting for jobs or train- 
ing opportunities as well as housewives who are 
looking for jobs in a general sort of way but who 
have not registered anywhere in search of them. 

It used to be that graduation from college was 
regarded as a day for great celebration and re- 
joicing. But, because of the way the Labor De- 
partment does its counting of unemployment, 
it is now a day of sorrow. For unless our young 
people immediately rush off to jobs, they grad 
uate into unemployment and swell our jobless 
figures. 

While our government very expansively 
counts all the unemployed. there is no off- 
setting report on the number of jobs that 
are unfilled because no one qualified can 
be found to fill them. Currently there are 
many jobs in this category, and it is to be ex- 
pected that there will be more as the technologi- 
cal revolution picks np momentum. 

A properly balanced report on unemployment 
would melude a record both of people who are 
idle, as conceived on some standard interna- 
tional basis, and jobs that are idle. A combina- 
tion of the two sets of data would provide a much 
hetter indication of the economic health of a na- 
tion than unemployment alone. 

The United Kingdom regularly collects fig- 
ures on unfilled jobs as well as the number of 
unemployed. Thus it ‘s not an impossible task to 


collect information on idle jobs. For a fast 


moving economy, such as ours, the collec- 
tion of statistics on unfilled jobs presents 
special difficulties. But this information is 
so important that Congress should see that 
it is added to our employment and unem- 
ployment records. 


A National Disservice 

There is not the slightest inclination here to 
minimize the amount of unemployment in the 
United States at any time, or the crucial im- 
portance of doing everything possible to keep it 
at rock bottom. Lf the reporting of unemploy- 
ment were simply for domestic consumption, it 
would be possible to make an appealing case for 
using a very broad conception of it. This is one 
way of underlining the importance of the 
problem. 

But when, as is the case, international com- 
parisons of unemployment are treated as key 
gauges of the effectiveness of different econo- 
mies, we do ourselves an important national dis- 
service by using an exceptionally commodious 
concept of unemployment. American travelers 
abroad can testify that they are continuously 
heing called upon to explain why the United 
States does such a relatively poor job in pro- 
viding employment for its people. This is an un- 
wise and unfair burden to impose upon the 
nation. We make enough mistakes of eco- 
nomic commission and omission without 
issuing reports that distort our economic 


performance to our own discredit abroad. 





This message was prepared by my staff asso- 
clates as part of our company-wide effort to re- 
port on major new developments in American 
lusiness and industry. Permission is freely ex- 
tended to newspapers, groups or individuals to 


quote or reprint all or part of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY 
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THERE IS A DIFFERENCE IN I*T-E UNI-PAK LOADCENTER BOXES 


ONES 
Ul 
ETM STO 


BUILDS -IN 
BEAUTIFULLY 


Ronee ages « y 


i 
i 


/ 





I-T-E has separated the box from the in- 
terior ... the interior from the trim. You 
can buy the box separately, rough-it-in, 
and add the interior and trim later as the 
job progresses. All Uni-Pak boxes have a 
standard 144,” width and fit snugly be- 
tween 16” stud centers. It almost “‘holds 
itself in place” as you secure with nails 
or screws to studs through quarter-inch 
knockouts. 

ye Get the whole story on America’s 
build up the f easiest to install, most versatile Load- 
ont Py « center. Write I-T-E Circuit Breaker 
when you use Company, Walker Division, 125 Bennett 
a 14%" wide é Street, N.W., Atlanta 9, Georgia. Ask 


Uni-Pak 7 
Loadcenter. for Bulletin C-63. 


The HEART of HOUSEPOWER Nerve-Center of The Medallion Home 


I-T-E CIRCUIT BREAKER COMPANY 
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ELECTRICAL 
dared (-t-t-l lal, 





From 
Warehouse ... 


where outside salesman Jake Maisen- 
bacher (left) shows firm president, Arthur 
Loeb, 4-in outlet box covers he is taking 
as sample to show an OEM that makes 
gas-fired heating equipment. 





HM at OEM acc . Maisenbacher tz ove F ) ake 
To Purchasing Agent 7 at EM account faisenbacher talks over ways to m ike 
job of producer easier and more economical with equipment 
that The Loeb Electric Co. sells. He is talking to Robert L. 
Hunter, purchasing agent 








To Assembly Line at same account, Maisenbacher inspects result of sales 
or efforts. He sold ackage job including 105-deg plasti 
p § § £ | 
covered wire; flexible conduit; 4-in outlet box; straight c 


nector. Unit is a gas-fired warm air horizontal furnace 


\ HAT DOES he make? What 
S Are a C e W does he use? These are the first 

an two questions salesmen fron 

The Loeb Electric Co., Columbus 

Ohio ask themselves before they come 


And Steady Market’ is contact SR 6 potential CEA a: 


“This is what we sell. This is the 


service we provide. This is our price 
These are facts that Loeb salesmen 


present to the prospective OEM cus 


This is what Arthur Loeb, president of The Loeb Electric ?"*<' 


Co., says about his firm's concentration on OEM Seimei tide 


Does it work? According to Arthur 
Loeb, president of the firm, “it’s a 
vast, steady and very clean market 
that pays well and adds up to good 
volume. It requires a lot of creative 
thinking, but once you get organized 
By Herb Cavanaugh with an account and give it the best 
service you can—you won't lose it. In 
addition, the OEM’s credit is usually 
top-notch 

Loeb says that his company has 
“always sold OEMs but this kind of 


accounts. It takes knowledge, experience—and service. 
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OEM Market (cont.) 


‘OEMs Need Us to Cut 


Costs, Save Time’ 





business has increased greatly in the 
past few years. Right now, Loeb has 
over 40 OEM accounts. 
e The Market—Here is a quick run- 
down of the type of OEM accounts 
that Loeb Electric sells: 
e Stove and press makers 
e Heating and air-conditioning in- 
dustries 
e Vending machine manufacturers 
® Ice cream trucks 
e Electronic equipment makers 
e Show case producers 
e Custom coaches 
¢ Equipment Sold—Equipment that 
is sold to the OEM market can be 
almost anything, says Loeb. Taking 
another sample rundown, here’s the 
type of equipment items that have 
been showing up on Loeb Electric’s 
OEM invoices: 
Motors, motor controls 
Flexible metallic conduit 
Meters and instruments 
Bushings, wire strippers 
Gas-operated generators 
Small transformers 
Circuit breakers, panels 
Fuses, tape 
Wire, locknuts 
Connectors, nipples 
Enclosures, Amprobes 
Limit switches 
Fifty percent of the electrical equip- 
ment that goes to Loeb Electric’s 
OEM accounts are drop-shipped if the 
items or orders are large enough. 
¢@ Diversification—Loeb says that to 
service OEM accounts, a distributor 
must be equipped with diversified 
lines. “Another thing,” adds Loeb, 
“you have to carry enough back-up 
stock to ward off the danger of an 
OEM account running short and hurt- 
ing its operations. How much back-up 
stock depends upon the availability 
and the lead time that an account 
gives the distributor.” 
e How Important?—How important 
is the distributor to the OEM 
account? Loeb gives one example: 
“We received a call from one of our 
OEM accounts not long ago. It was 
about some flexible conduit that it had 
received. We were informed that the 
‘flex’ was very greasy—and we were 
asked to come over and look at it. 
One of our outside salesmen went over 
to the account, checked the material, 
called the manufacturer right away 


ao 


and found out that the conduit had 
missed the degreasing operation. The 
OEM account was taken care of right 
away with an immediate replacement 
shipment out of our standard stock,” 
says Loeb. 

“What would have happened if the 
customer did not have the electrical 
distributor nearby to make one small 
part of their problem a little easier, 
and to assist them with the know- 
ledge we have of the electrical equip- 
ment they use? They would have had 
to contact the manufacturer them- 
selves and the results would not have 
come nearly as fast. 

“The OEM account needs the dis- 

tributor to show him samples of prod- 
ucts that can shorten his time, solve 
his problems and cut down his ex- 
pense. He doesn’t know about these 
things—but we do, because it’s our 
job. He cannot know what’s available 
to him. The distributor has to bring 
him up-to-date.” 
e Most Important—Loeb that 
the distributor, in looking for OEM 
accounts, must find out who is making 
what in his territory. Loeb does it by 
using a manufacturers’ directory. 
Other ingredients necessary are: “ex- 
perience, knowledge and a little bit 
of luck. But the most important thing 
is, you must Know what ‘you can sell 
this guy.’ 

“For example, on the widget is a 
gizmo. Do we sell gizmos? If we do 
not carry a certain piece of equipment 
we'll tell the man that we don’t know, 
but we'll find out for him. 

“The best way to sell an OEM,” 
says Loeb, “is to be there when an 
OEM starts out on the ground floor. 
It has happened to us. Our salesman 
was on the spot on opening day, and 
we were there to help him out with 
the original design of what he was 
going to make. We have been doing 
business with him ever since.” 

e Need Engineers?—Loeb says that 
he does not need engineers to sell the 
OEM market. “The market does not 
get that technical,” he says. “And if 
any real engineering problems do pop 
up, we'll call in the factory man to 
help us out.” 

e Manufacturers’ WView—According 
to the Columbus distributor, manufac- 
turers are gradually turning over their 
smaller OEMs to electrical distributors 


Says 


because they realize that they cannot 
cover them as well as the distributor, 
nor can they do it as economically. 

e Salesmen’s Story—Robert (Jake) 
Maisenbacher, outside salesman for 
Loeb Electric says that, to him, OEMs 
are bread and butter accounts because 
“they are steady and they provide 
good, profitable margins.” 

e Battleground—Selling OEMs is no 
bed of roses. Maisenbacher says that 
you have to battle the competition 
constantly and keep up with the 
changes and modifications that come 
up in the various types of production 
accounts you're selling. “All Loeb 
salesmen are constantly digging up 
new accounts. For instance, we might 
even call on the OEM that makes 
steam shovels: he could use something 
involving electrical equipment, so we 
try to sell him the equipment on a 
production basis.” 

e Service and Price—Personal serv- 
ice, says Maisenbacher, is what keeps 
the OEM accounts. “You've got to be 
right on price; you’ve got to provide 
good service. OEMs expect you to be 
continuously competitive—but if you 
are friendly, efficient and courteous, 
they will give the salesman the bene- 
fit of the doubt.” 

e Close Association—Another pay-oft 
ticket to better OEM business is close 
association, says Maisenbacher. “You 
have to be able to anticipate the needs 
of the account. You must provide the 
customer with new product informa- 
tion and help him all you can with 
his problems. One of the most critical 
periods for an OEM is the introduc- 
tion into manufacture of a new model 
That’s when the distributor salesman 
can join in with his knowledge of 
products. 

“The salesman must be able to come 

up with a better fitting at a better 
price—after the engineer tells him 
what he wants. The cost of any item 
is very important in an OEM account, 
as is service.” 
e A Second Stock Man—Robert | 
Hunter, purchasing agent for a local 
OEM account that Maisenbacher has 
been selling for 14 years, has favor- 
able opinions about buying material 
from the electrical distributor for his 
needs. Hunter buys for a firm which 
makes gas-fired heating equipment. At 
the present time, the company is look- 
ing forward to expanding its size. 

“Service has an awful lot to do with 
our buying from Loeb Electric,” says 
Hunter, “because replacement is im- 
mediate. The kind of service we have 
gotten from them has been exception- 
al. Jake (Maisenbacher) has been a 
second stock man for me and like 
another employee here. If there were 
more men like him the job of the 
purchasing agent would be a whole 
lot easier.” 
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A Net Profit Is Part of 
The Value Added by Distribution 


. . writes a distributor who adds: ' 


‘But where 


is it?" 


In this article, 


Samuel Kaplan, of Tucson Electric Supply Co., Tucson, Ariz., philosophizes 
on the concept of "value added by distribution.'' His concern: the economic 
imbalance brought about by cut-throat competition or "price destruction." 


DISTRIBUTION as in mining, 


there are es- 


N 
| manufacturing, etc., 
sential costs which must be recap- 
To the 
added a net 


tured if industry is to continue. 
total of such costs is then 
profit. The sum total of all these 
including the net profit but not in- 
cluding material costs, is the value 
added that is passed on to the next 
stage of production and of distribution. 
This goes on from the mining of raw 
materials to the finished products and 
into the hands of consumers where the 
accumulations of value added ends. 
Long experience has pretty well es- 
tablished the rate of values that are 
needed for each and every industrial 
and commercial process. This is known 
as the margin of gross profit. This 
gross profit has to be maintained in 
order to create what we know as pros- 
perity. When these ratios are not main- 
tained the economic system goes out 
of balance, and we are in for trouble. 
There are many factors involved in 
the values that are added to produc- 
tion and distribution. After material 
costs are determined, all additional 
costs have to be taken into account in 
order to establish a selling price for the 
finished product. This is also true for 
distribution except that in this the sell- 
ing price includes the cost of service 
as a product. The selling price has to 
include a fair margin of net profit to 
provide for a variety of uses. Without 


costs, 
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this provision there can be no im- 
provements or expansions and no pro- 
vision for income taxes. A simple way 
to stop the operation of government is 
to make no provision for a net profit. 
We can’t get anything that does not 
exist. To bring anything into existence, 
we have to create it through what we 
now know as “value added by—” 
If we use our experience and our 
good judgment, we add equitable val- 
ues. We provide a _ percentage for 
salaries and wages, rent, insurance, 
capital and equipment costs and the 
many other costs that are not included 
in the cost of materials. Some of these 
costs are fixed; others are variable. 





About the Author 


In response to EW’s request for 
some biographical data to publish 
with his article, Mr. Kaplan fur- 
nished the following work history, 
which stands out in our records 
as a model for terseness: “Sweat- 
shop at 12. Printer’s devil at 13. 
Punch press at 14. Dry cells at 15. 
Farm hand at 16. At bench at 17. 
R.R. station helper at 18. Brass 
pounder at 19. Station agent 1917 
to 1919. Brass pounder 1919 to 
1921. Electrical business 1922 to 
ees 











But it is the variable costs that in a 
large measure determine whether we 
are to be prosperous as companies, as 
individuals, as communities and 
nation; or whether we are to operate 
on a low economic level in which 
which there is no prosperity. 

One of the very important variables 
is that of salaries and wages. Out of 
these come what we know as purchas- 
ing power. This purchasing power, if 
enough of it is provided, consumes 
the products of industry and the 
services of distribution. In addition, it 
provides capital accumulation through 
savings and investments, and it also 
pays the costs of government through 
taxes. If, however, the wage level is 
insufficient, something, somewhere, has 
to give way. Either buying power is 
reduced or there are less savings, and 
inevitably there is less collected in 
taxes. This does not make for pros- 
perity. Eventually it makes for depres- 
sion. It most surely makes for debt 
out of which nonproductive interest 
is paid to nonproducers. Industry that 
operates on a low wage level defeats 
itself. 

Another variable is that of net 
profit. A fair percentage based upon 
the volume of business provides for 
replacement, improvement and expan- 
sion. It also, as in the case of 
and salaries, provides for savings, in- 

Continued on page 108 
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AFTER BEING connected with the electrical industry for 66 
still an active outside salesman for Nunn Electric Supply Corp 
Here, he leaves office to make calls on some of his 18 accounts 


4a 


years, 


ot 


Houston, 


Ghiselin is 


Texas 


Does Time 


NE of the oldest active electrical 

salesmen in the United States says 

he can see no more competition 
in the present selling market than he 
did 50 years ago. 

The salesman is 84-year-old W. I 

Ghiselin, who is employed at Nunn 
Electric Supply Corp., Houston, Texas 
In his 66 years of being connected 
with the electrical industry, Ghiselin 
has seen the business grow from “the 
big seller of battery operated door 
buzzers to what it is today.” 
e No Changes “The type of 
products sold in the past 50 years 
certainly has changed,” he says, “but 
competition has not. In general, the 
problems are just about the same 
While I can’t see any more competi 
tion, | do see more competitors. But 
then, there is more business to be 
spread among the competitors 

“Competition helped build this coun 
try, and without it, we would be in a 
pretty sad situation.” 

After 66 years in the industry, the 
salesman says that his only supersti- 
tion is in price-cutting. He adds that 
with every case in the past where he 
has cut a price, he has had bad luck 
in some form on the job 

“Some salesmen think they have to 
get an order at any price,” Ghiselin 
explains. “They don't realize that other 
salesmen have as much right to share 
the business. 

“When a salesman cuts a price, he 
demoralizes the idea of selling for 
everyone in the industry. It’s necessary 
to sell a customer business, not give 
it to him. Expenses rise with volume 
However, some salesmen don't think 
about this. All they want is an order 

“Pop” Ghiselin, as Nunn employees 
refer to him, emphasizes that he has 
learned his lesson, as far as cutting 
prices is concerned. Now, if he cannot 
sell at the manufacturers’ suggested 
resale prices, he will not sell his 
products. 

“The salesman is given a price book 
by the manufacturer,” Ghiselin says 
“This should mean something, because 
the manufacturer knows about prices 
and profits for everyone. It’s certainly 
the job of a salesman to get an order 
not to make a price.” 

e Background The salesman for 
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Really Alter Industry Problems? 


One distributor's salesman says it does not. Presented 
here are some of the problems and changes in the past 
50 years as seen by 84-year-old W. F. Ghiselin. 


Nunn started in the electric business 
in 1895 at the age of 18. His first jo 
was with the Missouri Electric Light 
& Power Co. in St. Louis, where he 
filled orders for line crews. 

His first traveling job was with the 
Ft. Wayne Electric Works, where he 
says he traveled throughout Missouri 
and Illinois from New Year’s until 
Christmas. Later, he was transferred 
to Texas, where he sold ammeters. 

Ghiselin liked Texas so much that 
most of the time since has been spent 
there, mainly as a salesman for elec- 
trical distributors. Then, in 1951, at 
the age of 74, he joined Nunn Elec- 
tric Supply as an salesman. 
Since, he has concentrated his selling 
efforts on 18 accounts, including small 
commercial and institutional custom- 
ers, and two oil companies. The sales- 
man sells a full line of apparatus and 
supplies. 

e Sales Philosophy Ghiselin 
that when a customer makes a pur- 
chase, half of what he gets is service 

“My philosophy is this: When I call 


outside 


Says 


KEEPING IN constant touch with cus- 


tomers is “must” for salesman, who tries 
to stress service over price to customer 
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VET DISTRIBUTOR’S salesman started in the electrical industry at the age of 18 


Now, at 8&4, his big 


“superstition” is in price-cutting 


Ghiselin now refuses to cut 


prices, and will sell only at suggested resale prices 


on a prospective account or even a 
regular customer, I don’t ask him if he 
needs anything,” the salesman states 
“Il ask him if he has any problems 
which I can assist him in solving. 

“My methods of selling over the 
years have not changed—and they 
never will. Basically, no one is going 
to handle my problems but myself 
The customer knows that if he has any 
difficulty involving my products and 
service, he can get in touch with me 
to assist him. I do not believe in pass- 
ing the buck or of blaming my faults 
on someone else in the organization.” 
e Experience Gained—t!n his years 
electrical salesman, Ghiselin 
lists three important factors that 
every salesman should follow for suc- 
cessful selling 

1. When writing an order for a 
customer, a salesman should give an 
accurate estimate of shipment of the 
items, including both date’ and 
method 

“You don’t tell a customer his 
order will arrive at a particular time 


as an 


You have 
and 
want 


it will not 
to put yourself in his position, 
know exactly what would 
from a salesman,” he says 

2. Depend on inside personnel for 
follow-up service on orders from the 
factory. This enables the outside man 
to keep the customer informed ac- 
curately of the progress of the order 

3. Handle all orders promptly and 
properly. If this is done, the 
man will not get too far behind in 
his work, and will be able to 
the customer the 
sible. 
e Future Thoughts—Although Ghi 
selin retire in 1957, he 
changed his mind after realizing he 
could not be satisfied being inactive 
And now, at the age of 8&4, what 
does the think about his 
decision to go into the electrical 
business? 

“Even knowing about all the head 
would do the same 
It’s a very satisfying 


when you know 


you 


sales- 


give 


best service pos 


decided to 


salesman 


aches involved, I 
thing over again 
and rewarding business.” 
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Prices Will Be Under Pressure 


No significant price increases are expected this year and there is little sign of in- 
flationary impact on present price levels. Profit improvements will be an uphill 
battle. President Kennedy is likely to clamp the lid down on industrial prices. 


CONOMISTS are saying not to expect any significant 

price increases this year. Present indications show 

little sign of inflationary impact on existing price 
levels. Increasing costs, low demand, keen competition 
both domestic and foreign—are creating a cost-price 
squeeze that is pushing prices down and making profit 
margins smaller 

light-fisted buyers are clutching their money in spite 
of the upward trend in wages—a potent factor in driving 
down manufacturers’ prices of finished products. 
e Outlook—Prices will be under more pressure this year 
than last. President Kennedy may clamp the lid on in- 
dustrial prices to keep them down. Copper and _ brass 
prices have dropped, but will probably remain at their 
present levels until the last quarter of this year, when a 
slight rise is forecast. According to the Business Week 
Index, scrap steel prices have dipped considerably from 
last year but they are starting to show some signs of life 
again. Aluminum prices have been fairly steady for the 
past year and are expected to remain that way for the 
rest of this year 


As for the present slump, if it can be compared to the 

last recession, the economy should be bottoming-out in 
another three months or so. According to some econ- 
omists it will get worse before it gets better. 
e Electrical Trends—Since early this year, no definite 
price trends have been spotted in electrical products. This 
observation is based on analysis of “published” prices 
released by trade sources. Some prices have risen, some 
have dropped but this does not reflect actual prices in 
the market place. Here’s a brief rundown on the price 
changes. 

Price increases: Hand tools; wrap around water heater 
units; twist lock devices; wiring devices; E.M.T. com- 
pression couplings and connectors; outlet boxes and 
covers; lighting equipment; signaling equipment; low cost 
time switches and building wire. 

Price decreases: Exhaust fans; service entrance devices; 
aluminum couplings and elbows; range and dryer cord 
sets; bare, weatherproof, magnet and high voltage RR 
wire; TF and TFF fixture wire; bare and weatherproof 
wire in packages and sheet metal products. 


ELECTRICAL WHOLESALING—March, 1961 





Fh arte eae ieee eeateneieeeternennenieenieieniee 
/ | 
ed | 
4 
/ 
/ 
‘ 
| ‘ 
re td 


A 
4 


— 4 
f 
‘ 
‘ 
‘ 





(oS AS SSS TSS SSS SD 


ae 
/ 





a t 





KEY 


----= Safety Switch, 3-pole, type.C, 575-v 

-——-=-- Power Panelboard, circuit breaker type 
Lighting Panelboard, circuit breaker type 
(1947-49 = 100) 
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——=- Lamp, 60-watt, 110, 115, 120 and 125-v, inside frosted 
(1947-49 = 100) 








LAMP-—\static 


4 2 


“Pop-up” Toaster 
-—-— lron, Steam and dry 
(1947-49 = 100) 


956 1957 1959 1960 
HOUSEWARES—below the base line 


NOTE—tThe curves plotted on these graphs are based on normal discounts, in approximately similiar quantities to 
indexes furnished by the l S. Bureau of Labor Statistics similar classes of buyers. The indexes are intended to measure 
According to the Bureau, prices used are selected to conform real” or “pure” price changes—that is, to measure price 
with the concept of seller's net realization per unit of precise changes not influenced by changes in quality, quantity, terms 
specification. Net realization, as defined by market practice, of sale, etc. The calculation base period of 100 is the 
means actual sales of precisely defined commodities, less average of the three years 1947, 1948, 1949 
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Specialization 
Adds Profits to 
Builder Market 


By concentrating on the builder market, 
salesman Charles Marionneaux has been 
able to boost lighting sales and profits. 


by Robert S. Bush 


NATIONALLY advertised National Homes is one project 
near New Orleans where Marionneaux has been successful 
in selling fixtures. Here, he talks with N. P. Aucoin. 





_ 


SALES of residential lighting to project homes, such as the 
ones being viewed here by specialist Charles Marionneaux 


Lisnrins Fixturs & Exactnic Surety Co., Inc. 


New Oneans 2 La 








LETTERS inviting owners building their own homes to visit 
the distributor’s showroom are mailed regularly. Lighting 
specialist offers “planned lighting” as part of service. 
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not only have increased, but also, successful techniques have 


persuaded builders to raise lighting allowances 


ESPITE the nation-wide decline in housing starts last 
year, One distributor in New Orleans has been able 
to sell lighting fixtures to the residential market suc- 

cessfully through a program of specialization 

Until a few years ago, salesmen for Lighting Fixture 
& Electric Supply Co., Inc., concentrated basically on 
the electrical contractor in selling residential lighting. 
The outlook was altered, however, when rent controls 
were terminated. This presented a completely different 
picture for the firm’s management. 

Residential construction began to increase, and build- 
ing contractors started developing many sub-divisions. 

“Because of this boom, the general builder became 
more important in the overall picture,” President Charles 


Justice says. “Because so many people wanted homes, 
and because the builder was constructing so many proj- 
ects, we decided that the builder market would be 
worthwhile investigating.’ 
e Two Basic Steps—Justice has found that the fixture 
market can be a profitable one, if it is handled cor 
rectly. He says that in the past, he has found that the 
full-line apparatus and supply salesmen do not have the 
time to sell lighting in addition to their regular lines 

To take advantage of this building market, and to 
obtain the best benefits possible, Justice decided to em 
ploy a lighting specialist to concentrate mainly on 
builders, particularly those constructing large develop- 
ments 

The second step was not only to offer the builder 
fixtures for his projects, but to sell him a package of 
electrical items for his homes. While this is still in the 
planning stage, Justice eventually hopes to include in the 
package sale such items as ovens and range tops, ex- 
haust hoods and fans, refrigerators, dishwashers and 
air conditioning—in addition to the lighting fixtures. 

“This type of package would be a tremendous service 
for the project builder,” Justice says. “In effect, it would 
be a one-stop purchase for him. The builder is making 
purchases of these items from almost as many sources 
We are now in the process of explaining to him the 
convenience of making all of these purchases from one 
source. This will not only save him time, but he would 
have the advantage of service on all of these lines from 
one source.” 
e The Specialization—-To put the plan of sales to the 
builder into operation, Charles O. Marionneaux was 
hired as a residential lighting specialist and promotion 
man. Currently, the program is successful, not only in 
the sale of lighting, but also in many other electrical 


sroducts, including some of the items to be part of the 
é i 


future package sale. 

Normally, Marionneaux has found little difficulty in 
convincing the builder of the advantages and services he 
can receive in purchasing all fixtures for the project 
from Lighting Fixture & Electric Supply. When he finds 
out about a project, the specialist approaches the builder 
to find out how many homes will be constructed and 
what the price range will be 

“With this information, we are better able to work 
with the builder on the type, style and prices of fixtures 
for his homes,” Marionneaux says. “For instance, if the 
range is between $25,000 and $35,000, we can ap 
proach him on quality fixtures.” 

Normally, the builder sets the allowance for each type 
of house. However, the specialist constantly attempts to 
get the builder to raise the allowances. 

CONTINUED 


BASIC DUTY of specialist is visiting builder either at job site or at his office, as 
pictured here with Louis Capagnano of Capagnano Construction Co., Inc. If builder 
iS receptive to program, salesman prepares complete brochure. 
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“In discussing allowances with the builder, I always 
point out that no matter how nicely the house is deco- 
rated, the furnishings cannot be accented properly and 
in the best taste without good lighting. I stress that if 
a prospective buyer accepts the lighting in the house, 
he will accept the other features.” 

Marionneaux has been successful many times in con- 

vincing the builder of the advantages of higher allow- 
ances for residential lighting. However, this is only part 
of his efforts directed toward the builder. 
e Services Involved—The lighting specialist does not 
recommend any group of fixtures for a particular proj- 
ect until he has first seen the individual houses. Only 
then does he choose items within the allowance that he 
thinks will be best suited for the type of homes. 

Although the inside lighting might be similar for all 
houses, the Lighting Fixture & Electric Supply sales- 
man attempts to sell different outside brackets for each 
house in a particular section of the project. 

“Individuality is important to the homeowner,” he 

adds, “and different styles of outside brackets on homes 
go a long way in adding to this individuality.” 
e The Sales Factor—After Marionneaux contacts the 
builder initially, he prepares a brochure of fixtures for 
each type of house in the project. Usually, these bro- 
chures are prepared after he has looked at the plans of 
the houses and has seen the model homes. 

The brochures consist of a list and description of fix- 
tures recommended by the specialist, manufacturers’ 
literature and quotations. They are then presented to the 
builder for his examination and approval or recom- 
mendations for changes. 

“One of the biggest selling points is to see the builder 
right at the job site,” Marionneaux stresses. “Often, he 
is too busy at the office, even if it is possible to find 
him there. Not only is it important to see him at the site 
of the project in trying to sell lighting, but it is even 
as important to return often to see if the fixtures arrive 


54 


IF BUILDER is interested in mak 
ing lighting purchases from Mar 
ionneaux, salesman looks over 
plans for all types of houses to be 
built in the project, and then pet 
sonally visits the site to see the 
model homes. From this informa 
tion, he is in a good position to 
make recommendations for sales 


at the right time, and if he is satisfied with them.” 

Marionneaux says he is not interested in supplying 
fixtures only for the model house, and then taking the 
chance house buyers will come into the showroom to 
make the purchases after they have seen what is in the 
model home. 

“We are interested in selling the entire project,” he 
says. “If the builder is interested in our fixtures, our 
basic aim then is to get him to sign a contract for the 
entire group of homes. We want to be sure our sales 
will not go into a few homes, but that they will be 
made for all in the project.” 

Although the builder sets the allowance for lighting, 
Marionneaux usually is allowed to pick out the fixtures 
within the allowance that will go into the moderately- 
priced houses. On higher priced houses, the builder nor 
mally gives the homeowner an allowance, and sends him 
to the distributor’s lighting showroom 

Even though Lighting Fixture & Electric Supply now 
stresses fixture sales to the builder, the firm still main- 
tains its policy of protecting the electrical contractor 
Whenever the contractor is involved in the sale or in- 
stallation of fixtures, he receives his normal commission 
e Further Promotion—Marionneaux maintains a con- 
stant check on Dodge Reports for new home construc- 
tion. Letters inviting people into the showroom to see 
fixture selections are then mailed. The specialist states 
that no mailings are made to builders because they do 
not have time to look at every piece of literature they 
receive. He adds that the only way to approach a 
builder is to see him in person and demonstrate a prod- 
uct either at his office or at the job site. 

“The builder market has gone to too few people,” 
President Justice says. “Because of this, it is our desire 
to get out into the territory and see as many builders 
as possible. The best way we could do this was to have 
a specialist. We have a long way to go, but our volume 
has been increasing constantly—and so have the profits.” 
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Proper Price Sheets Are the 
First Step to Solving Pricing Problems 


Strengthening his contention that the pricing problem can be solved (EW— 
Feb., '61, p.58), Lester May, president of May Electric Supply Co., Kewanee, 
lll. offers the price sheet printed below as a common-sense suggestion to 
stimulate thinking by manufacturers and distributors on this vital issue. 








(G) The master format should be printed on goldenrod paper 
Titled~ —-DISTRIBUTOR NET PRICE SHEET 
with Trade Net Prices 
(E-3) also Retail Net Prices 


This much of the copy should be printed on blue paper 
Titled-—TRADE NET PRICE SHEET 
(E-3) with Retail Net Prices 


(E-1) This much of the copy should be printed on pink paper 
Titled~—-RETAIL NET PRICE SHEET 


Prices Per 
(E-2) Trade 
CASH DISCOUNT RATE % Net Price 


Cat. | Cat. Ref. Description Cart. | Std. r 10 "Cort. | Std. | Dist. 
No. (page) Quant.| Pkg. Quant.) Pkg. Net 


13 14 


EXCEPTIONS: 

E-1 At present pink price sheets are not requested on construction material and other items where no pub- 
lished retail prices are available. 
The Cash Discount Rate should be shown only on the Distributor Net Price Sheet 
For construction material and the like Retail Net Prices are not established. This line in the title should 
be deleted in this case and used only when Retail Net Prices are available 


EXPLANATION OF KEY NUMBERS: 
1 Margin and punching are important -See NAED specifications for details. 

2 Good illustration or line drawing here — very important — in many instances one illustration covers several 
items and the difference is taken care of by the catalog number and description 
The catalog number should definitely peg the item 
Page number in general catalog if published 
Descriptive information —an aid in selling and selecting 
Realistic carton quantities 
Realistic standard package quantities 
Weight each, per C or per M is much better than weight per package 
Retail Net Price if published —If not provide space and lines. 
Revised heading RETAIL NET rather than SUGGESTED LIST 
If item is ever sold in LESS THAN CARTON quantities provide such a column and print realistic prices. 
See NAED specifications for details. 
Realistic carton prices here. 
Realistic standard package prices here. 
Distributor net prices here based on normal distributor purchasing quantities. If a different price applies 
for less than normal quantities signal it here and explain ordering information in footnote. 


THESE PRICE SHEETS ARE NEEDED BY --- 

(G) Distributors for buying, pricing invoices and cost invoices. 

(B) Distributors and their salesmen for sales work. 

(B) The Trade (contractors, dealers and industrials) for buying, pricing and costing. 

(P) The Trade (contractors and dealers) for their sales work. Without such a sheet sales of many products 
are difficult. It is at this point orders for consumer items originate. 
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MASTER FORM (above) shows invoice total, total cost 

gross profit and total discount to the customer. Duplica 

tions of figures are made by computer directly below 

handwritten figures. This copy then provides all media 

for the billing and accounting system. Operator (right) 
, 


now can handle 2,000 lines of invoicing per day, enabling 
the firm to complete 100 more invoices daily 





hanging 


FFICE processing equipment de 
signed for billing procedures can 
eliminate many headaches and 
provide valuable information for both 
management and sales personnel, one 
Texas distributor has discovered 
Until about a year ago—when the 
new system was _ installed—personnel 
at Southern Electric Supply Co., Hous 
ton, realized more every day that the 
old method they were using was not 
efficient enough to keep pace with 
the increased number of invoices to 
be handled, and the expansion of the 
sales organization 
“Our original desire was to get the 
right equipment suited to our needs 
that would complete the job at the 
lowest cost in the shortest time, 
Vice President Don DeWalch says 
“Now, the operation is simple, and we 


rwoO other machines complete the auto 
mation system. Both, used for general 
accounting, provide for the posting of 
accounts receivable and accounts pay 
able. With both machines, punched cards 
are produced as a by-product of posting 


charge sales and cash sales. 
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System Adds Service, Cuts Cost 


A change from old to new billing and bookkeeping equip- 
ment at Southern Electric now gets the same job done at 
the lowest cost and in the shortest amount of time. 


are able to give better and faster ser- operators were not easy to find 
vice to our customers. In addition, the To help alleviate this situation, offi- 
entire system will easily pay for itself cials decided to use handwritten in- 
probably in two years—from the voices, and eliminate the old billing 
savings we have realized.” machines 
e The Problems—About two years “This was good, but presented other 
ago, Southern Electric’s management problems,” DeWalch says. “The old 
began studying the possibility of in- billing machines we had eliminated 
stalling automation equipment for bill- actually were a check on our extend- 
ing purposes. Two problems led to ing department because they were 
this decision used as calculators, also. To retain this 
First, the billing machines used at check, we had to begin re-extending 
that time were old and difficult for op invoices on calculators and compto- 
erators to use. Invoicing procedures meters, thus creating double work for 
not only were slow, but experienced ourselves Needless to say, no real 
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Savings resulted at this point, so 
continued our search 

e Choose a System—Not only be 
cause the company was growing, but 
also because there was a need for 
additional statistics and management 
information, Southern Electric officials 
made a further study of the various 
data processing machines and com 
puters available. The system finally de 
cided upon included three machines 
One, a printing computer, is used for 
invoice extensions. The other two 
used for general accounting—provide 
for the posting of accounts receivable 
and accounts payable, and ultimately 
sales analysis 

This system has been amazing 
Vice President H J. Calahan says 
The speed of the invoicing computer 
CONTINUED 


on ot Jo . 


REPRODUCTIONS of the master form 
(above, left) serve as invoice, salesman’s 
copy and shipping order. One copy of 
master form (left) contains spaces in 
which office personnel insert coded infor 
mation about order, such as_ branch 
salesman, area, source, product and 
profit. As many reproductions as re 
quired can be made on the firm’s electric 


duplicator (above) 
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(1) Master Form 


Changing System Speeds Service . . . (cont.) 





alone is most satisfactory. We are 
processing approximately 32,000 lines 
of invoicing monthly. And because of 
the speed, we can handle at least an 
additional 100 invoices each day with- 
out any increased burden. These in- 
voices include all costs and sell com- 
putations, plus total cash discounts 
ind net profits.” 

All orders are still handwritten by 
the salesmen. Then, the internal de- 
partments enter the quantity shipped, 
the selling price, the pricing unit, the 
discount percentage, the cash discount 
percentage and the cost. Finally, the 
invoice is sent to the computer op- 
erator who actually inserts it in the 
machine which computes and prints 
line extensions, line costs and line dis- 
counts. These printed figures are 
entered directly beneath the hand- 
written figure, and only the printed 
figures show on the final customer's 
copy. 

This provides two benefits. First, 
the customer is given printed figures 
for the cost of products he has pur- 
chased. Second, the operator is able 
to keep a constant check on the figures 
printed by the machine, thus eliminat- 
ing the necessity for manual checking. 

“There is littke chance for human 
error here,” DeWalch says. “The op- 
erator’s eyes are never off the hand- 
written invoice. She is able to check 
the figures printed by the machine 
with the handwritten figures instantly.” 
e Reproduction Facilities — When 
the master form is completed, repro- 
ductions are made on the firm’s Azo- 


58 


graph Duplicator. Two advantages are 
involved in this procedure. 

First, the salesman’s original order 
becomes the master, which eliminates 
a time consuming copy operation with 
its Opportunities for errors. Second, 
reproductions on an individual basis 
provide each customer with as many 
copies of the invoice as he requires. 

On one reproduced copy—which 
becomes the internal bookkeeping 
copy—spaces are provided for coding 
sales analysis by the bookkeeping de- 
partment prior to posting accounts re- 
ceivable. Here, bookkeepers_ enter 
numbers for information §in- 
volving branch salesman, his 
area, the source of the sale (whether 
the order was shipped from stock or 
direct from the factory), the nature of 
the product (supplies, fixtures, mer- 
chandise or lamps) and the profit to 
the firm. 

Coding at this point cannot delay 

shipment of the order to Southern 
Electric’s customers. 
e Valuable Information — These 
coded copies of the invoice now go to 
the general accounting department. 
With the new _ bookkeeping § ma- 
chines, accounts receivable, statements 
and sales journal are all posted simul- 
taneously. Punch cards containing all 
analysis information are created auto- 
matically as a by-product of this post- 
ing, entirely eliminating a separate 
card punch operation. Cash sales are 
processed separately in much the same 
manner. 

These punch cards are processed by 


coded 
sales, 















































Coded Copy 


a service 
monthly 


bureau to produce the 
sales analysis reports. This 
service—costing about $150.00 per 
month—provides detailed information 
on both branch reports and reports by 
salesmen for commission payment 

For branches, Southern is able to 
ascertain the types of products sold, 
the total profits and sales, the profit 
and sales broken down by territories 
source (whether the sale 
stock or a direct ship- 


and also by 
was out ofl 
ment). 

For salesmen reports, the sales and 
profit analysis is broken down by in- 
dividual salesmen, and 
stock or direct shipment. 

e The Economies—‘For general ac 
counting alone we have been able to 


sales areas 


eliminate one complete bookkeeping 
machine operation. The accuracy and 
speed of the computer also made pos- 
sible the economies we were seeking 
in the billing department,” DeWalch 
adds. “Three people were moved from 
the billing department to other depart- 
ments as vacancies occurred, thus al- 
lowing the company to lower its over 
all office overhead. 

But then, cutting 
not been our only benefit. We not only 
can get out more invoices in less time, 
but our method is much neater. Sales 
analysis information which we now 
get practically free was almost un- 
obtainable under the old system. For 
us, this is a wonderful method not 
only of reducing overhead, but also 
of giving SESCO’s customers faster 
and better service.” 


overhead has 
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1. Master form is processed on 
computer, with figures directly 
underneath the handwritten 
figures 
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4. Accounts receivable journal, 
statement and sales journal are 
then posted simultaneously 
Punched cards are created au 


tomatically 


5. Cash sales journal is proc 
essed separately. After ticket Is 
coded, cards, again, are auto- 
matically prepared 


Report by Salesman 








6. Punched cards are a by 
product of accounts receivable 
and cash sales journals. They 
are processed monthly by a 
service department for sales 
analysis reports. This service 
costs Southern Electric a nomi 
nal fee 


5492.46 34.487.76 
2.94 14.72 
14229 220i) 
391.54 1575.08 
5,901.23 36010667 
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7. Report by salesman is end 
result of sales analysis, as is 
also branch report. Here, re- 
port is broken down to include 
coded information on sales 
man, area, branch, profit and 





sales 
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Formula for selling the R.E.A’s: 


Put Yourself in 
The Customers Shoes 


IN CREATING sales, Joe Derque (right) 
explains features of recording meters to 
M. C. Williams, Citizens Electric Corp 
issistant manager at Ste. Genevieve, Mo 


WO BASIC rules for selling equip- 

ment to REA have 

proved effective and profitable for 
salesman Joe Derque of Graybar Elec- 
tric Co., Inc., St. Louis 

In developing a creative method of 


customers 


distributor’s salesman at- 
think of himself more in 
terms of a buyer rather than a seller 
“In putting this idea into operation, 
basic rules for selling,” 
Dergue says. “In both, I try to put 
mvself in the position of the buyer 
First, there is the ‘feel like’ buying 
motive. This is present when the po- 
tential buyer feels he should make a 
purchase because of the friendship he 
has for the salesman. Next, there is 
the ‘ought to’ buying motive. Here, 
the customer feels he should buy the 
because he thinks he can 
save the company money and also 
have items that will benefit the firm 
and its operation.” 
e Big Stress—Although both 
er motives should be used together to 
sell effectively, Derque says he tries 
to place more emphasis on the “ought 


selling, the 


tempts to 


I have two 


products 


buy 


to” motive in selling to customers 


60 


Although selling to the REA market can be similar 
to other markets, Graybar's Joe Derque is successful 
by thinking of himself as a buyer rather than a seller. 











“Much is involved in this phase,” 
he adds. “First of all, I don’t actually 
try to sell an item to a customer. My 
emphasis is in selling the features of 
the product so well that the customer 
will buy it because he realizes his firm 
will benefit from it.” 

In explaining how he accomplishes 
selling effectively, the 
salesman says it is absolutely 
sary for him to Know well all the 
products he sells. And to obtain all of 
this important information, Derque at- 
tends as many factory courses as he 


this type of 


neces- 


possibly can. 

In addition, he makes an 
to learn about new items when 
are placed on the market. 

‘It’s important and essential to ob- 
tain this type of product information 
in selling the customer on the benefits 
and features of items,” Derque says. 
“If a salesman is unable to explain 
the features and advantages of the 
products he sells, he might as well not 
take the effort in making calls. It will 
gain him no sales.” 

e Customer Needs The Graybar 
salesman adds that another phase of 


attempt 
they 


the “ought to” buy motive is involved 
in knowing the operation of REA’s 
Derque attempts to accomplish this 
not only by visiting his customers regu 
larly, but also through reading as many 
publications relating to the REA field 
as possible. 

Chis combination, he says, gives him 
a good insight into the over-all opera 
tion and enables him to keep his cus 
tomers informed on new developments 
in the field that could mean potential 
purchases 

“Potential means 
things,” Derque adds. “Although it is 
possible to stress the ‘ought to’ method 
of selling to a customer, there are 
proper procedures for going about it 

“First, a salesman has to know 
when it is best to call on a customer 
This has to be an opportune time. It 
must be shortly after the potential 
customer gets to the office in the 
morning or during the day when he 
might be going to lunch or ready to 
leave the office after work 


business many 


“In addition to choosing the right 


time to see a customer, a salesman 


selling to the REA’s—or to any cus 
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tomer—must know when and how 
much to talk about his products and 
when to stop and listen to the potential] 
buyer's comments about the items. 
In other words, the must 
be able to listen much than 
talk about his products.” 

e New Products In stressing the 
value of time spent with the customer, 
Derque points out that it is important 
new products to the pro- 


salesman 
better 


to show 


spective buyer. He says that although 


salesmen do not like to carry 
products, 


many 
samples of current and new 
it is essential to successful selling. 

“When I put into effect my policy 
of placing myself in position of the 
buyer, I can see that selling is much 
easier if I can have something new 
to show the customer,” the Graybar 
salesman adds. “Psychologically, cus- 
tomers not will be more in- 
clined to make purchases if they can 
see the item, but they also will be 
more enthusiastic if they 
feel it 

“Naturally, there are some 
that are too large to Carry as samples, 
but this does not mean that it is im- 
possible to carry literature, or 
have an expert’s knowledge of the 


only 


can actually 


items 


even 


product to pass along to the customer 
Anything that will aid him in being 
sold on the product will help greatly 
in the sale of that item.” 
e Schedule Needed—In 
large area of Missouri, Derque finds 
it necessary to plan and maintain a 
definite—but not too strict—travel 
schedule in calling on his REA ac 
counts and potential customers 

First, the salesman plans his trips by 
the week 
looks at past trips to the same areas 
to determine which customers and po 
tential customers will be most benefi 
cial in seeing Then, he looks at past 
records of potential new accounts to 
length of time he should 


spend on seeing these customers for 


covering a 


In figuring his schedule, he 


see what 


possible sales. 

“No schedule can be too 
Derque says, “Although a definite tra- 
vel plan must be set up, the most im- 
portant thing to remember is that it 
must be flexible enough for revisions, 
which often must be made.’ 

e People Important—Although it is 
essential to Know operations and pro 
REA’s to sell to this mar- 
Graybar 


rigid,” 


cedures of 
ket successfully, the 
man places much importance on suc- 
cessful selling on the employees who 
back him up. 

In addition to himself to 
a prospective REA customer, Derque 
explains to the buyer that both his 
company and its personnel are always 
on hand to be of service 

“Sometimes this type of 
stressing the ‘feel like’ buying motive 

is more important even than the 


sales 


“selling” 


selling 
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CHECKING equipment is important 


product, itse he continues. “In ef 
fect, it i it 


prospect on the benefits of the prod 


easier to sell the 


ucts I sell 
‘A sale 
man, but if he 


initiated by the 
have 


mav be 
outside doesn't 
the cooperation of the inside person- 
nel, the sale and customer can be 
lost forever 

Such services of inside personnel as 
follow ups on 


listed by Derque are 


purchases, prompt handling of orders 


POINTING OUT 


Here 
with Carl Durtschi (left) and Luther Riddle 


features of meter to Bruce 
ager of Intercounty Electric Co-op, Licking, Mo., 


Derque discusses shipment of reclosers 
Dixon, Mo 


, 
of Gascosage Electric Co-oy 


stocks, and 


technical a.!vice 


fast shipments, adequate 
engineering and 

“Today, there is too much emphasis 
on selling and not enough on learn- 
ing the buying motives of customers,” 
“He must create 
and to do that, he must know his 
customer. Without this knowledge, he 
is not going to have anything different 
And without anything differ 
ent and constructive to offer. he is not 


Derque says sales 
to offer 


going to obtain any volume or profits 


lilley (right), man 
Derque proves 


importance of his knowing products well 





SPECIALLY code 
because account 
stock iS 


the specialty 


made markers (top 
went out of business 
worth $600 and has to be 


market's biggest problems 


ELPING industrials keep 
with fast-changing methods of mod 
ern production is a blue chip busi- 
more volume and 
bigger margins to The Johnson Elec 
tric Supply Co., Cincinnati, Ohio 
Johnson Electric is developing this 
market by supplying specially tailored 
standard 


pace 


ness dealing out 


electrical equipment ma- 
terial that has been altered—to fit the 
industrial customer’s needs 
e Growing Trend — According to 
Claude Johnson, Jr., president of the 
firm, modification of standard 


ment has been a growing trend in the 


equip- 


end of 


John 


electrical industry since the 
World War II. “Industry,” 
son, “is forever trying to fight ob- 
solescence by stepping-up moderniza 
tion. It wants efficient equipment to 
meet the sharpening competition. This 


cabinets, 


SaVS 


involve redesigning of 
fittings and 
wire markers 


can 


wire and cable, boxes 
lighting fixtures, 


other equipment to fit each industrial 


and 


customer's need 


savs Johnson mill 


For example 
or plant may not be able to improve 
with 


1 certain phase of its operation 


62 


shelf) are 
Johnson (above) says 


moved 


They Tailor 
Equipment for 


the Customer 


When The Johnson Electric Supply Co. 


runs across an account with a problem 


that can't be solved with standard equip- 


ment, they alter it to meet the customer's 


needs—a tack that's proven profitable. 


obsolete 


This is one of 


a standard fitting. “It may 
one redesigned fitting instead of three 
or four standard ones to do the same 


require 


job.” 
e Profitable Service—That one mod 
ified item has to be ordered from a 
supplier in sufficient quantities to make 
it profitable for the producer. The 
tailor-made fitting is stocked in John- 
warehouse right on hand 
whenever the customer 
“This kind of service and assistance 
not only builds up a reputation for us 
in the specialty business,” says John 


son’s 


needs it 


son, “it also gets us plenty of orders 
for standard equipment.” 
e Negotiation—Another trend that 
has bobbed up in the wake of the 
need for redesigned standard equip- 
ment is the spreading circle of negotia- 
tion surrounding customer-distributor- 
supplier 

A typical example of this negotia- 
tion is demonstrated when a Johnson 
Electric salesman starts the ball roll 
ing for an order of specially designed 
equipment 

1. The salesman 
dustrial account which 


calls on an in- 
presents him 


with a problem. If the problem is too 
technical for the salesman to solve 

2. A factory representative is 
rushed in and customer, salesman sit 
down with him to discuss the situation 

3. The factory representative goes 
back to the laboratories and has a few 
hand-made samples created. This takes 
1 comparatively short time 

4. If the sample is acceptable to 
the customer, production starts right 
away at the factory. Waiting time in- 
volved is different for various prod- 
ucts, but the 
the hand-made sample by the custom 
worth while to the ac- 


obvious acceptance of 
er makes it 
count 

5. If the account uses the special 
equipment continually, then it is 
stocked regularly at a local level in 
the Johnson warehouse 
e Feverish Process—According to 
Johnson, the first manufacturing 
source his firm goes to for product 
alteration is the original maker of the 
fitting, fixture or whatever the 
equipment may be. If, after the orig- 
inal or obvious is told how 
many of the altered product is needed 
and at what price, the cost of re- 
designing is claimed to be prohibitive 
by the manufacturer, then Johnson 
will look for another manufacturer 
who can meet the requirements. 

According to Johnson Electric’s 


box, 


source 
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Re 


OUTSIDE salesman Louis Hoffman views his favorite lighting job 


purchasing agent, Herb Thomas, “if 
the obvious source can’t give us what 


we need to service our customers, then 


we'll begin the feverish process of call- 


ing up and visiting manufacturers 
right on down the line, until we find 
the one that can do the job we want 

“We have found,” continues Tho- 
mas, “that the big manufacturers are 
too slow many chan- 
nels they have to go through before 
they can find out about a special 
order. But the smaller manufacturer 
is at an advantage because he is more 
flexible and can move faster in these 


because of the 


cases.” 

e Salesman’s Story — Johnson  out- 
side salesman Louis Hoffman. tells 
this story to illustrate what goes into a 
special equipment sale: 

“A certain industrial 
ours was interested in a new lamp 
bulb that had recently been put on 
the market. But the manufacturer who 
made the bulb hadn’t supplied the 
market with a transformer or reflec- 
tor to accommodate the light source 
It was still in production. 

“The industrial account called on 
us for help,” Hoffman continues. 
“They wanted the transformer and re- 
flector pretty they were 
in the process of relighting a foundry 
We went back to the original source, 
but they weren’t much help. We made 


account of 


soon—since 
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a trip to a Chicago manufacturer to 
see if he could help us. He did, and 
fairly short time a transformer 
was designed and a neighboring fac- 
tory produced the reflector. It 
being used by our customer before 
the original maker of the bulb put 
the whole assembly on the market.’ 

“That account has been buying 
electrical equipment (all kinds) from 
us ever since,” concludes Hoffman 
e Advantages—What are the advan- 
tages of being a specialist like Johnson 
Electric? Claude Johnson says that the 
margin of profit is 33% to 50% 
greater than it normally is (from a 
normal 12 to as much as 18 to 20% 
margin). The amount of good will 
this tvpe of selling creates also brings 
in a lot of standard equipment sales 

“The competitive air is cleaner too,” 
says Johnson. “There are no bid jobs 
everything is on a_ negotiated 
and all sales are originated at Johnson 
Electric.” 

Johnson competition 
from the “low-cost little independents 
who operate on standard items alone 
to keep efficiency at a maximum, 
and do not have the built-in machinery 
to absorb the obsolescence that is in- 
volved with electrical 
equipment. Only a larger, more di- 
versified independent wholesaler can 

Continued on page 112 
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at machine tool plant in Ohio Valley 
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BUYER Herb Thomas holds 2-in., 90 
deg. Sealtight wire grip. Johnson Electric 
created the demand for this specially 
lesigned grip 
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KEEPING track of purchases and inventory on the Kardex 
file is Earl (Skip) King a veteran of 23 years with the 
Kelly and King are lor with firm 


com 


pany gest members 
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YOUNGSTER Jack Kelly 
watch and bonus for contributing 
years of faithful Glens Falls 
Electric Supply Co. Presenting award 
president M. M. (Mike) Yaffee. In back 
ground (/eft to right), are Robert Bayle 
manager; Edwin Penders, assistant 
to the vice president; and Hubert Otto, 
department head 


receives gold 


< 


service to 


office 


price 


Grow Our Own 


Here's how on-the-job training—supple- 
mented with industry and business educa- 
tion and a sound philosophy of "'delegat- 
ing authority'"—is paying off in skilled 
salesmen and profits at Glens Falls Elec- 
tric Supply Co. in upstate New York. 


HE SALESMAN 
‘from the ground up” 
This practical theory is being taught at Glens 
Falls Electric Supply Co., Glens Falls, N.Y 
“The only place to start is at the bottom,” 
Kelly, vice president-sales manager at Glens Falls 
who started at the Here, as outlined further by 
Kelly and M. M. (Mike) Yaffee, president, is where the 
potential salesman’s training begins. Kelly, who 
this New York distributing 
November, 1935 as stockman, recently 
a gold watch and a cash bonus for contributing 25 years 
of continuous, faithful service with the company 
e On the Way Up—the first the 
wholesaling ladder, according to Kelly, is working the 
delivery trucks and stocking warehouse shelves. Of course, 


who is well-trained and knows 


the business is the best sales- 
man 
says John 
a man 
bottom 


joined 
firm in 
awarded 


upstate electrical 


Was 


step on electrical 


the bottom rung is the initial steno into the future, and as 


such, the future salesman, whether counterman, inside 


or outside, needs supervision 
Directing operations on the warehouse level at Glens 
Falls is Jack Spellacy, warehouse manager, who is in 
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HIDDEN from view behind boxes of merchandise is Jack 
Spellacy, warehouse manager. Spellacy keeps account of the 
stock in the main house and the two branches 


Salesmen 


By Bill Murray 


charge of inventory for all Glens Falls operations, which 
includes Dorp Electric Supply Co., Schenectady, and 
Clinton Electric Supply Corp., Plattsburgh, N.Y 

Shipping and receiving is usually the next step on 
the way up, since it is closely allied with warehouse 
procedures. Here is where the embryonic salesman learns 
what's “coming and going,” Kelly indicates 
e Counter-wise—After absorbing the “feel” of the elec 
trical wholesaling business, the next move up the ladder 
towards sales and management, “when we believe the 
employee has proved his ability on the ground floor 
level,” is to the city counter where he assumes his first 
post of responsibility, Yaffee points out 

At Glens Falls, an employee who has reached the city 
counter stage of growing in the business is under the 
supervision of a fully qualified city counter salesman, 
who knows every detail of counter sales procedures. In 
this case, city counter manager John Brosius is assisted 
by counterman Norm Brown. Kelly, for example, held 
the position of city counter manager for several years 
and directed operations across the counter with two 
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assistant salesmen. “Here is where the salesman learns 
fully what products are handled, who the customers are, 
and what their needs are.” Kelly says. An understanding 
ot of the most important principles of salesman 
ship, service, is acquired at the city counter! lds Yaffee 
e Earn and Learn—In line with the policy oi educating 
personnel while they are working in the business, Yaffec 
points out that Brosius is presently taking a course 
blueprint reading, which will enable him to betier under 
stand builders’ and contractors’ plans. On the management 
level, Kelly is presently studying basic electronics, which 
he suggested, “will serve as a background for building 
industrial electronic sales.’ 

Pricing or outside sales is the next move in on-the-job 
training at Glens Falls, Yaffee states. As a rule, the man 
is sent on the road, where training is considered the 
toughest 
e Field Work 


has to contend with, according to Kelly 


The hardest thing the outside salesman 
is to meet com 
petition.” He admits that what is learned—mostly at the 
counter—is carried into the field. That way they are 
prepared for the challenge. In meeting competition, Kelly 
stresses the effort it takes to get an order at a pront 
Our salesmen are always handicapped. They have to 
sell by the book. I think their hardest job is to sell the 
customer a bill of goods.” 

“Attitude makes the sale.” Kelly maintains 


make any difference how iong the salesman works. Every 


It doesn't 


salesman is different, and many times our salesmen pretty 
nearly know if they are going to have a chance at the 
order As a general rule, they feel they have to meet a 
price. They have to get a quotation from the office for 
prior permission before they set a price. If they feel 
that they stand good with the customer, they feel 
that they will get the order.” As an experienced counter 
salesman, Kelly emphasizes counter sales training as 
the foundation for outside sales. “If at first you don’t have 
the faculty to be able to meet people and get on good 
terms with them, you will build that up at the counter 
and strengthen it when you see that they will be the same 
ones you call on 

[he salesman learns at the counter that everybody 
isn't alike. I also find that customers like different things 
Customers have individual preferences, but the salesman 
often can learn to sell them on another—just as good 

product It takes several times to do this, but eventually 
the customer won't be so arbitrary about things.” 

After field sales, “the rest is up to the individual,” 
according to Yaffee. “If he proves his ability he is well 
compensated, and his next move is usually to the man- 
agement level. But management requires training of a 
different sort.” 
e Delegating Authority 
policy, Yaffee is a firm believer in “delegating authority 
But the person invested with the authority or supervision 
must know his duties fully and how to carry them out, 
he says. “Professional management is a business all its 


In the fashion of good executive 


own. Those on the management level should be capable 
of making decisions for themselves and following through 
on the decisions.” 

Yaffee stresses the importance of management educa- 
tion, such as the courses conducted by the American 
Management Association and the executive wholesale 
management courses conducted by the National Associa- 
tion of Wholesalers and sponsored by the National 
Association of Electrical Distributors. “There's nothing 
like supplementing the practical with the theoretical,” 
1e affirms 
e Matter of Time—Of course, the rise from the “start 
at the bottom” takes time to reach the top. In Kelly’s 
case, he was appointed to the vice presidency in 1950, 
after 15 years of “growing in the business.” His age? 42. 
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Here it is again ...a completely new... 


20-Hour 
Electrical 


Course 


CQUIRING a well-rounded un- 
derstanding of the technology ot 
the electrical industry demands 

a planned approach. It should not be 

left to chance and hearsay, with the 

idea that mere exposure to the indus- 
try and with its technicians 
will gradually develop a useful tech- 
nical background. 

Such an approach will only confuse 

a salesman and limit him. The kind of 

knowledge which will make a sales- 

valuable to his customers is or- 
practical. It 
formal effort at 


contact 


man 
ganized, 
only 
learning. 

Most salesmen do not have the 
time, the inclination or the money to 
embark on formal schooling in elec- 
trical technology. And there are few 
courses available in trade or extension 
school which provide a short, prac- 
tical instruction aimed at the needs of 


accurate, can 


come from a 


the salesman 

Outside of the industry’s own train- 
self-instruction is the 
only which a salesman can 
initiate carry forward his own 
technical development. 

To meet the widespread demand 
for electrical instruction, ELECTRICAI 
WHOLESALING has had a special 20- 
hour course prepared for use by any 
electrical This 
aimed at building a basic framework 
of electrical understanding with the 
minimum time and money 
investment on the part of the sales- 
man. 

Consisting of only twenty one-hour 
sessions of home study, this course 
“paints the big picture,” leaving the 
many details to be filled in from daily 


ing programs, 
way in 
and 


salesman. course 1S 


possible 


experience 


The Course 


ELECTRICAL WHOLESALING’S course, 


carefully designed for logical develop- 
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Here’s a short, concentrated, custom-tailored course in 
electrical self-instruction for the busy salesman who wants 


to get a sound, basic technology in the industry he serves. 


This course is designed to give you the kind of informa- 
tion you need—in a minimum of spare time. The test for 
completion will appear in the June issue. Here’s your 


opportunity to win the technical know-how that can set 


ment of the technical background, is 
divided into three Theory, 
Equipment and Systems. 

Each section consists of a number 
of study sessions of one-hour duration 
given textbook as 


sections; 


based on use of a 
follows: 

THEORY Text 
plied I lectricity.” 

gates the fundamental actions, charac- 
teristics and phenomena of electrical 


“Elementary Ap- 
[his section investi- 


devices and circuits. 

EQUIPMENT Text: “Electrical 
Equipment Manual.” This 
translates theory into actual types of 
equipments used in modern electrical 
construction and maintenance work 
SYSTEMS—Text: “Electrical Systems 
Design.” The last correlates 
the first two sections, setting forth the 
makeup of systems 


section 


section 


actual electrical 


Here Are The Books 
To Use 


For Section I— 
“Elementary 
tricity” by L. 
Smith 
Published by 
Book Co. 
Price: $4.50 

For Section Il— 
“Electrical Equipment Man- 
ual’ by McPartland and 
Novak—Second Edition 
Published by Electrical 
Wholesaling 
Price: $4.50 

For Section I1I— 

“Electrical Systems Design” 
by McPartland and Staff of 
E C & M—Second Edition 
Published by McGraw-Hill 
Book Co. 

Price: $7.75 


Applied Elec- 
Raymond 


McGraw-Hill 


you apart as trained and proven in the eyes of your present 
customers and your prospects. 


used in all types of buildings. 

Three textbooks for the course can 
be purchased or obtained from a lend- 
ing library. It is recommended that 
they be purchased to serve as refer- 
books and also for continued 


material not covered in the 


ence 
study of 
course. 

For any 
three volumes represent an excellent 
reference library for year-around use 
Total cost of the three books is 
$16.75, which is the only outlay for 


the course. 


electrical salesman, these 


Study Plan 


In preparing to take this course, a 
salesman must make a careful plan of 
action, based on a firm, serious resolve 
to carry the course through to com- 
pletion. Typical considerations should 
include the following: 


a. Time spent on the course must be 
taken from other pursuits. It must be 
understood that some sacrifice is in- 
volved. Although each session is only 
an hour, this will mean one less hour 
for other more entertaining activities. 


b. The course must have continuity, 
i.e., study sessions must follow a fixed 
schedule from beginning to end of the 
course. If a fixed rate of progress is 
not observed, completion of the course 
will be constantly in jeopardy. 


c. Best results will be obtained if the 
course schedule is set at two or three 
separate one-hour sessions per week. 
It is important that no more than 
three sessions be scheduled for each 
week. This will provide sufficient time 
gaps through the course for discussing 
and solving any puzzling problems 
which may arise during study sessions 


d. It is best if a definite hour be set 
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The Course Follows This Plan 


SECTION | Cheory (5 sessions) 
Voltage sources, current flow, Ohm’s Law, reactance, 
magnetism, single-phase circuits, three-phase circuits 
SECTION IL - Equipment (7 sessions) 
Lighting equipment, motors, wires and cables, raceways, 
protective devices, switching devices, transformers, wiring 
devices, etc 
SECTION III - Systems (8 sessions) 
Design and installation of branch circuits, panelboards, 
feeders, disconnecting means, Overcurrent protection, mo- 
tor circuits, control circuits, signals and communications 


NOTE: Each session lasts one hour 





Program of Study Sessions (one hour each) 


for study sessions on definite nights, Using “Elementary Applied Electric- 10. Page 85, Raceways; and Pag 

e.g., 8 to 9 o'clock on Monday, Tues ity” — 97, Busways 

day and Thursday nights. The best 1. Chapter 1. Read pages 1 to 14 11. Page 130, Switches; Page 136, Re 

nights are those when social engage (sections 1 to 22) twice. Digest as lay Switching; and Page 149, Magne 

ments are least likely, to assure maxi much as possible, but do not get hung tic Contactors 

mum continuity of course up on little points Skip them They 12. Page 158. Wiring Devices. Using 
may clear themselves later. Do not go “Electrical Systems Design” (Second 


: . past page 14 until the next study ses Edition)}— 

e. If possible, arrangement should Re ginn Spend any extra time on the 13. Pa 

made to have consultation with acom- giv Joscon ductors and Ratings”). Read slowls 

petent technical person—such as a = Chapter 1. Read pages 2 for continuity of understanding Stay 

(sections 23 to 32). Do problems 2, with it if it's rough going. Hash out 

engineer, if your firm has one 3 7. 10 and 15 anything that does not readily come 
3. Chapter 2. Read and study page over. It is extremely important to build 
24 to 33. Omit section 41. a firm base of understanding in these 
4. Chapter 4. Read pages 44 

(through section 68) in first half hour 14. Read pages 13 to 32, down to 
Read pages 52 to 61 in second half Motor Branch Circuits”. Study dia 

hour. Do not work the problems grams and tables in conjunction with 
3. hi ipter 18. Re: id pages 250 to reading 

268, skipping all problems and spend 15. Pages 32 42 

g. If desirable, some form of financial ing time only on the text. 16. Pages 4 59, down to “Motor 

incentive can be attached to comple- Using “Electrical Equipment Man- Feeders” 

tion of the course. A deposit of $10-20 ual”—read and study— 17. Pages 59 to 68 

with a friend and a stipulation of for- age 7, Incandescent Lamps 18. Pages 69 to 80, carefully studying 
feiture if the course is not completed age . Fluorescent Lamps; and diagrams and accompanying notes on 

can really keep the pressure on age 19, Lighting Fixtures specific phases of application 

Accompanying tables detail the 20- Page 40, A. C. Motors; and Page 19. Pages 81 to 92, studying the var 

hour course. From there on, it’s up , Motor Controls. ious notes with the text 

to the individual. Perseverance, of Page 49, Wires and Cables; and 20. Pages 93 to 121, reading the text 


ves 1 to 13 (down to “Con 


contractor or engineer friend or sales 


The habit of technical discussion 
should be developed and _ technical 
knowledge should be exercised honest- 
ly and diplomatically. Plenty of ques 
tions can bring in a lot of knowledge 


to 52 pages 


course, is the key to successful com- Page 61, Connectors fast for general understanding and 
pletion. And successful completion is 9. Page 70, Switchboards and Panel- coming back to the tabulated specifics 
the key to technical proficiency boards; and Page 64 Service Gear when the text has been read 





Course Certificates 


HOME-STUDY ELECTRICAL COURSE 


Pictured at left is an award you'll be proud to win and 
display! It’s the 20-Hour Electrical Course certificate al- 
ready in preparation for mailing to the 26 salesmen- 
readers who have thus far digested the course, taken the 
test, and passed with grades above the minimum of 75% 
correct. It’s not too late to take the course and the test 
and avail yourself of an invaluable technical background 
while doing so. Look for the test in the June issue! 


ELECTRICAL WHOLESALING Magazine 
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THE SALESMAN’S TECHNICAL NOTES No. 85 


VOLTAGE DROP DC RESISTANCE OF 
BARE (UNTINNED) 


PANELBOARO DC MOTOR COPPER CONDUCTORS 


2-CONDUCTOR BRANCH cIRCUIT 5S HP 
M 
TEMP =APPROK. 77F : 230 Vv OuUMS / 1000 FT 


AWG Jar 25¢ (17 €) 

















| 20 AMPS 
FULL LOAD 











2.979 
1.619 
1. O18 
PROBLEM : . 64 
Speed and torgue reguirements demand vhar rhe serr- . 410 
irra voltage of the moter shown be not less Pharr 2273 259 
volts at rated current. Atitity vollage variations pre- . 203 
dace a minimum of 228 volts at the panel. Whar . 162 
sje branch circust conduciors are reguired ¢ . 129 


SOLUTION: oo 
The National Electrical Code, 5ec. 430-22, reguires that 00 - O81! 
branch cireutt Conductors supplying @ single morer have 000 0642 
a carrying capaaty not fess Thar /25 to of rhe 0000 0909 
motor tull/oad curren? rating. 


1.25 x 20 AMPS = 25 —_ EFFECT OF TEMPERATURE 
1118 calls tr a tro comdactor ON RESISTANCE 


Maximurn allowable voltage drop 
= 228-223 * 5 vocTS 























The resistance ky Of Copper wire ar 
From table, resistance of #/0 wire any ambient temperature ky n1ay 
= 1.018 OHM /1000 FT. be found using rhe tormu/a 


z= .509 OHM FOR SOO FT. 
234.5 +1, \ 


Vo/Tage drop = 0.509 04M x 20 AMPS Rx = R (224 eT 7 
= 10.18 VOLTS. 





where R= known resistance az 


Tas ¢s rnore thar Twice She allouw- ternperature ~ In degrees C 


able voltage drop: therefore the cor- 

ductor resistance /s fuice as high EXAMPLE : 

as permss:b/e. Whats rhe resistance of *E wire 
a! a vemperavture of GSC? 





from table, *6 wire has a res/sh- 
ar7ce of 0.4/0 ohm J 1000 fOr .Z09 SOLUTION : 


ae a ae er from table, R= 0.4/ at 25C 
be/fage drop = .205 04M x 20 AMPS 





= 4.10 vocts. R, : 4i(—— + =) 


Zerminal voltage = 228 ~ 4.10 
= 223.9 vocts. 41 =25 


234.5 + 25 


x 


259.5 
= 41 x 1.077 


Since This exceeds Fhe minimum re- 
guirement of 223 volts, #6 corr- 
ductors may be used. 442 onmM/ 1000 FT. 
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Pinpoints the Information You Need on... 





Electric Conductors—I| 


By J. F. McPartland 
And W. J. Novak 


N ALI phases of electrical practice, 
reference to the 
electrical 


characteristics of 
continually 
made and calculations based on such 


conductors is 


characteristics are common 
For this some 
basic relationships among the various 


reason, there are 


gage sizes of which should be 
known: 

1. In the American Wire Gage, there 
is a constant ratio between the diam- 
eter of any wire and _ the 
eter of the next smaller wire 
ratio is approx. 1.12/1. Then, 
the area in circular is equa! to 
the square of the diameter in mils, 
the ratio of successive section 
areas 1s (1.12)° or 1.26/1. Thus, for 
example, the ratio of cross section 
areas Of No. 2/0 and No. 1/0 con- 
ductors is 133,100 circular mils di- 
vided by 105,500 circular mils 

which is equal to 1.26. The ratio of 
any two successive cross-section areas 
in the AWG ttable is 
2. An increase of gage num 
bers doubles the cross-section area of 
the conductor and doubles the 
weight for the same conductor ma- 
terial. For example, No. 1/0 has a 
cross section of 105,500 circular mils 
[Three gage sizes larger is No. 4/0, 
which has a _ cross-section 
211,600 circular mils or double 
of No. 1/0. 

3. An 


bers 


wires 


diarn- 
T his 
since 
mils 


cross 


alwavs 1.26 
three 


also 


area ol 
that 
increase of three gage num- 
halves the conductor 
Thus, from the previous paragraph, 
a No. 4/0 conductor has a de re- 
sistance of 0.0509 1000 
The No. 1/0 conductor has a de re 
sistance of 0.102 ohms/1000 feet 
twice that of the No. 4/0 conductor 
4. An numbers 
increases and 
weight by a factor of 10 and decreases 
resistance by a factor of 10. Thus, a 
No. 1/0 conductor, which is 10 gage 
sizes larger than No. 10, has 10 times 
the area and weight of the No. 10 
and 1/10 of the resistance of the 
No. 10. 

5. The ratio of 1.26 between 


resistance 


ohms feet 


increase of 10 gage 


cross-section area 


succes- 


sive cross-section areas may also be 


applied to successive resistance values, 
that decreases 


observing resistance 
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with increase in cross-section area 


For example, just as the cross-section 
area of a No. 3 conductor is 1.26 


times the cross-section area of a No 


{ , 


4, the resistance of the No. 4 is 1.26 
times the resistance of the No. 3. The 
resistance of a No. 3 is 0.205 ohms 
1000 feet. The a No. 4 


is 0.205 x |] 0. 1OO0 


resistance of 
259 ohms 
feet 

6. All of the 


arrive at 


foregoing data can be 
char 


conductor by 


used to almost any 


acteristic of any size of 


applying it to the following easily- 


memorized data on No 10 copper 


conductor normal room 
ture 
No. 10 has a 
or 100 mils 
No 10 has a 
(100)? or 10,000 circular mils 
No. 10 
prox. 1 ohm per 
No. 10 weighs 3 
feet 

For ready reference on the proper 


conductors, 


tempera 
diameter of 0.1 inche 


cross-section 


resistance 


1000 


has a de 
feet 


> 


pounds pe! 


ties of extensive 
given in a number of tables in 
ter 9 of the National Electrical ¢ 
One of the most common 
considerations involving the resistance 
that 
As stated previously 
certain 
voltage drop in the conductors which 
make up branch 
circuits 


design 
characteristics of conductors is 
of voltage drop 
amount of 


there must be a 


modern feeders and 
conductors have 
voltage must be 
through them. Of 


voltage 


because all 


resistance and used 


to push current 


course, the amount of used 
to get the current through the con- 
ductors should be kept to a relatively 
small percentage (1°, 2° or maybe 
up to 10%) of the voltage impressed 
at the supply end of the circuit. But 
dropped and 


this voltage depends 


voltage must be 
the amount of 


upon 


some 


resistance 
direct current 
and reactance 
(an effect current 
circuits with alternating current) 

As will be described later, there is 
a difference between dc 
and ac with ac 
being higher for a given size of con 


resistance either 


alone in the case of 
circuits or resistance 


opposing flow in 


resistance 
resistance, resistance 


ductor only in the larger sizes of con- 


conductors No. 2 


ductors and larger 
As pointed out earlier, some con 
a single solid 
material 


number of 


ductors are made up of 
strand of conductive 


made up of a 


and 


some are 


The strand- 
much more 


strands twisted together 


ed conductor provides a 


flexible conductor assembly for easie! 


handling, bending and installing 
For this 
sembly is used for the larger 


lar ger, al 


reason, the stranded as 


sizes ol 
conductors—No. 6 and 
stranded assemblies are also 
smaller 
lighting 


and other equipment wiring 


though 


used for sizes for such ap 


ications as fixture wiring 
The NI 
Code, for instance, requires that con 
ductors No. 6 when used 


and larger 


in raceways must be of the stranded 
type 
In practice the safe current 


Carrying Capacities of electrical con 


ductors is based on the insulation of 


the conductors. Current limits are 
which 
that would damage or destroy the in 
Manutacturers of 
make available 
tables of conductor current 
Again, the NE Code presents maxi 
current ratings for 
Various 


those would produce heating 


sulation wires and 


cables complete 


ratings 


continuous 
with 
common 


mum 
insulations 
that 


design of circuits for low voltage drop 


conductors 
However, it is to find 


ind low power losses in the lines re 
quires that 
(amount of 


considerably 


conductors 
kept 


levels 


loading of 
flowing) be 
current 
which establish the temperature limit 


current 


below the 


of application 
An important 


resistance of conductor 
»! 


characteristic of 

materials is its 
The 
materials 


relation to temperature resist- 
ance of the usual conductor 
copper 


with 


and aluminum—increases 
increases in the 

the material. There are 
materials—carbon 
which 


temperature 


temperature ot 
some conduc- 
tive and conduc 
decrease in re 
Stull 
little re 


temperature 


tive solutions 


sistance as rises 


other materials show very 


sistance change’ with 
Resistance values 
in most and 


which obtain for usual room tempera 


Variation as given 


tables texts—are those 


tures—from 68 to degrees F (20 
The temperature 


resistance Of a 


— 


to 25 degrees C) 


coefficient of conduc 
tor material is the percent change in 
that will occur for 
change in_ temperature, 
some ini- 
tial temperature in degrees C. A com- 
monly base for 


establishing the coeflicient is 20 de 


resistance each 
degree ( 


based on the resistance at 


used 


temperature 


grees ( 


Next Month: Basic Circuit Study 
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Field Training 
Pays Off in 


Counter Sales 


Salesmanship combined with experience 
has paid off at Prompt Electrical Supply's 


counter, where time is the main factor. 


SUCCESSFUL counter business 
must be based around the impor- 
tant element of time, a veteran 

counter salesman from Prompt Elec 

trical Supply Co., Inc., Hempstead, 

N. i believes 

Unlike the past, when the pace of 
selling and buying was not as fast as 
can now think 


and depend- 


countermen 
fast 
Spitzer, 


if 1s NOW, 
only in terms of 
able—service, Ed counte! 
manager, Says 

‘Years ago, there were more social 


bh 


relationships between the counterman 


and his customer,” Spitzer adds. “The 
relationships were closer than they are 
That's 

of living was slower 
Now we 


relationship quite as 


now because the entire pace 


kind ol 
The 


cant enjoy this 


much cus 
tomer is interested only in getting his 
filled as soon as possible and 
back to the 1ob This, 
ally, is because of the higher costs of 


materials. And 


order 


getting basic- 


and because of 


situation, we, as a 


labor 
this 
must 


distributor 


effort to provide 
possible 


make every 
much customer service as 
e Experience Counts—Spitzer. 


has been in the electrical distributing 


W ho 
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BOTH INSIDE and outside personnel will team up behind 


the counter 


customer 


> 


business 33 years, has spent most of 
this period as a counter salesman. In 
summing up what he believes the most 
important single factor in providing 
efficient to the customer, the 


counter 


service 
manager stresses practical 
electrical experience 

“This not 
rience in the distributing 


adds. “It means, more importantly, ex 


only mean 


field,” he 


does expe 


perience in the field as an electrician 
or an electrician’s helper. 

“This is the best type of experience 
a counterman can have. If he has had 
the practical experience in this phase 
of the electrical field. the counter 
man will be well qualified to give all 
types of product assistance to the 
customer 

When an electrician brings in an 
order for a complete installation, the 
counterman can easily see whether or 
not his customer has ordered the cor 
rect products in sufficient quantity 
e The Best Way—Spitzer and offi- 
cials at Prompt Electrical Supply be 
lieve in putting into practice their own 
ideas. At present, four countermen are 
employed by the firm, all of whom 


have had helpful experience in the 


if necessary to give satisfactory 
At right is Counter Manager Ed Spitzer 


service to the 


field of contracting or wholesaling 

One of the outgrowths of Prompt’s 
experienced countermen has been an 
upgrading of distributor-contractor re 
The answer, here, again re 
experience in the field ob 
the distributor's inside sales 


lations. 
flects the 
tained by 
personnel 
All countermen keep up with cur 
rent Electric Code requirements in 
their sales territory. In this way, they 
readily know whether various products 
can or cannot be approved for speci 
he knows a partic 


ular item cannot be approved accord 


fic applications. If 


ing to Code regulations, the counter 
man at Prompt will bring this to the 
attention of the customer, then 
Suggest a product or application that 


and 


will meet approval 
e Phone Service 
four counter salesmen 
time on the telephone taking orders 
from customers orders are 
filled as quickly 
countermen, depending on the volume 


Spitzer and the 


spend equal 
These 
as possible by the 


of customers at the counter 
Felephone orders for shipment are 

given special attention. If orders are 

telephoned to the distributor before 
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8:30 a.m., the delivery is made the 
same day. Any orders placed after 
8:30 are delivered the following day. 
If any customer asks that his order be 
delivered on an emergency basis, how- 
ever, Spitzer will send the order im- 
mediately on one of the firm’s four 
delivery trucks 

“No order is too small or too large 
the counter 


not 


for us,” 
“We 
for purchases at the counter 

of need only a 
items to complete a job. If 
fused to these because 
minimum charges, would 

many customers, and not 
performing our service function satis- 
factorily 

e A Buyer 

functions, the 


manager says. 
amounts 
Many 

few 


Te- 


do set minimum 


our customers 
we 
of 


sell items 


we lose 


would be 


As part of his normal 
counter manager makes 
purchases of all fittings for Prompt 
Electrical Supply. In addition, he is 
responsible for maintaining minimum 
requirements of back up stock for 
the counter 

“We make every 
stock all 
will use,” 


have in 
normally 


you 


to 
items a customer 
he “When 
able to give a customer what he needs 


have won a 


effort 


adds. are 


when he wants it, you 


FILLING ORDERS himself 


duty for 


distributing 


Spitzer 


business 


AS BUYER of some products, the counter manager often 


talks with manufacturers’ agents and 


representatives 


he is being shown a product by a factory man 
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Here, 


who 


4 


4 


has 


is a normal 


been 


years 


rELEPHONE ORDERS take up much of Spitzer’s time 


countermen divide these orders equally 


and 


the 


in 


four 


the 


potential customer for a lifetime 
Spitzer emphasizes the importance 
of maintaining complete lines of any 
product. This policy is put into opera- 
tion at Prompt, and enables counter 
personnel to the complete 
product needs of the customer. 
e A_ Difference—One change 
Spitzer has seen in the electrical whole 
saling field in the past few years has 
been the the number of 
electrical items 
“There not 
items, but there 
the past that have 
from lines,” he 
get larger every 
more complex 
“Here is where the counterman can 
perform a helpful function for his 
customer. He must know the new pro- 
ducts well to pass this information on 
to the contractor. He must keep up 
with trends in products, know 
how to apply these to all applications 


provide 


big 


increase In 


new 
items from 
eliminated 
lines 


only are more 
few 
been 
“Product 
they 


are 


adds 


year, and get 


and 


“This is just One more service we 
try to provide our customers in saving 
them time and money. We have based 
our entire counter operation around 
This has been 


our prime factor of success.” 


time-saving methods 


He 


and 


fill them as soon as possible for pickup by customer 








NEW 


branch of 


BUILDING for the San Carlos 
National Electric Supply was 
justified with its change from a satellite 
to a full service operation by the Cali 
fornia distributing firm. The 15,000-sq 
ft house has offices on the second floor, 
front, thus making use of the space over 
off-street 


code required parking area 


Reversing the trend to so-called ''satellite'’ branches, 
Jim Noble has reorganized National Electric Supply Co. 
to create a chain of self-sufficient, full-functioning houses. 
Ten months trial has proven the success of the set-up 


with... 


Four Branches— 


No Main House 


By Howard J. Emerson 


N UNUSUAI 


sion was reached by 


management deci- 
James Noble, 
Jr. early in 1960 when he decided 

to reorganize his National Electric 
Supply Co. in San Francisco 
Noble got rid of his main 
as such. He set up National as a 
chain of four independently operating, 


house, 


full-functioning electric supplies dis- 
ributing houses tied together only at 
level The 


one of the 


corporate original main 


house is now units and 
actually is not the largest in the chain 


After 


and no 


10 months with four branches 
Noble 


main house, reports 
these successes 
I. Over-all inventory 


30% : 


has been de 

creased by 
2. Volume for 1960-6! has held 

at the °59 level while the industry as 

a whole declined 

dollar 


3. Turnover of inventory 


value, is three times better 
4. Cost of personnel has been 
by 20%: 


5. Morale is higher throughout the 


whole chain organization; 
6. Communications have improved; 
7. Customer! 
ter; 
8. National’s competitive position in 
each of the market 
Here’s why 
reorganization that produced those re 


relations are far bet- 


areas 1S stronger 


sults: 
e Had Problems—tThe traditional or 
into which National Elec 
had grown—a main 
house in San Francisco followed by a 
branch in Santa Rosa in 1944, one in 
1955, another in Oak- 
land in had become unwieldy 
and inefficient. Noble believed 

The main house utilized 55,000 sq 
San Francisco market 
a centralized point for 
most of the office and warehouse op- 
erations of the four units 

Orders taken by the three branches 
San Francisco 
night, a truck 
driven to 


ganization 
tric Supply Co 


San Carlos in 
1959 


ft, serving the 


and acting as 


were phoned to from 
would be 


branch 


which, each 


loaded ind each 


Noble made the major 


Only a minimum stock of those items 
which need in 
cies was inventoried at the branches 

All bookkeeping for the chain was 
centralized at the main house. So was 
And—while each branch 


manager directed the activities of the 


contractors emergen- 


purchasing 
salesmen on his staff—he was working 
under the direction of 
manager at the main house. Credit, ex 
cept for a limited emergency amount 
handled at headquarters for the 
whole chain. 

In all those ways, NESCo’s opera 
tion fit the pattern of the scores of 
independent chains that have 
growing in metropolitan areas since 
the end of World War II. It was a 
n generally considered to be the 
most effective and efficient method of 
expanding to get a share of the elec- 
trical that has de- 

‘loped in the periphery of the major 
cities. So, why did NESCo re-organize? 
President Jim Noble’s explanation on 
the following pages will tell you. 


a general sales 


Was 


been 
patter 
business 


supplies 
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The Main House— 
That Isn‘t 


OLD SET-UP, before National made its branches 
full-functioning, had headquarters in three buildings 
in San Francisco (right) comprising 55,000 sq ft o 
floor space. Warehousing for chain was centralized 
here, aS Was accounting and management. Today, this 
is the San Francisco bra 
modeled first building which now has 17,000 sq ft 


consolidated in the re 


of warehouse 








FULL-FUNCTIONING EXECUTIVE is new capacity I FULL INVENTORY 


branch managers like George Maerhlein (c.) at San 


He directs al! including salesmen Joe Celotti ind Jake such as county code 


gives Dranches bette 


PURCHASING is lec 9y each 
branch of the NESCo chain. An assistant 
attends to normal stock replacement 
needs while manager Maerhlein takes 
care of any consideration of new lines 
new models or products, such as Presco 
lit2’s Jack Ludlow is here shown demon 
Sirating 
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chain 


unit 


attention 


and 


tubes 


Local 


oO 


! 
( 


y 


Ca 


control 


needs 





COUNTER SALES, handled by Bob 
Lazzerini (1.) and C. F. Blankenship, are 
now backed up by a full stock instead 
of just emergency needs which contrac 
tors used to pick up here. Note effective 
display of electricians’ tools behind glass 
panels under the sales counters at San 
Carlos NESCo operation 


Four Branches—No Main Houses (cont.) 





Why NESCo Reorganized As 


Here are some of the reasons as 
Jim Noble explained them to ELEc- 
PRICAL WHOLESALING: 

1. “the volume and the potential 
in each of the market areas had out- 
grown the ability of a satellite to 


handle it efficiently. 
2. “The market for electrical goods 


in each of the areas had increased 
sufficiently to enable small wholesalers 
to go into business and provide local 
services which put our limited opera- 
tions at a disadvantage competitively. 

3. “There was too much duplica- 
tion of effort—extra handling of ma- 
terials and extra handling of paper- 
work 

4. “Communications became a prob- 
lem. Too often, everyone was looking 
to someone else for a decision 

5. “Decisions were being made too 
far away and without enough know- 
ledge of the local conditions 

6. “Centralized inventory 
problem. If we tried conscientiously 
able to meet the varied and 
changing demands of each of the 
branches, we ended up overstocked 
Our turnover rate suffered. And some- 
times we would end up with some 
items which would never move until 
another special order came in. If we 
tried those conditions, then 
we would take the chance of 
our branches not being able to serve 
their customers in the manner we want 
associated with National.” 

Because of those and other faults 
which Jim Noble saw in his organiza- 
tional plan, he turned away from the 
main-house-with-branches type of op- 
eration 


Was a 


LO he 


to avoid 


74 


e The New Organization—Beginning 
in March of 1960, branch of 
NESCo became an unit, 
connected only by ownership. Unlike 
the somewhat similar set-up of the 
ISCO-P&E chain, which has a 
arate corporation for each unit (EW- 
April, 59, p.78), National is a single 
corporation operating four units. Jim 
Noble and Comptroller R. J. Johnson 
are the only ones associated with the 
corporation without affiliation with 
one of the units. 

At the head of each 
branch, is a manager who is also a 
stockholder and officer in the corpora- 
tion. Within the general policies es- 
tablished by the corporation, each of 
these managers has complete responsi- 
bility for his unit. Through periodic 
meetings of the four managers with 
Noble and ¢ omptroller Johnson, ideas 
are exchanged and policies are set 
and clarified to enable the four units 
to present the same “image” to the 
customers. Each week the comptroller 
house to audit all proce- 
dures and clarify corporate financial 
procedures; and about every two 
weeks, Noble makes the rounds. 

The 30° cut in inventory at Na- 
tional was achieved by major effort 
The once-main house in San Fran- 
cisco now warehouses 3314% as 
much stock as it did, carrying now 
only what it needs as a branch serving 
the city of San Francisco. 

This change at San Francisco en- 
abled NESCo to consolidate that op- 
eration into 17,000 sq ft, releasing 
33.000 sq ft which will be leased out 
Inventory at the other three houses 


each 
autonomous 


sep- 


house, or 


visits each 


has about doubled up to now. 
Purchasing is now handled at each 
branch, with the manager responsible 
for how much or how little he carries 
Each house is doing a volume large 
enough, Noble points out, for the man- 
ager to buy in the quantities that af- 
ford him the maximum discount. 
Sales are the direct responsibility 
of the branch manager who 
spends some time in the field. At the 
Oakland branch, manager Fred Lead- 
ley has four outside salesmen; in 
Santa Rosa, B. J. Farrell has two 
men George Maehrlein has 
three salesmen for his San Carlos 
branch; and R. J. Markey has two 
salesmen working out of the San 
Francisco house. Recruiting, training 
and guiding the salesmen is the branch 


also 


outside; 


manager’s job. 

Each of the four branches now han- 
dles its own paperwork. Accounts re- 
ceivable payable, payroll and 
taxes, sales records and analysis, etc.., 
are no longer centralized. Fach branch 
manager has an office manager who, 
with a secretary-assistant, is responsi- 
ble for all accounting and credit anal- 
ysis. As much as possible of the work 
is set up to be handled by the NCR 
#160, which has been provided each 
branch. 

As a result of having complete in- 
ventories at each location, each of the 
branches now handles its own shipping 
Previously, orders were phoned to 
San Francisco where shipping to all 
areas was centralized. 

e Why New Set-up Works—Many 
advantages have accrued to NESCo as 
direct results of the changes described 


and 
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Independent Units 


above, Jim Noble reports 

Full inventory at each house has 
been obtained, yet the total inventory 
for the chain has been cut by 30%, 
and National is using 12,100 less sq 
ft of warehouse space 

One reason is that each 
knows more accurately what he needs 
to serve his customers, and in addition 
he has the stock where he can control 
it more carefully and can operate 
quickly to replenish low items. 

With two deliveries a day possible 
from any manufacturer’s stocks in 
San Francisco, a branch manager can 
keep to a minimum those products 
which are slower-moving. Each branch 
is now operating with an average of 
45-day stock, compared with the 90- 
day inventory that was necessary when 
warehousing was centralized 

Another important advantage of 
branch warehousing, says Noble, is 
the opportunity to stock adequately 
types of products which may be of 
little importance in the market areas 
of other branches. For example, in 
the areas served by the San Carlos 
and San Francisco branches, the Code 
requires knob and tube home wiring 

The areas served out of Oakland 
and Santa Rosa permit fiber-sheathed 
and armored cable. And then there 
are the differences that come from the 
economy of the individual markets 
rhe agricultural area around the Santa 
Rosa branch makes use of motor con- 
trols, pump panels, electric heat, and 
yard lighting to a much greater extent 
than the areas served by the three 
other branches. 

Savings in the cost of warehouse 


managel 
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about 


mMma- 


personnel have 


20% 


proven to be 

compared to the costs of 
terials handling under the previous or- 
ganization plan. Goods used to be han- 
twice the main 
when orders were filled for delivery to 
again at the branches 
when the customers’ orders were filled 
Now it is a single-step operation. Also, 
says Noble, the larger inventories at 
the branches justify each of them in- 
vesting in fork lifts and palletizing 

a system not so feasible when the 
branches only token stocks 
needed to meet contractors’ or indus- 
trials’ emergency needs. 

Sales are more effectively managed 
now, Noble states. Each manager has 
complete authority, and with it goes 
status. He is able to establish a “team,” 
direct the sales programs, analyze his 
market and 
the most effective means of building 
and volume in the conditions 
met locally. He can make final deci- 
sions for the whether the 
problem comes up at a sales meeting 
or is phoned in from a customer’s 
shop. He need not wait for, or have to 
rely on, made at a main 
house. This puts considerable responsi- 
bility on the shoulders of the branch 
manager, Noble admits, but because 
each of these men holds stock in the 
corporation, they don’t take the res- 
ponsibility lightly. The spirit and mor- 
ale developed by this local indepen- 
dence has been one of the factors 
that has held National’s 1960-61 
ume at the 1959 level. 

Decentralizing accounting and cred- 
it functions has proven advantageous 


dled once at house 


the branches, 


carried 


cue his men’s efforts to 


sales 


salesmen, 


decisions 


vol- 


PAPERWORK for the branch is handled 
manager R. J. Glogowski (1 

Sandra Lamuth. They han 
receivable ind 


credit and the 


by office 
and assistant 
dle all 
payable, 
daily sales analysis 


accounts 
routine 
Each of the NESCo 
NCR #160 


local 


ledgers 


chain’s units has an 


QUOTATIONS are prepared by each 
branch. At San Carlos, Norman Stang- 


hellini handles it, also some outside sales 


FROUBLE-SHOOTING is more 
tive now. Maerhlein checks invoice prob 
lem with his price clerk, Sal Abbate 


effec 


CONTINUED 
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to NESCo. It has eliminated much du- 
plication of work, cut the time delay 
that was caused in mailing between 
branches and the main house, and it 
has given the operation the advantages 
ot a small local work force compared 
with the that from 
personality problems and absenteeism 


problems come 
in a large office. 

Noble cites other that 
have resulted from the organizational 
change. The attitude of customers, fo! 
example, has been changing favorably 
for National. They are beginning to 
iook to the branch of NESCo that 
serves them as a local business 

When they talk to the manager they 


advantages 





get a from him—they don't 
have to sit back while he picks up the 
phone to call a distant executive for 


decision 


an answer to the customer's question 


or problem. 


No Geographic Delay 


When the customers want materi- 
als, the goods are delivered out of 
local stock and immediately, if neces- 
They are not told by the phone 
order man or the counter man that 
“we'll have to get that from the main 
warehouse.” And when the customer is 
billed, it is from the local branch and 


the payment is to be made to the local 


Sary. 


MATERIALS HANDLING is more effi 
cient National’s branches became 
fully Duplicate handling at a 
main warehouse has been eliminated 
Bigger operation at the branch makes 
mechanization possible. All goods are 
now palletized and pipe is bailed for 
handling by fork lift (/efs) 


since 
stocked. 


branch. Particularly in dealing with 
coniractors, this identity as a 
concern can be very important in de- 
veloping steady volume 

Pointing out that a few hidden weak 
into a dis 


local 


spots often eat seriously 
tributor’s profits, Noble feels that there 
is much less chance for those weak- 
nesses to be hidden in a small opera- 
tion, and there is more opportunity to 
correct the weak spots before profits 
are drained too long. With 
branch manager’s. profit sharing 
based on the success of his own unit, 


each 


you can be sure that he is alert to the 
possibility of profit leaks and anxious 
to plug them quickly, says Noble. 


CUSTOMER RELATIONS have im 
proved since each NESCo branch be- 
came a full service operation. Customers 
look to them as local businesses and the 
manager can give customers immediate 
decisions as Maerhlein is here doing at 
San Carlos in consultation with San 
Mateo contractor Mike Annigoni. 





# 


NOW... 
_@~ ONE MAN 
f CAN 
TRACE 
CABLES 


watt dh athe sh 


OW your customers can trace conductors in cables and conduit 
N —10 times faster than ever before—and leave their helpers 
free to finish other jobs quickly and profitably. A tracing system in 
itself, revolutionary new CABLE TRACER lets servicemen search—and 




















unmistakably identify—up to 10 separate circuits simultaneously 
even in the dark and when color coding is absent or obscured by 
age and dirt. It can also test for opens and shorts 








CABLE TRACER is a completely self-powered precision tool which 














forever eliminates the need for clumsy buzzers. Designed by the 
makers of famous AMPROBE snap-around test instruments, new 
CABLE TRACER is simplicity itself to use. At the press of a button, a 
number lights up to identify the conductor. What’s more, CABLE Plug ot! nds int 
TRACER will pay for itself in saved labor costs after only three jobs ays gt cseans cage , ; 
It is supplied with three test leads and ten Station Blocks in a aeiien ra the Stetien Block Pies orl end o 

belt-looped carrying case of top-grain cowhide leather. Invite your juctor being traced No. 1, in this case) lights up t 

customers to test-try CABLE TRACER today; your AMPROBE Repré sane so gag hl _ pegs wos a oo 
sentative has a live-action demonstrator to help you sell wis nae 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, NEW YORK Canada: Atlas Radio ( orp., 50 Wingold 
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ALL 
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HE AMPROBE RS-3 is the only 
6 2 pocket-sized, snap-around test 
that 
amperage and resistance 


instrument measures voltage, 
Designed 
for one-hand operation, the RS-3 ac- 
curately locates opens and shorts, 
sets overload relays, balances loads, 
determines low- or high-voltage con- 
fact, it 
99°¢ of all your customers’ test needs! 

The rugged, lightweight AMPROBE 


RS-3 meets every commercial voltage 


ditions...in handles up to 


requirement on three voltage scales: 
0-150/300/600 volts AC. It also has 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, NEW YORK Canada 


five current ranges from 0 to 300 
amps, and a resistance scale with a 
mid-range reading of 25 ohms. The 
readings are taken from a rotary 
scale...it reveals only one range at 
a time to increase reading speed, 
minimize chance of error. The Rs-3 
comes complete with test leads, ohm 
meter attachment, genuine cowhide 
leather carrying case, and a one- 
year guarantee against defects in 
parts or workmanship 

See your AMPROBE Representative 


or write today for more details. 


AS AN AMMETER: 


conductors to balance circuits 


snapped around 


AS A VOLTMETER 


large photo) 


{tlas Radio Corp. ,50 Wingold 


ij 
AS AN OHMMETER: check resistance 


of motor control 


ck voltage on slipring of 


Ave 


solenoid coil 


motor 


, Toronto, Ont 





Find out for yourself . . . 


COMPARE* 


BLACKHAWK SERVICE ENTRANCE MAST 
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with any others on the market 


Find out for yourself why a Blackhawk means 
faster, better installation from cable entrance 
to meter 


Offer your customers the best 


ip-fitter service entrance head — Just slip it on over conduit 
1 tighten two set screws. That’s all. Made of corrosion-resistant 
minum. Available in a full range of sizes. 


Insulators — Reinforced, durable, well-rounded porcelain secured 
to metal pipe mounting clamp, galvanized. Pull-off fittings available 
uninsulated. 


Flexible Synroflashing — Made of flexible neoprene to absorb 
vibration. Mast can’t work loose, damage shingles, or cause leaks. 
Won’t rot, peel or crack in any weather. Available for 144, 1%, 2, 
2% and 3” pipe. 


MOouNTING BRACKETS New combination bracket accommodates 
1%, 1%, 2, 2% and 3” pipe. Available with 4%” thru bolts or with 
lag screws. 


OrrseT Repucer — Corrosion-resistant aluminum alloy. Fits 144” 
and 114” hubs to a 2” or 24%” pipe riser and 2” hub to 3” pipe riser. 


Available as a complete kit or as separate fittings. 


Save time— build your reputation for quality and service — Specify 
B-I when you buy. 


“< 





lackhawk where the new ideas come from 
[adustries DUBUQUE, IOWA 
: 
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Type A LAWN-GLO Luminaire Type B LAWN-GLO Luminaire Type C LAWN-GLO Luminaire 


L-M's exclusive "Lawn-Glo"'™! luminaires are available in three styles, as shown above. Lawn-Glo luminaires offer hundreds of 
possible applications. Styled specially for locations where soft, low-level lighting is desired, in a high quality unit. Engineered 
reflector directs the light downward, does not waste it in glare. Most desirable for home driveways and patios; for smaller parks, 
playgrounds, swimming pools; for motels, gardens, terraces. Completely weatherproof design. Socket easily removed for lamp 


replacement. Concealed convenience outlet in base. Uses standard household incandescent lamps up to 150 watts. Choice of six 


decorator colors and brushed aluminum. Optional with redwood or black metal pole. Sold only through Authorized L-M Distributors. 


-M Outdoor Lighting Equipment Offers 


Fair distributor policy... high quality products . 


L-M Outdoor Lighting offers a complete line of quality styled 
products for a large and rapidly growing market. With L-M 
equipment and service, you can provide the best lighting for all 
industrial, commercial, and residential outdoor lighting needs. 

As a leader in outdoor lighting for half a century, L-M 
recognizes the skill and importance of the distributor and his 
organization in selling through electrical contractors and in 
reaching these many new and varied markets. 


New Distributor Policy 
Therefore, Line Material has adopted a new distributor policy 
that wholesalers agree is fair to them and well worth considering. 
In a few short months many reputable electrical wholesalers 
have become Authorized L-M Distributors. They are already 
reaping the benefits of their association with us. 

In the coming months, L-M will select additional outstanding 
wholesalers to complete its Authorized Distributor organization. 


cy McGRAW-EDISON 


Outdoc 


TRIBUTION TRANSFORMERS - RECLOSERS, SECTIONALIZERS AND OIL SWITCHES - FUSE CUTOUTS AND FUSE LINKS - LIGHTNING ARRESTERS - POWER SWITCHING EQUIPMENT 
PACKAGED SUBSTATIONS - CAPACITORS +» REGULATORS « OUTDOOR LIGHTING « LINE CONSTRUCTION MATERIALS + PORCELAIN INSULATORS - FIBRE PIPE & CONDUIT 





L-M's EXCLUSIVE PTL luminaire, hand- 
somely styled for parks, playgrounds, 
motels, hotels, estates. Scientific 
optical system. Seven IES light pat- 
terns to 10,000 lumens incandescent 
or 250 watts mercury. Six colors and 
brushed aluminum 


THE OUTSTANDING LIGHTING 
unit on the market today is L-M's 
exclusive "Styled Mercury” luminaire. 
1000 or 700-watt lamps provide high 
level lighting for shopping centers, 
streets, large parking areas, for light- 
ing and appearance. 


L-M STYLED FLUORESCENT lumi- 
naires provide efficient even glare- 
free lighting. This entrance road and 
front parking area lighting were en- 
gineered by L-M Engineers especially 
for the Pennsylvania Railroad Truc- 
Train Terminal, Chicago. 


Wholesalers A Profitable New Line 


good profit margins. ..many markets . .. practical sales helps 


Here are some of your markets: 
Shopping Centers Public and Private Parks 
Motels Amusement Parks 
Hotels Churches 
Hospitals 
Marinas and Yacht Clubs 
Restaurants and Drive-Ins 
Country Clubs 


Swimming Pools 
Trailer Parks 
Parking Lots 


Certain L-M products are sold exclusively through 
Authorized L-M Distributors. Also, certain markets, such 
as those above, are reserved exclusively for distributors. 

L-M provides technical assistance . . . sales training 
for your salesmen . . . product literature . . . promotion 
to architects and consulting engineers . . . advertising to 
a wide variety of specialized markets... outstanding 
lighting application engineering service available to 
L-M’s Authorized L-M Distributors. 


Investigate This Profit Opportunity 

Get complete information on L-M’s quality line of out- 
standing styled products from the nearest Line Material 
office or mail the coupon below. 


Industries 


COMPANY 


RANE 


L LQ ht UNG EDISON Pe 


MAIL THIS COUPON, 


Lighting Division, Line Material Industries, 
Milwaukee 1, Wisconsin 


Please have Field Engineer tell me about your line of outdoor lighting 
equipment. 

Name _ 

Company 

Address___ 


City —— a 








SATISFIED CUSTOMERS cost less to sell 


Whenever customers are satisfied with your service and products, you’re 
a happy man. Prosperous, too. Sales costs go down because you get in 
fast, get the order, and get out. 

Arrive at this happy situation by providing the best service. And, 
top it by stocking quality electrical products such as Republic 
ELECTRUNITE E. M. T. 

Remind your customer of the many installation advantages of 
ELECTRUNITE. Tell him, “INCH-Marks” simplify measuring. “Gu1DE-LINES” 
assure truer bending, and “INsIDE-KNURLING” with SILVERSLICK inside 
finish make wire pulling up to 37% easier, wire pushing easier, too. 

To get your share of your customer’s business, offer the full line of 
Republic electrical conduit products. GALVITE® and ENAMELITE® Rigid 
Steel Conduit is a quality line and your customers will like the cleancut 
threads and easy bending features. 

Republic ‘‘Dekoron-Coated” E.M.T. and Rigid Steel Conduit resist 
chemical action in severe corrosive atmospheres. Products that meet 
special problems and bring in “plus business.” 

Keep your customers satisfied. Stock and sell quality. You will get 
profitable repeat business because your contractor customers know... 





Compatibility and strength Satisfied Customers Cost Less to Se// 


characterize raceways 


ct REPUBLIC STEEL 


pie STEEL AND TUBES DIVISION 
Cleveland 8, Ohio 


WRITE TODAY: REPUBLIC STEEL CORPORATION e STEEL AND TUBES DIVISION « DEPT.A-1506 e 215 EAST 131st STREET ¢ CLEVELAND 8, OHIO 
Electrunite®, ‘‘Inch-Marked'’®, ‘‘Guide-Lined’’®, Silverslick®, and ‘‘Dekoron®-Coated”’ are Republic registered trade-marks of quality. 
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Type CCl . . 
mee Type CR1 
On you r - Type CC4 
next bill 
of materials- 
Me ee — 
see your Re KX * se” 
Type CR2 
BURNDY tees é 


DISTRIBUTOR 


for all Type C81 oe 

of these 
connections 
made 

with 







Type BB1 





welds a permanent 
electrical connection 
easily and economically 
to any copper conductor 


or steel structure ; : Weld anywhere with light- Pour powderinto mold, tap. Close cover, ignite with flint 
; | weight THERMOWELD. Starting powder won't mix gun. THERMOWELD forms 


Self-contained, needs no with welding powder, as- liquid copper which fuses 
external source of power. sures positive firing. conductors into solid mass. 


BURNDY 


NORWALK, CONNECT. @ BICC-BURNDY Ltd., Prescot, Lancs., England ¢ in Continental Europe: Antwerp, Belgium @ TORONTO, CANADA 
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Sir—even someone without 


THIS GENERAL 
PROMOTION WILL 
MORE LAMPS-— 









































YOUR INDUSTRIAL 
AND COMMERCIAL 
ACCOUNTS 


will buy more G-E Lamps 
from you, when you use 
this 1961 G-E Lamp 
Birthday Party Pack. It’s 
loaded with useful tools 
that’ll help you sell G-E 


Lamps more easily, more 


my perfect vision can see 


ELECTRIC 
HELP YOU SELL 
MAKE MORE MONEY! 


profitably. 








How to turn the G-E Party Pack into profits for you— 


Here are your sales aids: Here’s added support for your salesmen: 


1. POCKET SALES PACKS 


You get a fresh pack of cards each month, 

each pack featuring a different lamp, each 

card with a different and vital selling point. 

You can tell a prospect about G-E Power 

Groove Lamps, with specific sales points 

selected to match the prospect’s problem. 
With these sales packs, each salesman can make his presenta- 
tions as short or as detailed as he wishes. 


4. MISTER MAGOO MAILING 
CARDS—Here’s a series of six eye-catchers, 
ready for imprinting and mailing to your 
accounts. Each mailer carries a sales message 
lf from you to your customer or prospect. Tie-in 
P| now and use these colorful cards to support 


ab at # your salesmen’s lamp calis. 


5. NATIONAL AD MAILERS 


Your sales message is added to these pre- 


oA 


? 


* 


2. DEMONSTRATION BOX 


Good salesmen agree you can’t beat a 


prints of hard-selling G-E ads that will 
appear in such magazines as Time, 


first-class demonstration. This box, 
equipped with actual samples of Power 
Groove lamp parts, will help sell better 
lighting as well as show important 
Power Groove advantages. Quick-hitting 


Newsweek, Business Week and leading 
trade journals throughout 1961. Each 
month there’s a different message fea- 
turing that nearsighted salesman Mister 


Magoo and the customer-benefits of a different G-E Lamp. 


notes are inside the lid. More demonstra- . 
Send these ads to your customer and prospect lists as self- 


tion boxes on different lamps will follow anes Ga ; 
an mailers or, if you prefer, in No. 10 envelopes. 


during 1961. 


Call your General Electric Large Lamp 
salesman now and put your Party Pack to work. 
General Electric Co., Large Lamp Dept. C-17, Nela Park, 
Cleveland 12, Ohio. 


/ 3. GIVEAWAY-This thank-you gesture 
a clever key chain showing Mister Magoo in 
motion—will help a customer remember you, 
your company, and G-E Lamps. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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New from Johns-Manville 


O.9 © 





% IN. WIDE 
66 FT. LONG 


® 


PLASTIC 


ELECTRICAL TAPE 


1. “Tape-and-tear” in single action! 2. Special “grip-strip” for faster starting! 3. Permanently shielded cutter! 4. Full 
66’ of finest plastic tape made! 5. Preloaded . . . ready to go! 6. No moving parts to snag hands, clothes! 7. Protects tape 
against dirt, grease! 8. Big center hole for easy handling! 9. Can’t dull or clog! 10. SAME PRICE AS BEFORE! 


9 Famed Johns-Manville Dutch Brand 
' Plastic Electrical Tape... PLUS a 

It oe here e brand-new tape dispenser with all 
ten of the features shown above! It’s 

agreat, new salescombination backed 


he new unbeatable by hard-hitting advertising and pub- 
9 licity to electrical contractors every- 
e * where. The result—more tape sales 
and more customers for every J-M 

Sa eS CO] j i nha 10n Dutch Brand® Distributor! 
What’s more, J-M gives its dis- 
tributors many other important sales 


in plastic tape! rs ensege 
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A. Here’s how it works: Wrap splice as usual. . Puncture tape. 
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c. Pull... tape tears straight without stretching. D. New end stands up... ready for next splice. 


OTHER FINE ELECTRICAL 


e OPPORTUNITY to take full advan- known, most-respected manufactur- 
TAPES FROM J-M... 


tage of quantity discounts because ers of industrial products. 

J-M, and J-M alone, makes every Get the full story on all the sales 
major type of electrical tape. advantages offered J-M Distribu- 
e OPPORTUNITY to sell all potential tors! Write or wire E. H. Wells, 
customers in their territory because vice-president, Dutch Brand Divi- 


J-M has no “restricted” lines of tape. sion, Johns-Manville, Box 14, New J-M Dutch J-M Dutch J-M Dutch 
e OPPORTUNITY to promote prod- York 16. In Canada: Port Credit, Friction Special Rubber 


ucts made by one of the world’s best- Ont. Cable: Johnmanvil. Tape pee Tape 
‘apes 


Remember—Johns- Manville, and 
ONLY Johns-Manville, makes 


LIMA every major type of electrical 
- JM and industrial tape! 


evucre 





In the forest of lighting 


Tim \ber-T-! -[- y! gylvania brings 


down those giant prospects Clears 4 whopping big profit 
path for your sales ! This is the policy that’s ™é aking 
Sylve nia the fastest- growing line in guorescents today --° 
and Sylvanié a is pushing it month after month in powerful 
ads like this, in toP magazines read by your best customers: 
royformance icy helps 
les grow. > Sylvania sales policy helps de valers 

vot with its own dealers, 
Grow, and 


E xclusive Sylvé vnia § ‘ertified f 


your Sa 
too—because Sylvan ia compete> 
Sylvania competes only with other prands. 
Sylvania. 


grow indé T. nde ntly with 
: } f 


ue 
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to quality 
remains 
unchanged... 


“If at any time a Sylvania Fluorescent 
Lamp fails in your opinion to provide 
better performance than any other brand 
fluorescent lamps, on the basis of uni- 
formity of performance, uniformity of 
appearance, maintained brightness and 
life, it may be returned to the supplier for 
full refund of purchase price.” 

Only Sylvania backs your purchase with ——s 
this money-back guarantee. You’ll find it a 
in your Sylvania exclusive Certified Per- 

formance Policy. 

Only Sylvania gives you this positive 

assurance of lower TCL (Total Cost of 

Lighting), which means cost of lamps 

plus power plus maintenance. LJ 


Want better light? Want to be sure you’re getting it? Call 
your Sylvania representative or write: Lighting Division, 
Sylvania Electric Products Inc., Dept. 62, 60 Boston St., Salem, 


Mass. In Canada: Sylvania Electric (Canada) Ltd., Montreal. 
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‘ee ie x, 


‘2 $ 
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Subsidiary of GENERAL TELEPHONE & ELECTRONICS “ax) 
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EMERSON ELECTRIC 


New Products...New Prices.. 


Here’s the most complete line of Electric Heat in the 
industry ... with new products, new low prices and a new 
training program ...all designed to help you make 
more money selling Emerson Electric electric heat. 
Emerson Electric’s new training program will give you 
complete information on electric heating ... from 

the fundamentals to the details of application and calculation 
of heating jobs. Emerson Electric trouble-free products 
are engineered for long life and ease of installation, 

and Emerson Electric’s new low prices assure you a good 
profit on every job. 


NEW FAN-FORCED HEATER 


Ideal for supplemental spot heating or 
where heat is needed only occasionally, 
and as a primary heat source in mild 
climates. Fan quickly circulates heat 
throughout the room. Has built-in thermo- 
stat and On-Off switch. No ductwork 
required for installation. Handsome styl- 
ing blends with any decor. 


NEW BATHROOM HEATER 


A perfect balance of radiant and con- 
vection heat warms chilly bathrooms 
instantly. Automatic controls give just 
the right amount of heat. Easily and 
quickly installed, requires no expensive 
framing. Grille is chrome plated for RADIANT 
lifetime finish. CABLE HEAT 
Even, floor-to-ceil- 
ing heat...controlled 
by a wall-mounted 
thermostat. There is 
never any overheat- 
ing or extreme cool- 
ing. A nylon jacket 
BASEBOARD HEAT —FEmerson Electric baseboard heat gives stg — 
maximum efficiency at the lowest possible cost. Puts gentle, even keeps oe inom 
heat right where the heat loss is greatest. .. under windows and “heat-streaking.” 
along cold walls. These units will not streak or scorch the wall Easy and econom- 
and installation is simple. Safety is assured because the heating ical to install in 
elements can’t be touched, and Emerson Electric’s unique thermal plaster ped dry-wall 
; ‘ —F construction, 
overload protection reduces the heat if the front of the unit is 


blocked by furniture or drapes. 
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Electric Heat 
..New Training Program 


NEW In-The-Wall Radiant Heater : 
New Emerson Electric in-the- autoel 

wall radiant heaters bring LEARN HOW TO SELL ELECTRIC HEAT AND MAKE 
warm comfort to chilly areas IT REALLY PROFITABLE! Emerson Electric’s complete 
Sede perfect for supplemental training program on electric heat covers all the heating funda- 
heat in hard-to-heat capes: and mentals and provides unique new tools for estimating jobs, heat 
as a primary heat source in loss calculations, choice of equipment ... and great ideas on how 
climates where continuous to sell electric heat. This program will be presented in your area. 
heating is normally not re- Check and mail the coupon below for complete information. 
quired. Lowest total cost per 


watt makes it very popular BHHHHHHHH HH i 


where equipment and installa- 
tion cost is the ruling factor. ¥ I would like more information on Emerson Electric 
ee ney casey provides electric heating products. ] In-The-Wall Radiant 
neat as its needed. New Fan-Forced Heater Heater 3 
* __| New Bathroom Heater [] Portable Radiant Heater 
7 Baseboard Heater |_| New Automatic Set-Back q 
£ ) Radiant Heating Cable Control 

[ ] | would like complete information on the new Electric 2 
ap - Heat Training Program. 
8 : | | am planning construction (or remodeling). Please have a 4 

wer 


ra 





os 


|_| 


@ 
e 


? 


salesman call on me. 








AA ~ 





Name 


AUTOMATIC SET-BACK Om 
CONTROL FOR MOTELS a aay 
This new Emerson Electric HY a ate 

remote set-back system lets HHH H HHH a 
motel operators control the 

heat in any of their units from es se 

a central panel at the desk... , oe NEW PORTABLE RADIANT 

and reduce heating costs 20 to = =F: HEATER —New Emerson Electric port- 
50 percent. It is designed to ie 3 =F; able radiant heaters provide all the fea- 
operate at maximum efficiency : a ¢ tures of in-the-wall units... and you 
with any Emerson Electric save the cost of installation. Lightweight 
heating unit, heat savings pay construction for maximum convenience. 
for it in 18 months or less. 4 Automatic control for perfect heating. 





EMERSON ELECTRIC 


BUILDER PRODUCTS GROUP 
EMERSON sr. couis. mo. PRYNE pomona.cat. KEYSER. W.VA. 
IMPERIAL varrose.renn. RITTENHOUSE noneove racis.n.y. 














Write Dept. BSO0O, Emerson Electric * 8100 Florissant Ave. « St. Louis 36, Mo. 
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| ANDCOU 
YOUR SAVINGS 


ee how the switch from copper 
LJ to Rome’s aluminum service 
entrance cable can improve your 
competitive position. 


It’s a fact: Aluminum service entrance cable usually costs less than 
copper cable required to do the same job. Just how much less depends on 
service, size and the amount of each kind of cable you use. Check the 
tables on the right and compare the difference between the cost of copper 
and the equivalent in Rome’s aluminum service entrance cable. Then 
multiply the difference by your requirements. There’s your saving—and 
no question about it. And don’t forget that aluminum’s light weight 
makes it easy to handle. The weight it saves is weight you'll never have to 
heft, load, unload and carry to an installation site! The savings in 
dollars and ease of installation speak for themselves. If you’d like the 
complete story on performance, availability and installation, contact your 
nearby Rome distributor or sales representative. Rome Cable, Division 
of Alcoa, Dept. 17-31. Rome, New York. 





ALUMINUM service entrance cable from the Rome Cable Division of Alcoa 
is available in two- or three-conductor types, insulated with Underwriters- 
approved heat- and moisture-resistant compound. The insulated con- 
ductors are enclosed in a color-coded protective tape. The concentric 
conductor consists of a spirally applied conductor having a circular 
mil area equivalent to the AWG size specified for the neutral conductor 


VY ALCOA 
A ROME CABLE 


wotFeViwtt ! & 











ROME SERVICE ENTRANCE CABLE 


THREE CONDUCTOR .- TYPE “SE”".- STYLE “U" 


Underwriters Approved 


COPPER ALUMINUM SAVINGS 


CIRCUIT INSULATED LIST PRICE CIRCUIT INSULATED LIST PRICE DOLLARS PERCENTAGE 
RATING CONDUCTOR PER RATING CONDUCTOR PER (Approx.) 
IN AMPS SIZE AWG 1000 FT. IN AMPS SIZE AWG 1000 FT 


60 6 241 6O 4 235 6 2% 
100 3 407 100 2 303 104 26% 
125 1 784 125 1/O 472 312 40% 
150 947 150 2/0 520 427 45% 

3/0 1390 200 4/O 704 686 49% 








; 4 eElectromode 


gftiicee Rese 


we 


RESIDENTIAL »~Quartzone 
ELECTRIC HEATER 


for 
SPOT HEATING 


of 


SMALL AREAS PORCHES 
BATHROOM NURSERY 


and many other uses 


The gentle, sunlike warmth that is radiated by 
the Electromode Quartzone Electric Heater 
provides comfort that’s out of this world. No 
drafts and no overheating of the entire room. 
It warms people and objects, like the sun. This 
model is ideal for small spot heating in large 
unheated areas. 


ELECTROMODE QUARTZONE 


Excels In Heating Efficiency 


The Quartzone tubing, in which the metal re- 

sistance elements are enclosed, is precision made, 

resulting in high infrared transmission and long 

service. Some of its outstanding features are: 

v¥ Quartzone tubing is an efficient transmitter of 
infrared rays. 


v¥ Withstands sudden temperature changes. 
v Will not crack if water splashes on it. 


v¥ The Electromode Quartzone Heater retains full 
efficiency even in drafty areas; whereas steel and 
other materials cool down, losing their ability to 
radiate infrared rays. 


CAPACITY: 800 watts; 120 and 240 volts. 








Quick, EASY TO INSTALL 

The Electromode Residential Quartzone 

Heater installs as easily as an ordinary 

fluorescent lighting fixture. It can be ELECTROMODE Quartzone HEATER 

mounted on either the ceiling or the wall. for 

When mounted on the ceiling, it tilts to a 

20° angle for directing warmth where LARGER OUTDOOR APPLICATIONS 

wanted. Polished reflector plate and chrome and 

guard add to the efficiency and pleasing 

appearance of the residential heater. EXPOSED OR HARD-TO-HEAT INDOOR AREAS 
This model has great utility in industry for 
keeping people warm in exposed areas, such as 
loading docks, warehouses, and other hard-to- 
heat areas. For the homeowner, its use greatly 
extends the season for enjoying the patio, swim- 
ming pool, barbecue, and other outdoor areas. 
Has a louvered, weather-proof housing. 


CAPACITIES: 750 to 4000 watts; 120, 208, 240, 480 volts. 











@® Reg. U.S. Pat. Off. 


_ efIectromode_ 


division of Commercial Controls Corporation Dept. EWH-61 ROCHESTER 3, NEW YORK 
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SMOOTH-LINE 
WALL PLATES 





NEW SMOOTH-LINE PLASTIC WALL PLATES 


Available in brown, ivory... and a Bryant first! 


SMOOTH-LINE Switch Plates...1, 2,3 and 4 gang. 





SMOOTH-LINE Duplex 
Receptacle Plates...1 and 2 gang. 
and 2 gang Combination Switch 
and Receptacle Plate. 





SMOOTH-LINE Single 
Receptacle Plate, 
Biank Plate 

and Telephone Plate. 


PROFIT BY THE NEW LOOK 
IN MODERN WALL PLATES! 


LISTED BY UNDERWRITERS LABORATORIES, INC. 


And look at all the new Bryant devices available in white = 





SMOOTH-LINE Switch Plates...1, 2,3 and 4 gang. 





SMOOTH-LINE Duplex 
Receptacle Plates...1 and 2 gang. 
Fale mae r- late @xelanloliar-telelamel 71 cong) 
and Receptacle Plate 











MORE AND MORE WIRING ai) 
DEVICES NOW AVAILABLE | 
IN BRYANT’S cs ae 








Cat. 4801-W—15 amp. single-pole 
| | Cat. 4802-W—15 amp. double-pole 
— Cat. 4803-W—15 amp. 3-way 

Cat. 4804-W—15 amp. 4-way ~ - 


Cat. 4901-W—20 amp. single-pole = 
Cat. 4902-W—20 amp. double-pole 


Frat ee Oe ~ ee ete Oe est 





PROFIT BY THE NEW LOOK 
IN MODERN WALL PLATES! 


LISTED BY UNDERWRITERS LABORATORIES, -INC. 


And look at all the new Bryant devices available in white => 
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MORE AND MORE WIRING 
DEVICES NOW AVAILABLE 
IN BRYANT’S ohegeelagenine 








— 

4 F) 
Cat. 4801-W—15 amp. single-pole = 
Cat. 4802-W—15 amp. double-pole SI, 


Cat. 4803-W—15 amp. 3-way j 
Cat. 4804-W—15 amp. 4-way “4 - 
Cat. 4901-W—20 amp. single-pole oe 
Cat. 4902-W—20 amp. double-pole 


Cat. 4903-W—20 amp. 3-way 
Cat. 4904-W—20 amp. 4-way 








Cat. 4832-W—15 amp. 125 volt, 
T-slot duplex receptacle 


KEEP YOUR EYE ON THE EXCITING NEW ELECTRICAL PRODUCTS 
COMING FROM BRYANT. YOU'LL FIND IT PAYS TO BUY ALL BRYANT! 





Se FREE SAMPLE! 
4E BRYANT ELECTRIC COMPANY 
BRIDGEPORT 2, CONNECTICUT SMOOTH-LINE 
f pure white SMOOTH-LINE WALL PLATE 
IN 
MAIL COUPON 
FOR YOURS! 











BUSINESS INDEX for DECEMBER 1960* 





1954 =100 


NATIONAL SALES PICTURE: 


NATION 


NEW ENGLAND 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 


*For electrical apparatus, supplies distributors 
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NEWS FOR THE 


INDUSTRY 





ELECTRICAL WHOLESALING Reports on 


The Electrical Antitrust Cases... 


The Blast That Rocked 


After months of litigation the climax came last month when the federal government's 
largest criminal anti-trust action against leading manufacturers of heavy electrical 
equipment ended decisively in a Philadelphia courtroom. Through the cooperation of 
the McGraw-Hill News Bureaus, here is the full report. 


OVERNMENT agencies, 

utilities and a number of the na- 

tion’s largest cities have threat- 
ened damage suits totaling millions 
of dollars against manufacturers of 
heavy electrical equipment, who 
pleaded guilty or no _ contest to 
charges of price fixing and bid rig- 
ging, in the wake of sentencing in 
20 antitrust last month in 
Philadelphia. 

[wenty-nine of the country’s lead- 
ing electrical manufacturers and 44 
of their executives were fined a total 
of $1,924,500 in antitrust suits in 
Federal court at Philadelphia. Seven 
of the executives were sentenced to 
30 days in jail. No appeals from. the 
jail sentences are 
all the men had pleaded 
defense 
e Government Acts—In Washington, 
the Department of Justice will ini- 
tiate suits on behalf of government 
agencies which might include TVA, 
Bonneville Power Authority, REA, 
defense agencies, etc. Baddia J. 
Rashid, chief of the trial section of the 
Justice Department’s Antitrust Divi- 
sion, pointed out that federal suits 
may be for double damages or single 
damages. However, the antitrust laws 
state that the federal government may 


private 


Cases 


possible, because 
guilty or no 


sue only for actual damages sustained 
in a price-fixing conspiracy. But under 
the false claims act, the federal gov- 
ernment can sue for double damages 
sustained under a false and fraudulent 
conspiracy. The price-fixing conspira- 
cy might fit this act, says Rashid, and 
federal suits can be filed under “one 
or the other or both” of these statutes 

Attorney General Robert F. Ken 
nedy said the Justice Department is 
preparing damage suits for TVA and 


100 


on behalf of all other branches of 
executive departments. The Justice 
Department expects to file the first 
complaint within two months. At 
least 20 agencies of the government 
have purchased equipment from com- 
panies involved in the Philadelphia 
case, the Justice Department believes. 
e Cities and States React — The 
Council of State Governments and 
The National Institute of Municipal 
Law Officers are both gathering in- 
formation for their members to help 
them decide whether damage suits 
should be filed and outlining proce- 
dures in filing them. 

The Council of State Governments, 
which serves as secretariat for a na- 
tion-wide organization of state attor- 
neys general, is acting as a “conduit 
to funnel information from the De- 
partment of Justice to the states,” 
according to an official of the group. 
California, Massachusetts, New York, 
Oregon, Washington and Wisconsin 
are states which have expressed most 
interest so far in preparing damage 
suits, he said. 

The National Institute of Munici- 
pal Law Officers is gathering informa- 
tion from its 1,300 members, who 
are corporation counsel for cities, 
what possible damages 
are entitled to. Indications are, ac- 
cording to a spokesman for the group 
in Washington, damage suits from a 
large group of cities might be com- 
bined into one legal action to sim- 
plify litigation and reduce court costs 
The consolidated suit would involve 
171 cities, including Chicago, Phila- 
delphia, Baltimore, Detroit, Cleve- 
land, Milwaukee, St. Paul, New Or- 
leans, San Francisco, Los Angeles and 
San Diego 


about cities 


Cities Investigate 


Here is a round-up of what spokes 
men for several major cities through 
out the country told ELEcTRICAI 
WHOLESALING in early February about 
plans to sue for damages allegedly re- 
sulting from fixed prices and rigged 
bids on heavy electrical equipment 
New York—Mayor Robert F. Wag- 
ner has announced that New York 
City would sue the General Electric 
Co. and other companies for treble 
damages State Attorney General Lou 
is J. Lefkowitz said he would check 
to see whether state agencies and 10 
upstate cities had been overcharged 
San Francisco—City officials are ne- 
gotiating with four major electrical 
equipment companies for refunds to 
taling approximately $1.2 million 
The city has given General Electric 
Westinghouse, Allis-Chalmers, and 
Federal Pacific Electric Corp. 60 days 
“to come up with a fair offer” to re- 
pay for overcharging brought about 
by illegal bidding procedures on 
Cherry Powerhouse development at 
Hetch Hetchy. Period covered in the 
negotiations is four years prior to 
original filing of indictments at Phila- 
delphia in 1959. 

Chicago — Chicago City purchasing 
agent John Ward said he was ordered 
by Mayor Richard J. Daley to ex- 
amine his records as far back as 1951 
with an eye to possible suit by the 
city for damages. The city corpora- 
tion counsel also had been asked to 
look into the matter. 

Cleveland—Cleveland Law _ Director 
Ralph Locher said the city purchas- 
ing department had conducted an in- 
ventory of electrical purchases over 
the past few years, his office is work- 
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the Industry Is Still Erupting 


Because of the significance and ramifications 
of the electrical antitrust cases to business in 


ing on it now, and all he could say is 
that the city had purchased over a 
million dollars in transformers. But 
further investigation is necessary be 
fore any amount of suit 
named. He is of the opinion that the 
city will file for treble damages. 

Dallas—*“There’s been quite a lot of 
stuff about this in the newspapers but 
we won't know until we find out just 
what—if anything—we have involved 
in it,” Dallas city attorney Henry 
Kucera said. “I have to do some 
checking with various departments, 
possibly the Water Department and 
that used the heavy 
equipment Then if we 
will 


could be 


any buildings 
electrical 
should have something . a 
have to be presented and acted on 
by the city council before we open 
suit.” 

District of Columbia—Rexford Wes- 
sells, chief procurement officer of the 
District of Columbia, had 
been investigating to see if any elec- 
trical equipment purchased by the 
District in recent years might include 
equipment and manufacturers named 
in the Philadelphia suits. “So far we 
have nothing to report, other than 
we talked to the people from the 
antitrust division and got a complete 
list of what was involved in the suits 
and the convictions.” 

Los Angeles—The City of Los Ange- 
les has labelled as “grossly exaggerat- 
ed” estimates that the city would seek 
$25 million in damages from the 
electrical equipment manufacturers 
for price fixing and bid rigging. Stud- 
ies are still under way to determine 
the precise amount of purchases made 
by the city during the period of the 
conspiracy. But a case in point cited, 
regarding a transformer purchase in 


said he 
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general and the 


electrical 


industry in par- 


ticular, EW presents this factual report on the 
continuing impact of the cases. The roundup 


was gathered 
Bureaus and 
Bill Murray. 


1956, showed an overcharge of 50% 

During that time the city purchased 
a 200,000-kva transformer on a low 
bid of $400,821, or $2.06 per kva 
By comparison, in 1960—after the in- 
dictment action had apparently halted 
price fixing—the city received a low 
bid of $290,000 per transformer or 
$1.07 per kva. City Attorney Robert 
Arnebergh said, “the city will seek 
treble damages wherever the law pro- 
vides.” It is estimated that the city 
purchased $19 million worth of elec- 
trical equipment during the price-fix- 
ing period, the large bulk of this 
amount for the Los Angeles Depart 
ment of Water & Power. 
Detroit—Wayne County 

Hobart Taylor opined 

tirely too soon to make a formal 
statement. I've sent a request to the 
Board of Auditors asking them to 
give me an itemized statement of 
what electrical equipment pur- 
and their respective prices. I 
imagine it will take about 10 days 
for the auditors to prepare such a 
listing. 1 cannot what we 
will do about purchases 
until I've had their 
statements.” 

Atlanta—Atlanta City attorney Jack 
Savage said, “I have not yet had an 
opportunity to review the details of 
However, should I find that 
Atlanta has a right of 
we have been defrauded 
and can recover, we will file suit.” 
Later Mayor William Hartsfield de- 
nounced cities considering a joint suit 
against the electrical manufacturers 
“Atlanta will not borrow the tactics 
of a buzzard or vulture in swooping 


down on the troubles of a segment of 


Prosecutor 


‘It’s en 


was 


chased 


ascertain 
electrical 
time to review 


the suits 
the City of 
action, that 


the business community.” 


through McGraw-Hill 
compiled by 


News 


Assistant Editor 


Utilities Move 


Close on the heels of the federal 
government and municipalities, utili- 
ties are investigating the antitrust 
cases with the thought of damage 
suits against the heavy electrical equip- 
ment manufacturers. Niagara Mo- 
hawk Power Co. at Syracuse, N.Y. 
has indicated taking action for treble 
damages against purchases. On the 
West Coast, Southern California Edi- 
son has joined with Pacific Gas & 
Electric Co., San Diego Gas & Elec- 
tric Co., and California Electric 
Power Co. in retaining a Los Angeles 
law firm to conduct ar investigation 
and to advise on a course of action 


Background of Cases... 


The scope of the antitrust cases in 
the courts covered a period of exactly 


one year (minus 10 days). The cases 
arose from indictments returned by 
four federal grand juries, beginning 
February 16, 1960. With the excep- 
tion of one individual, sentencing was 
finished on February 7, 1961. EW 
has followed the case since its be- 
ginning, with month-by-month reports 
on court procedures. The initial ac- 
tion on “The Philadelphia Story” was 
reported in Top Of The News, e. fi, 
March, ’60. The government in its 
first assault on heavy electrical equip- 
ment manufacturers served five com- 
panies with indictments and civil 
complaints. The attack was strength- 
ened until a total of 20 indictments 
were handed down on charges by the 
Antitrust Division of the Justice De- 
partment. Whether any of the cases 
would come to trial was a question 

Continued 
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that remained un-answered until 
November of last year. It wasn’t until 
then that an agreement between elec- 
trical equipment manufacturers and 
the federal government was reached 
that allowed manufacturers to plead 
either no contest (nolo contendere) 
or guilty. (Top Of The News, p. 10, 
Dec. °60). In December, at a re-ar- 
raignment before a Federal Court 
judge, 19 manufacturers pleaded 
guilty on some indictments and no 
defense on others. Ten companies 
entered no-defense pleas only. This 
action meant that none of those in- 
dicted would be brought to trial, 
(News For The Industry, p. 82, Jan 
61). The climax of the antitrust 
cases, sentencing, came last month as 
the electrical industry was observing 
National Electrical Week. 


Sentencing .. . 


Here are the details of the sentenc- 

ing of the electrical equipment man- 
ufacturers at U.S. Federal Court in 
Philadelphia, last month. The sen- 
tencing was completed in a period of 
two days. 
FEBRUARY 6—Sentencing was com- 
pleted in six of a total of 20 cases in 
decisions handed down by UV. S. Dis- 
trict Judge J. Cullen Ganey. Judge 
Ganey fined 21 companies a total of 
$822,500. Fines of $109,000 were re- 
ceived, all told, by 36 individuals 
Seven of the individuals received 30- 
day jail sentences and 19 others got 
30-day suspended terms and were put 
under probation for five years 

Of those individuals ordered to pri- 
son, three were from the General 
Electric Co.; two from Westinghouse 
Electric Corp.; one from Cutler-Ham- 
mer and one from Clark Controller 
Listed by their positions at time of 
indictment and the fines they also 
received in the same cases, the in- 
dividuals are: 

W. S. Ginn, of Schenectady, vice 
president and general manager of 
GE’s transformer division, $5,000; 
George E. Burens, New York, vice 
president and general manager of 
GE’s switchgear division, $4,000; 
Lewis J. Burger, of Fort Wayne, Ind., 
general manager of GE’s switchgear 
division, $2,000; J. H. Chiles Jr., 
Sharon, Pa., vice president and gen- 
eral manager of Westinghouse’s trans- 
former division, $2,000; C. I. Mauntel 
of Philadelphia, sales manager of 
Westinghouse’s steam division, $1,000; 
J. M. Cook of Milwaukee, marketing 
vice president of Cutler-Hammer, 
$2,000; and E. R. Jung of Cleveland, 
marketing vice president of Clark 
Controller, $2,000. In another case 
involving turbine generators, Ginn of 
GE was fined $7,500. 

Those receiving suspended sentences 
and put on probation five years, with 
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positions at time of indictment and 
fines received, were: 

J. W. McMullen, Milwaukee, vice 
president and general manager of 
Allis-Chalmers’ power equipment divi- 
sion, $3,000; L. W. Long, Milwaukee, 
also with Allis-Chalmers, $2,000; R. 
W. Smith, Pittsfield, Mass., vice presi- 
dent and general manager of GE's 
transformer division (since resigned), 
$3,000; Frank E. Stehlik of Phila- 
delphia, general manager of GE’s low 
voltage switchgear department, 
$3,000; W. E. Saupe, retired general 
manager of GE’s large steam turbine- 
generator department, $5,500; J. W. 
Seaman, general manager, power 
transformer department, transformer 
division of GE, $2,500; H. F. Hents- 
chel, general manager, medium volt- 
age switchgear department of GE, 
$2,000, W. F. Oswalt, general man- 
ager of general purpose control de- 
partment in GE’s switchgear division, 
$4,000. 

ited 
president of 
division, $4,000; 
Sharon, Pa., 
partment manager of Westinghouse’s 
transformer division, $2,000; Landon 
Fuller, assistant general manager of 
Westinghouse’s East Pittsburgh divi- 
sion, $3,000: W. R. Swoish, 
manager of McGraw-Edison’s Penn 
sylvania transformer division, $5,000 

L. G. L. Thomas, Philadelphia, 
president of C. H. Wheeler Manu- 
facturing Co., $4,000; H. G. Conkey, 
vice president-domestic sales, Inger- 
soll-Rand, $4,000; A. M. Tullo, vice 
president of Worthington Corp., 
$3,000; J. E. Cordell, sales vice presi- 
dent of Southern States, $1,500; John 
Romano, general sales manager, H. K 
Porter’s Delta-Star electric division, 
$1,500; H. K. Wilcox, manager of 
I-T-E’s Greensburg division, $1,500; 
and W. Maxwell Wood, secretary- 
treasurer, of Schwager-Wood, $7,500 


Rowland, Philadelphia, vice 
Westinghouse’s steam 
R. N. McCollom, 
power transformer de- 


sales 


Fines Only 


In the six those who re- 
ceived fines but no jail sentences in- 
cluded: Houston Jones, subsection 
manager in the GE low voltage 
switchgear department, $1,500; Frank 
M. Nolan, sales manager in Allis- 
Chalmers’ power equipment division, 
$1,000; A. W. Payne, section sales 
manager in Westinghouse’s assembled 
switchgear and devices department, 
$1,000; J. T. Thompson, sales mana- 
ger in Westinghouse’s switchgear and 
devices department, $2,000; and 
David W. Webb, manager in Allis- 
Chalmers’ power equipment division, 
$1,000. 

Also, T. C. Finnell, sales manager 
in Westinghouse’s motor and control 
division, $1,500; W. T. Pyle, sales 
manager in Westinghouse’s assembled 


cases, 
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switchgear and devices department, 
$1,000, G. L. Roark, marketing man- 
ager in GE’s high voltage switchgear 
department, $1,500; M. H. Howard, 
production manager of Foster-Wheel- 
er, $2,000; F. F. Loock, president of 
Allen-Bradley Co., $7,500 =. a 
Mauntel of Westinghouse, who re- 
ceived a fine and jail sentence in one 
case, received an added $1,500 fine 
in another 

e Maximum Penalty In 
antitrust violations of this 
maximum penalty for a 
a $50,000 fine. General 
the only to draw the maxi- 
mum—in maximum 
for an individual is a $50,000 fine or 
a year in prison, or both. In most 
cases, the penalties imposed were less 
than what the government recom- 
mended to the court 
the fines imposed exceeded the gov- 


criminal 
type, the 
company 1s 
Electric was 
company 


one case The 


In a few cases, 


ernment’s recommendations. 
FEBRUARY 7-On the second day of 
sentencing, Judge Ganey imposed ad- 
fines of $993,000. Only 
individual, who was unable to appear 
in court, remains to be 
On the concluding day of sentencing, 
officials given suspended 30-day jail 
sentences, with fines also shown, were: 
M. A. DeFerranti, former general 
manager, distribution transformer de- 
partment of GE, $3,500 fine; Gordon 
( Hurlbert, manager, distribution 
transformer department of Westing- 
house, $2,000 fine; Clarence E. Burke, 
general manager of GE’s high voltage 
switchgear department, $3,500 fine; 
L. W. Long, assistant general mana- 
ger in Allis-Chalmers power equip- 
ment division, $1,500 fine, and J. W. 
Stirling, 
power 
$1,500. 
The following fines were imposed 
on individual defendants: W. R 
Swoish, manager, Pennsylvania 
transformer division of McGraw- 
Edison, $3,500; A. R. Waehner, di- 
rector of transformer sales, line ma- 
terial industries division of McGraw- 
Edison, $1,500; Joel Watkins, vice 
president and manager, transformer 
division of Kuhlman Electric, $2,500; 
Royce C. Crawford, manager of mar- 
keting, high voltage switchgear de- 
partment, GE, $2,000; R. W. Ayres, 
Jr. manager in GE’s low voltage 
switchgear department, $2,000; W. T 
Pyle, sales manager of the switchgear 
devices section, assembled switchgear 
and devices department of Westing- 
house, $1,500; Frank E. Stehlik, gener- 
al manager of GE’s low voltage switch- 
gear department, $2,500; and J. T. 
Thompson, sales manager of Westing- 


ditional one 


sentenced. 


manager of Westinghouse’s 
circuit breaker department, 


sales 


house’s assembled switchgear and de- 
vices department, $2,000. Sentencing 
of William H. Schiek, manager of 
power circuit breaker sales in GE’s 
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high voltage switchgear department, 
was postponed when Schiek’s lawyer 
pleaded ill health on behalf of his 
client, who did not appear before the 
court 


Corporate Fines... 


Total corporate fines were $1,787,- 
000, with General Electric Co. in- 
curring the highest sum, $437,500 in 
19 cases, followed by $372,500 for 
Westinghouse Electric Corp., also in 
19 cases. Other than GE and West- 
inghouse, total fines received by cor- 
porations, with number of cases in 
( ), were: 

Allis-Chalmers Manufacturing Co 
(9), $127,500; McGraw-Edison Co 
(7), $95,000; I-T-E Circuit Breaker 
Co. (9), $92,000; Square D Co. (2), 
$75,000; Federal Pacific Electric Co 
(4), $65,000; H. K. Porter Co., Inc 
(4), $50,000; Cutler-Hammer, Inc 
(2), $45,000; Ohio Brass Co. (4), 
$45,000; Allen-Bradley Co. (1), $40,- 
000; Moloney Electric Co. (3), $35,- 
000; Southern States Equipment Corp 
(2), $30,000; Wagner Electric Co 
(3), $27,000; Clark Controller Co 
(1), $25,000; Joslyn Manufacturing & 
Supply Co. (3), $25,000; Cornell- 
Dubilier Electric Corp., (1), $20,000; 
Foster Wheeler Corp. (1), $20,000; 
Ingersoll-Rand Co. (1), $20,000; ¢ 
H. Wheeler Manufacturing Co. 
$20,000; Worthington Corp 
$20,000; A. B. Chance Co. (2), 

500; Sangamo Electric Co 
$17,500; Lapp Insulator Co., Inc 
(2), $15,000; Schwager-Wood Corp 
(1), $15,000; Hubbard & Co. (2), 
$10,000; Kuhlman Electric Co. (1), 
$10,000; Carrier Corp. (1) $7,500; 
and Porcelain Insulator Corp. (1), 
$7,500. 

Making the government’s recom- 
mendations for sentencing was W 
Wallace Kirkpatrick, acting assistant 
attorney general in charge of the 
antitrust division. 


Summary... 


In two days of sentencing in the 
government’s largest criminal anti- 
trust action, Judge Ganey imposed 
fines of $1,924,500 on 29 manufac- 
turers and 44 officials of companies 
in 20 cases. Each indictment covered 
a separate group of products, involv- 
ing an aggregate annual sales volume 
of over $1.7 billion by government 
calculation 

At the conclusion of sentencing, 
Baddia J. Rashid, chief of the anti- 
trust division’s trial section, told the 
court he felt the government cases 
would foster free competition, in 
keeping with the intent of the Sher- 
man Antitrust Act. “Economic free- 
dom in this country should be no less 
an ideal than political freedom,” he 
concluded. 
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Judge's Statement in Case... 


Following is the text of a pre-sent- 
ence statement made by Chief Judge J. 
Cullen Ganey in United States District 
Court in the electrical antitrust case: 

Before imposing sentence, I want to 
make certain observations concerning 
the bills of indictment here involved. 

They cover some forty-eight indi- 
vidual defendants and thirty-two cor- 
porations [actually there were forty- 
five individuals and twenty-nine cor- 
porate defendants] which comprise 
virtually every large manufacturer of 
electrical equipment in the industry. 
his is a shocking indictment of a vast 
section of our economy, for what is 
really at stake here is the survival of 
the kind of economy under which 
America has grown to greatness, the 
free enterprise system. 

The conduct of the corporate and 
individual defendants alike, in the 
words of the distinguished assistant at- 
torney general who headed the Anti- 
trust Division of the Department of 
Justice have flagrantly mocked the 
image of that economic system of free 
enterprise which we profess to the 
country and destroyed the model 
which we offer today as a free world 
alternative to state control and even- 
tual dictatorship. Some extent of the 
vastness of the schemes for price fix- 
ing, bid rigging and job allocations can 
be gleaned from the fact that the an- 
nual corporate sales covered by these 
bills of indictment represent a billion 
and three-quarter dollars. 

Pervasiveness likewise may _ be 
judged by the fact that the sales here- 
with are concerned with a wide variety 
of products and were made not only to 
private utilities throughout the coun- 
try, but by sealed bids to Federal, state 
and municipal governments. 

This court has spent long hours in 
what it hopes is a fair appraisal of a 
most difficult task. In reaching that 
judgment, it is not at all unmindful 
that the real blame is to be laid at the 
doorstep of the corporate defendants 
and those who guide and direct their 
policy. While the Department of Jus- 
tice has acknowledged that they were 
unable to uncover probative evidence 
which could secure a conviction be- 
yond a reasonable doubt, of those in 
the highest echelons of the corpora- 
tions here involved, in a broader sense 
they bear a grave responsibility for the 
present situation, for one would be 
most naive indeed to believe that these 
violations of the law, so long persisted 
in, affecting so large a segment of the 
industry and finally, involving so many 
millions upon millions of dollars, were 
facts unknown to those responsible for 
the conduct of the corporation and, ac- 
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cordingly, under their various pleas, 
heavy fines will be imposed. 

As to the individual defendants, 
the Attorney General who secured the 
indictments [William P. Rogers] and 
the present Attorney General [Rob- 
ert F. Kennedy] who has, by letter, 
wholeheartedly agreed with the Gov- 
ernment’s recommendation that in the 
great majority of cases in well docu- 
mented briefs strongly insisted on the 
individual defendants serving prison 
sentences due to the serious nature of 
their violations. 

It is not to be taken as disparaging 
of the long and arduous effort the 
Government has made, and even 
more, the highly efficient and compe- 
tent manner of its doing, that only in 
where ultimate re- 
sponsibility for corporate conduct 
amongst those indicted, vested, are 
prison sentences to be imposed. Rath- 
er am I convinced that in the great 
number of these 
they were torn between conscience 
and an approved corporate policy, 
with the rewarding objectives of pro- 
motion, comfortable security and 
large salaries—in short, the organiza- 
tion or the company man, the con- 
formist, who goes along with his supe- 
riors and finds balm for his conscience 
in additional comforts and the secu- 
rity of his place in the corporate set- 
up. In that this can in any wise be a 
defense to their misconduct is con- 
ceded but long probationary periods 
where a watchful eye can be kept on 
their activities, fines will suffice for 
their first offense. 

But this is the sordid, greedy side 
of the situation and yet there is a 
bright side. Each and every one of 
those indicted, both corporations and 
individuals, faced up to the situation 
realistically and readily admitted by 
pleas of guilty and nolo contendere, 
their violations. For this much must 
be said, not alone in the saving of 
great time and expense to the Govern- 
ment, in preparing and trying these 
indictments which would have cov- 
ered two or three years, but above 
and beyond that it would cause to 
point up and emphasize an already 
unsavory past, which these admissions 
of guilt, it is hoped, will quickly move 
this great industry to a thorough re- 
appraisal of their various competitive 
systems and help move the nation’s 
economy forward under the banner of 
free enterprise 

Finally, | want to thank, as well as 
compliment, although they need no 
accolade from me, all counsel here in- 
volved. For the Government, the At- 

Continued on page 114 
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CONDUIT PIPE 
PRODUCTS CO. 


COLUMBUS, OHIO 


NIPPLES + COUPLINGS + RUNNING THREAD 


ELBOWS - 


ALUMINUM AND STEEL 





BELL 


The BEST 
WEATHERPROOF 


MOST COMPLETE LINE 
of Weatherproof 


COVERS and BOXES 


SAFE-T-LOK 


WEATHERPROOF 


SNAP COVERS 


(Oe 
& RECEPTACLES =—S/ 


Snap Open . Stay Open . Snap 
Shut! 1 to 10-Gang Combination Switch 
& Receptacle Device. 


SOLID BRASS 


Yeu! Construction Features 


NEW EXTRA-SAFETY 


TAMPER-PROOF 
SNAP-COVER 


Equipped with Padlock 
Hasp — Stops Current Pil- 
ferage, Tampering, Acci- 














dental Shock. 1, 2, 3-Gang 
Duplex Receptacle, or com- 
bination switch and receptacle. 
Yew! Easy Installation 
CAST A 
ALUMINUM Me » 
ys > 
BOXES Sp 
1-Gang and 2-Gang ¢ Y j 
3 to 7 hubs, %” or %4” a 
with aluminum plugs. “ 
Tew! UNIVERSAL BOX 
fits practically any cover — holds device 
firmly. 
Yeu! Quality Performance 
. NEW PORTABLE 
WEATHERPROOF 
OUTLET BOX 
Lampholder, switch 
in aluminum housing. Complete 


outlet and 


with spike and cord. Spikes in 
ground for electricity and light- 


Value Added (continued from page 47) 








ing where needed 


Write For Complete Weatherproof Catalog 


ELECTRIC CO. 
5735 S. Claremont Ave 
Chicago 36, Ill. 


‘Net profit should vary 
only within narrow limits 


vestments and accumulations of capi- 
tal. One of the important intangibles 
of a fair net profit is the development 
and maintenance of incentive. Incen- 
tive 1S a very important item in prog- 
ress. It is the mainspring of inven- 
tion and research among many other 
social and economic benefits. 

When the incentive of a fair net 
profit is withdrawn from the many 
among us who are born with the flair 
for adventuring into business, the 
economic clock runs down. It is a 
fact of history that this is so. Many 
nations of the past made the same 
mistake and ruled themselves out of 
the mainstream of progress. It is, 
therefore, very important that the var- 
iable of net profit should vary only 
within very narrow limits. Knowingly 
or unknowingly, this is the reason for 
the drive for price-fixing expressed in 
fair trade laws. At any rate, the rec- 
ognition is there that we cannot af- 
ford economic imbalance. 

To put this in another way: any 
method of business operation which 
disturbs the historic percentages of 
value added is bad for the individual, 
the company, the community and the 
nation. If historic experience percen- 
tages are followed, the economic com- 
munity is in balance and 
the natural result. 

Let us assume that value added is 
a circle or a wheel with spokes which 
from the center as follows: 


progress 1S 


radiates 
® Overhead—15% 
e Income tax—2%. 

e Profit after income tax 


These are arbitrary percentages 
and based upon an assumption that 
the value added by distribution is 
20%. It is assumed that overhead 
including wages is 15%, and income 
tax as a percentage of the value is 
2%. This leaves the net profit at 3%. 
There is very little room for variation 
here. No matter if overhead is re- 
duced 5% or if it comes out of the 
variable of wages, the economy is 
damaged because of the loss of pur- 
chasing power that results. When this 
happens we can assume that the per- 
income tax is 
cause the net profit is 
However, if the profit margin is re- 
duced, the percentage of the reduc- 
tion can bring the added value per- 
18% or 17% or even 


centage of raised be- 


increased. 


centage to 


that only the 
net profit percentage is reduced, and 
the reduction amounts to 1% of 
142%, but this also automatically re 
duces the amount of the income ta 
to be paid. 

It is true, of course, that business- 
men want to the amount of 
income tax they but this 
not reduce the needs of government 
In this event, the government has to 
go to other sources for its financing 
It is a well-known truth that taxes 
fall most heavily upon those 
able to pay who live 
This may 
who pay less be 


16°. Let us assume 


X 


reduce 


pay, does 


least 
those upon 
wages and salaries be sat 
isfactory to those 
cause they have reduced their margin 
of profit, but in reality they have 
gained nothing because the extra bur 
den of taxes placed upon those least 
reduces their purchasing 
not able to buy the 


able to pay 
They are 
products of manufacturing which are 
warehoused by distribution. Addition- 
ally, it results in debt to those 
able to pay with heavy interest charges 


power 


least 


that are for the most part unproduc 
tive. This further reduces purchasing 
and chickens come home to 
Consumer 


business is bad, and the enonomy goes 


powel 


roost purchases decline 


into a decline 

Limitation of purchasing power by 
whatever means, heavy taxes on those 
least able to pay and heavy interest 
charges are largely responsible for 
depression. It is an ancient mistake 
to impute depression to the gyrations 
of the stock market. It just 
Economic instability comes first, and 
the stock market follows in its foot 
steps. 

I have been writing about 
tion of purchasing power when the 
value added percentage is reduced by 
means of price-cutting or cut-throat 
competition. The same result is at 
tained when the value added is blown 
up beyond the historic normal. The 
result is a higher net profit 
higher percentage of income tax paid 
But here again, in time, purchasing 
power with all its result 


isn’t so 


reduc 


and a 


is reduced 
ing consequences. 

Cut-throat competition brings price 
declines that are not the result of 
mass production or automation or 
other improved processes. It is a di- 
rect charge upon purchasing power. 

The other side of the coin is in- 
flation, and we cannot afford that 
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ROYAL Portable Cords 


Men who know portable cords put their cash on the Royal line . . . because 
they know every Royal cord is backed by a solid reputation for quality, 
safety and dependability on the job. To wholesalers, this ready-made accept- 
ance pays off in ready-made sales and profits. Carry the demand brand — 
the BIG line of Royal Portable Cords in rubber, neoprene, thermoplastic. 
Fixture and bell wires. Thermo cables. Lamp cords and machine tool wires. 
Coaxial and signal cables, and many more. All packaged for easy handling 
— and priced right! Contact your Royal representative now. 
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+. @n essociote of 


ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


In Canada: 
Royal Electric Company (Quebec) Ltd., Pointe Claire, Quebec 
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IF YOU COULD TAKE 
A LEVITON QUIET @ 
SWITCH APART... 


... you’d go a long way to being convinced that 
Leviton makes a specification grade device to 
last a lifetime. For example: 

@ The principal working part is a one-piece heavy 
phosphor bronze contactor that retains its elas- 
ticity through millions of cycles. 

The critical contact points are of special heavy 
silver alloy, selected for high conductivity and 
low oxidation to prevent arcing. 
Quality control during production makes cer- 
tain of perfect alignment of contact points and 
smooth functioning of the switch. 
All parts are assembled in extra heavy molded 
phenolic—Leviton switches can take a beating! 
Finally—what you can’t see—every completed 
switch is electrically tested before you get it. 
Available in single pole, double pole and 3-way 
in either brown or ivory phenolic. Rating 
1I5A 125-277V, AC only and 20A 125-277V 
AC only 

To be truly convinced of Leviton specification 

grade quality, install these wiring devices in 

your next project. Get complete data on the 

Leviton line by writing for Leviton’s ABC hand- 

book, that details specifications on over 600 

Leviton devices. 


Listed by Underwriters’ Laboratories, Inc. 


Leviton Manufacturing Company, Brooklyn 22, N. Y. 
Chicago « Los Angeles « Leviton (Canada) Ltd., Montreal 
For your wire needs, contact our subsidiary: 
American Insulated Wire Corporation 





either. Salaries and wages are the 
first to suffer and the last to benefit, 
and the businessman who tampers 
with this percentage of value added 
brings misfortune upon himself — 
eventually, if not immediately. 

The depression of the 1930s should 
have taught businessmen a _ lasting 
lesson. The economy ground to a 
halt, and it took heroic measures to 
Start it back up to a normal level! 
We did not attain this. Businessmen 
went back to time-dishonored methods 
of unbalancing the economy: “every 
man for himself and the devil take 
the hindmost.” 

I have been saying for many years 
that our economy has become too 
delicately balanced and too highly in 
tegrated for that kind of thinking and 
of that kind of economic operation 
Selfish men, greedy men and igno- 
rant men are not good men for the 
business community or for the nation 
By bringing about economic unbal 
ance, they also bring about govern- 
mental controls. The large majority 
of businessmen pay a heavy price for 
the misdeeds of the few among them 
who misbehave in their own selfish 
interest, regardless of the _ ill-effects 
they create for the majority of their 
fellow citizens. 

The depression of the 1930s 
brought about the NRA. Neither the 
thinking nor the structure of NRA 
has died. It is still waiting and biding 
its time. The next full-scale depression 
will bring it to life again, and this 
time it will have sharp teeth that will 
bite into every businessman and every 
business. If I were an optimist, | 
would think that businessmen would 
be able to see the handwriting on the 
wall and put their own house in order 
The business majority of the business 
community would institute equitable 
controls against the few percent of 
the cut-throats and the commodity 
speculators who unbalance the econ 
omy for all the rest of us. 

The antitrust laws can be changed. 
The majority of businessmen and 
their trade associations have a mighty 
voice that Congress would hear loud 
and clear. Even the labor unions 
know that market disturbance means 
disturbance of the wage scales, and 
they are against it. Their voices raised 
in unison with businessmen would 
soon give us the power to control 
those who keep our economy in con 
tinual turmoil. 

Value added by distribution? Where 
is it? 





The electric industry in 1959 had an 
average investment of $125,658 in 
plant and equipment behind each of its 
employees, over $10,000 more than 
the investments per employee in the 
previous year. 
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WHEN YOU DESIGN LIGHTING SAVE YOUR 
CUSTOMERS TROUBLE...INCREASE LAMP 
LIFE...KEEP HIGH LIGHTING LEVELS 


SPECIFY BALLASTS MARKED 


Using and controlling heat from lighting is one of the newest 
techniques to get extra value from lighting. This can cut 
cooling cost, step up heating economy, increase comfort 
. and improve lighting efficiency. CERTIFIED 
In such a lighting system, too, Certified CBM ballasts for 
fixtures are important. Made to specifications for top lighting b 
performance, and checked by ETL test, CBM ballasts help 
assure longer lamp life, high lighting levels and dependable 
operation. 
For a reprint, which discusses controlling lighting heat, write 
CERTIFIED BALLAST MANUFACTURERS, 
2116 Keith Bidg., Cleveland 15, Ohio. 


Participation in CBM is open to any manufacturer who wishes to qualify 
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Neatest Tool Trick 
In Years! 


(Meas 


“PIGGY-BACK” SCREW DRIVER OFFER 


Look What You Get! 


| (S35 


Midget Handle with Revers ae eraee — 


Driver + V4" Hex Socket ia Pr niilios Bits 


Only $1.28 complete (Dealer Net) 


A regular Vaco instrument-type screw 
driver is included FREE in this deal with 
the purchase of a quality VACO DU 
Reversible with dual purpose regular 
and Phillips bits and 1/;” hex socket on 
dome of handle. 


Midget Driver FREE! 

The midget driver handle, as illustrated, fits 
“piggy-back” into the hex socket of the DU-11 
handle dome. This gives extra length and pre- 
cision control when working in hard-to-get-at 
places. 


Look for this display or ask your Parts Distributor 
for the VACO DU-I1 “Piggy-Back” offer. 


VACO PRODUCTS COMPANY 


317 East Ontario Street, Chicago 11, Illi 





Johnson Electric... 


Continued from page 63 


profit from the specialty market,” says 
Johnson. 

e Management Problems—The big 
disadvantage in custom-made equip- 
ment selling is that the wholesaler 
tends to create his obsolesence factor 
by going out and helping industry lick 
theirs 

“One problem follows another.” 
says Johnson. “We help a customer 
with his problem by putting invest 
ment into a special item. His problem 
is over. Then it’s ours because if that 
account changes buyers, sells out, li 
quidates or merges, we're left holding 
a shelf full of obsolescence.” 

Johnson says that there are two ef 
fective things you can do in a case 
like this. The first is to run sales con- 
tests to get rid of the suddenly stale 
stock, or you can make it a matter of 
responsibility for the salesman in 
volved to get rid of a certain item we 
have in stock. 

It’s not as hard as it sounds. Al 

though some custom-made equipment 
cannot be used by any other type of 
industrial account, Johnson says there 
have been cases where one account 
has been able to use the tailor-made 
equipment of another. 
e Just Veterans—When the electrical 
distributor gets involved in creating a 
new and altered product he can run 
the gamut from supplying yellow 
push-buttons for an organ manufac 
turer to delivering green wire and 
cable for a Chemical firm 

According to Thomas, “it doesn’t 
take engineers or specialists. We don’t 
have them here. We just have veter- 
ans. But it does take service, interest 
in your customer’s problems and will- 
ingness to work with him, if you want 
to spread a success story around.” 

For promotion, Johnson salesmen 

spread around by word of mouth any 
interesting successes they may have 
had with equipment modification 
Every other March, the Ohio distri- 
butor runs a special equipment show, 
spotlighting the items that it helped 
pioneer and design. Many customer- 
inquiries have resulted. In addition, 
promotional letters are sent out to 
the trade. 
e “Does it Function?” Johnson 
says there is a sign above a Pentagon 
door in Washington, D.C. It says “If 
it works, it’s obsolete.” 

“The same applies to the industry 
we serve,” says Johnson. “It is con- 
tinually trying to improve. When 
something works, something better 
can replace it. It’s the job of the elec- 
trical distributor to help industry solve 
its problems and fullfill its needs so 
that it can build a better mousetrap.” 
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BRANCH CIRCUIT 
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AVAILABLE ONLY FROM AUTHORIZED ARROW-HART DISTRIBUTORS 


* NEW CP-215 and CPS-215 Four Circuit Fuse Blocks, avail- 
able only from ARROW-HART, may be used inter- 
changeably with 100 amp or 200 amp ADD-ON 
Service Equipment . . . permitting easy installation 
of additional branch circuits in place of 30 amp or 60 
amp pullouts. 4 circuit blocks have opposite polarity 
and are ideally suited for electric heat installations — 
saving wiring time and materials. Can not unbalance 
loads. Available with Type ‘“S’’ 15 amp safety 
adapter rings. 


LOWER INVENTORIES ... 


are needed, because Add-On 


Flexibility (available at no extra cost) makes it 
possible to provide the right equipment for any in- 
stallation from minimum stocks of basic units and 
Add-On components. 


FULL-LINE INTERCHANGEABILITY of Arrow-Hart 
ADD-ON components provides a single series of units 
for both 100 amp and 200 amp equipment. For ex- 
ample, the 200 amp service unit shown above is fac- 
tory assembled with one 200 amp hinged pullout, two 
60 amp pullouts, two 30 amp pullouts, and 12 fused 
branch circuits. Whenever needed, you can add one 
or two 30 or 60 amp pullouts, plus two or four branch 


circuits. Or, by using the new CP-215 fuse block in 
place of pullouts, a total of 12 fused branch circuits 
can be added. These same components also give the 
100 amp equipment similar flexibility. No other sup- 
plier currently offers such versatility in 100-200 amp 
service equipment. 


ARROW-HART Type “S” Fuse Holders (CPS-15 and 
CPS-215) are supplied with built-in adapters for 
maximum safety — allow insertion of only 15 amp 
Type “S” fuses for areas where code requirements 
make this protection mandatory. 


COMPLETE INFORMATION on these units is presented in 
the new booklet, “100-200 Amp ADD-ON Service 
Equipment.” For your free copy, write to: Dept. EW, 
The Arrow-Hart & Hegeman Electric Co., 103 Haw- 
thorn Street, Hartford 6, Connecticut. 
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SWITCHES 
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OVERLOAD RELAY with 


Exclusive with 
ARROW-HART 


RELIABLE OVERLOAD 
PROTECTION FROM 
—20°F TO +165F! 


FOR ALL ARROW-HART “RA” MAGNETIC 
STARTERS, NEMA SIZES 0 THROUGH 5! 


Now, for the first time, you can give your customers 
reliable overload protection regardless of heat or cold 
... because this compact new A-H Overload Relay 
operates on the same time curve at all temperatures 
from —20°F to +165°F. Simple, rugged, dependable 
mechanism features the exclusive A-H ‘‘Balancing Bi- 
Metal.’’ Much smaller than any other comparable units, 
these relays have the same base size as standard A-H 
Overload Relays, use the same regular or quick-trip 
heaters, and can be used on any A-H Type “RA” 
Magnetic Starters. Compensation is completely auto- 
matic ...no field adjustment is needed. Available with 
ratings from 25 to 300 amperes, continuous current. 
Ideal for use outdoors, in installations subject to wide 
seasonal changes in ambient temperature. . . or indoors, 
in installations subject to wide daily changes! 

Write today for complete information. The Arrow-Hart 
& Hegeman Electric Co., Dept., EW, 103 Hawthorn St., 
Hartford 6, Conn. 
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SED SWITCHES 


MOTOR CONTROLS «+ ENCL< 
WIRING DEVICES 


APPLIANCE SWITCHES 
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Judge's Statement . . . 
Continued from page 107 


torney General, and especially Mr. 
[Robert A.] Bicks [head of the anti- 
trust division], who spearheaded and 
coordinated in a highly competent 
fashion, the action which resulted in 
these bills of indictments, as well as 
Mr. [Charles L.] Whittinghill and 
Mr. [Baddia J.] Rashid, and likewise 
Mr. [William L.}] Maher [all of the 
Justice Department’s antitrust staff], 
whose unfailing courtesy to the court 
was most helpful. To all of counsel 
for defense, I am likewise very ap- 
preciative, since at every turn they 
have given the court the utmost co- 
operation and both orally and in writ- 
ten brief, have, with deep conviction, 
pleaded their various clients’ causes, 
and if they were not persuasive in 
their arguments, it was not for any 
lack of industry on their behalf nor 
for enthusiasm in its presentation. 


Manufacturers’ Statement 


Following are the gists of state- 
ments issued by the General Electric 
Company and_ the _ Allis-Chalmers 
Vanufacturing Company in connec- 
tion with the antitrust cases: 


General Electric 

General Electric believes that the 
antitrust laws should be aggressively 
enforced. It has been, and will con- 
tinue to be, the policy of the company 
to comply strictly with these laws, 
with no exception, compromise or 
qualification. 

The fines assessed are a result of 
the company being held technically 
responsible for the acts of certain em- 
ployes, even though the acts were not 
authorized and, in fact, were positive- 
ly forbidden by written company di- 
rective policy. 

Although we accept in a construc- 
tive spirit justifiable criticism in this 
anti-trust situation, the assertions that 
it has been either business policy or 
alleged conformity to a supposed cor- 
porate way of life that brought about 
these violations of the law is not 
based on fact so far as General Elec- 
tric is concerned. As the record well 
establishes, the actions of these few 
individuals were not in conformance 
with company policy but a deliberate 
violation of General Electric directive 
policy and of the expected high stand- 
ards of our corporate way of life. The 
acts were ones of nonconformity and 
of conspiracy. 

To draw inaccurate generalizations 
based on understandable sympathy 
for the mistakes of a few is unfair 
and insupportable, as it reflects on the 





thousands of responsible, conscien- 
tious employes of the company. 


Westinghouse 


Westinghouse Electric Corp. issued 
a statement at the court house on the 
first day of sentencing, indicating the 
company planned no added punish- 
ment of its 11 officials charged in the 
various indictments, and they will be 
retained in their present positions. 

In the statement, Westinghouse 
President Mark W. Cresap, Jr., said 
that while the company didn’t con- 
done the actions of its officials, 
“punishment incurred by them al- 
ready is harsh.” The statement went 
on: “They have suffered the anguish 
of the period of indictment and of 
the period while they awaited sen- 
tence. They now have suffered severe 
sentences by the court. No further 
penalties would serve any _ useful 
purpose.” 


Allis-Chalmers 


Four of our employes have been 
punished by the court for alleged an- 
titrust violations. While we have never 
condoned any violation of the law, we 
are certain that any improper acts of 
these employes were not flagrant nor 
defiant, but were done in a completely 
mistaken effort to serve their com- 
pany without assurance or hope of 
personal gain. We feel that it would 
be unfair to the employes and dam- 
aging to the company’s best interests 
to penalize them further. 





Business Outlook: 





Spring Thaw 
Due For Business 


ndications are the general business 

slump will have run its course by 

Spring and that by Memorial Day 
business will begin to expand. 

Ex-President Eisenhower's budget 
for fiscal 1962, which begins July 1, 
1961, was also predicated on a busi- 
ness recovery. In this voluminous 
document, he estimated total revenues 
of $82.3 billion and expenditures of 
$80.9 billion. This would provide not 
only a balanced budget, but a surplus 
of $1.4 billion. 

This is the largest budget ever sub- 
mitted in peacetime. Both expected 
receipts and expenditures are at record 
levels. But to achieve this volume of 
receipts, business would have to turn 
up well before July Ist before the 
government could possibly collect the 
$80.9 billion budgeted for national 
security and nondefense programs. 

The budget estimates of prospective 
federal revenues anticipate slightly 
rising tax collections, resulting from 
a moderate recovery of the economy 





ARROW-HART 


GROUNDING 
Receptacles 





ONE PIECE 
CONTACTS 
\,” THICK 

BRONZE 


20 AMP, CONTACT 
125 VOLT / RIVETED TO 
BASE PLATE 

WITH DOUBLE- 

HEAD BRASS 

RIVET 


SPECIFICATION GRADE 


Now, positive grounding protection on commercial 
and industrial installations is assured with Arrow- 
Hart Grounding Receptacles built with riveted 
grounding contacts and terminals. The U-shaped 
double grounding contacts and terminals used in 
Arrow-Hart Specification Grade Grounding Recep- 
tacles feature a unique one-piece construction of 
heavy %." thick bronze — not brass. This is mounted 
on the strap by a brass rivet, headed on both sides. 
Exclusive with Arrow-Hart, this rigid one-piece con- 
struction eliminates the possibility of loose joints and 
of parts turning in the grounding path... giving the 
operator dependable positive protection. Be safe — be 
sure — with Arrow-Hart’s built-in 

quality and hidden values! 

Complete information on 

ARROW-HART grounding 

devices is provided in the new 

booklet, ““Grounding Facts”. 

Write today for your free copy to 

The Arrow-Hart & Hegeman 


Electric Co., Dept. EW, 
103 Hawthorn Street, 
Hartford 6, Connecticut. 
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during the (calendar) year 1961. In- 


: creases in both individual and corpo- 
rate income taxes are expected Total 
income tax receipts form these two 
sources for the fiscal year ending June 
30, 1962. are expected to be $2.7 bil 


lion more than the income tax est! 
mated for fiscal 1961 
If business is not rising before 
Memorial Day tax revenues obviously 
a new ype 0 will be lower than budgeted, the 
government definitely will be in the 
red, and deficit financing of substantial 


7 proportions will be required. What 
then are the factors likely to con 
iribute to a business upturn, which 


is the kev to the fiscal and revenue 


programs of the federal government 
for the remainder of calendar 1961? 
To sum up—prospects for (1) a 


turn around in the inventory situa- 
tion, (2) rising orders and expenditures 
by the federal government, and (3) a 
rising rate of consumer expenditures 
resulting from a high and rising level 
of personal income, all indicate that 


business activity may turn up as we 
move ahead into the second quarter 


of the year. 





Backed by 37 years of experience in the Ele NEWS 
trical Catalog business, the new Jaqua Standard- 
j 


ized type of catalog was introduced a year ago 
The enthusiastic acceptance and unqualified en- NAED Launches “ 
Management Institute 


Jorsement by all sizes of distributors who have 


used this new catalog idea proves it 1s the right NI W YORK a | redits ind ( ol 


answer tor your catalog needs 





lections” will be the first course to be 
Here are five exclusive advantages for you: given in the forthcoming NAED Man 
1) Available in quantities of 500 and up pci telat — * 
— at new low cost! This newest management progran 
Minimum time and effort is required will be a traveling institute. Two-day 
— several have been done by mail! three-day and week-long courses will 
3) Presents only the lines you handle —~ be made available in a major city in 
don’t take what you do not want! each of the association’s four regions 
4) Covers 90% of all merchandise you The subject of “Credit and Collec- 
stock and sell. ‘ 








tions” has been selected for the first 
; a BN ’ silot course his particular course 
5) Multiple choices individualize will vs a pre se ane ‘Although 

each catalog. designed for distributors, the course 
To increase sales in 1961 you need your own Jaqua will be pe ~ selected manutac 
Standardized Catalog. Mail coupon tor sample turers who distribute a major part of 
catalog and complete information their products through wholesalers 
and who have expressed an interest 
in having their top financial and cred 
it people take the course 

The Schedule for the “Credit and 
Collections” course is as_ follows: 
Eastern Region, April 13, 14, 15, and 
16; Western Region, June 22, 2 
and 25; Central Region, September, 
28, 29, 30—October, 1; Southern 
Region, November 2, 3, 4, and 5 
Locations will be announced later 


CHOSE THEE HTHEHHEHTES HEHEHE HEHEHE HEHEHE EHH HES EEE EE EES 


FITZPATRICK 
ee The JAQUA Company 


Electrical Catalog Division, 
124 Fair Street, S.E., Grand Rapids 2, Michigan 


2 >A 
5 a? 


igation send us a san f your Jaqua Standardized 


r Catalog and quote us on the quantities checked 
) 750 } 1000 ( } 1500 copies 


However, all courses start on a 
Thursday evening and run through 
the following Sunday evening 

Depending upon the pilot pro- 
gram’s result, NAED will then pro- 
ceed to have courses prepared in 
sales management, purchasing, ware- 
house management, office manage- 
ment, and others. 


Firm 
Name and Title 
Address 


City Zone State 
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THIS 
ADVERTISEMENT 


is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


Blackburn Laboratories Develop 


New, Improved 


(Oxide-inhibiting compound) 





HARMLESS TO LINEMEN’S GLOVES AND 
IMPROVES CONNECTION PERFORMANCE 


Extensive laboratory tests by Blackburn, rosion by sealing out moisture and air from 
confirmed by an independent manufacturer the connection surfaces 
of rubber goods, prove conclusively that 


he aD : Contax comes in crack-proof, see-through. 
BLACKBURN’S Contax has no adverse 


plastic squeeze bottles. It’s a non-petroleum, 
effect on linemen’s rubber gloves and blankets. ; ; ; 

synthetic polymer grease with suspended zinc 
In addition, Contax gives improved connec- particles ...has an extremely low moisture 
tion performance. It penetrates the oxides absorption rate, and is usable over a wide 
on conductors to reduce connection resist- temperature range. Contax is non-toxic and 


ance. It inhibits oxidation and galvanic cor- flame resistant... will not harm the skin. 


For detailed test data, send for Data Folder #6009. 


Jasper BLACKBURN Corporation 


1525 Woodson Road St. Louis 14, Missouri 





High-Visibility Heavy-Duty 
NEOPRENE CORDS & CABLES 
FROM THE BRONCO STABLES 





YELLOW NEOPRENE few 


inside it’s got all the courage and stamina bred into the Bronco line of electrical cords and cables. 


Broncolor Yellow supplies industry with the high-visibility, tough and flexible neoprene jacket it has 
long wanted is bright and clear, is easily seen, prevents accidents, identifies circuits 
It discourages pilfering, too. The color identifies Broncolor as company property. For complete iden 
tification, company name can be branded* into the jacket when a minimum production run is ordered 
Normally “BRONCOLOR NEOPRENE.” type. number of conductors, size, and rated voltage are molded* 
into the jacket at precise two foot intervals. Broncolor has many advantages over 
other types of colored cords. For example. an overload won't melt off the neoprene jacket. At low 
temperatures Broncolor retains its flexibility, doesn't crack. Ozone won't break it down. And, when 
run through a tight packing gland, the Broncolor jacket will not ‘cold flow.” Broncolor Yellow is 
compatible with several brands of patented neoprene plugs now available...can be molded. Type SO 
600 volt, and Type SJO 300 volt cords in popular sizes with 2, 3, or 4 conductors are carried in 
stock in a nationwide network of Bronco servicenters. All types of W, G, welding, and control cable 
can be made to order providing runs are long enough. Other Broncolor hues available on production 
run orders are green, red, blue, and gray. Whenever the best in color is mandatory, Broncolor Yellow 
Neoprene is first choice, an investment in continuous production 


The color 


perm anentiy 


U.S. Patent No. 2867001 


SOLD NATIONALLY THROUGH 
ELECTRICAL WHOLESALE DISTRIBUTORS 


WESTERN INSULATED WIRE COMPANY 


Los Angeles 58, California 


BRED FOR STAMINA 





Rural Consumers Will Buy 
15% Of ‘61 Appliances 


The 4142 million members of rural 
electric systems in the U. S. will buy 

total of $1 billion worth of elec- 
trical appliances during 1961, accord 
ing to a nationwide survey just com 
pleted. The survey, conducted by The 
National Rural Electric Cooperative 
Association—the rural electrics’ serv- 
ice organization in Washington, D.« 
indicates that more than 15 percent 
of all 1961 electrical appliance sales 
will be made to rural consumers 

A story in the current issue of 
NRECA’s magazine, Rural Electrifi- 
cation, states that, “In spite of the 
electric appliance industry’s generally 
pessimistic predictions for 1961, rural 
electric members are as optimistic as 
they were a year ago.” The article 
refers to The National Electrical 
Manufacturers Association’s 1960 
year-end report showing a drop in 
overall industry sales of 6.8 percent 
“Consumer Products’ Division of 
NEMA predicts that total industry 
sales, with only two exceptions, will 
rise 3.5 percent in 1961 above 1960 
But only in dishwashers, 
and dehumidifiers do manufacturers 
expect to exceed the 1959 
year.” 

“NEMA estimates total sales of 
electric water heaters for 1961 at 
700,000,” NRECA says. “Rural elec 
tric members who definitely plan to 
buy electric water heaters total 91.,- 
200. This in itself is 13 percent of 
the total water heater market. But if 
we add the 302,400 who say they 
might buy electric water heaters, the 
rural electric potential becomes over 
half of the total market. About 465,- 
QOO members are interested in pur- 
chasing electric ranges. NEMA pre 
dicts total sales of 1,600,000—includ 
ing exports. NEMA also predicts | 
100,000 farm and home freezers will 
be sold. Always a popular appliance 
in rural areas, the freezer is on the 
396,000 rural electric 


disposers, 


record 


buying list of 
members. 
“Automatic electric clothes dryers 
also rate high among the most wanted 
appliances. And if rural electric mem- 
bers follow through on their inten- 
tions they will buy 422,000 dryers 


Electric Heat 

“Electric heating is becoming very 
popular in rural areas with over 76,- 
000 considering it for the entire house 
and another 110,000 planning to put 
electric heat in one or more rooms 
This high interest in electric heat 
isn’t surprising though. A report made 
last spring showed that over half of 
all electrically heated homes in the 
nation were owned by consumers re- 
ceiving service from cooperative and 
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Provides full power for 4 appliances at one time ... completely grounded .. . decorative styling .. . low cost 


New General Electric outlet center 
adds extra sales appeal to kitchens! 


Here’s a new idea to make kitchens more convenient! The G-E appliance center comes complete with ar. 


attractive “Decorator Series” wall plate, with ivory 


This new GE4106-2 appliance center provides up to 
5000 watts at 125 volts — provides full operating power 
to as many as 4 portable cooking appliances at one time. 
It uses the new 20-amp ASA standard grounding outlet 
that will accept all 4 popular types of caps used on to- Ask your General Electric representative 
day’s — and tomorrow’s appliances: the standard about this new low-cost kitchen convenience 
parallel cap, the polarized cap, the 15-amp 125-V —or write to General Electric Company, 
grounding cap, and the 20-amp 125-V grounding cap. Wiring Device Dept., Providence 7, R. I. 


frame and a reversible textured metal insert — col- 
ored gold on one side, silver on the other. It is pre- 
wired in the factory for economical installation. 


General Electric is your headquarters for the new, dependable products your customers want. 


‘ eee eK oy 
9 eal " Le gai 
* . 2 . 2 


New G-E 4-Plug Outlets New G-E Decorator New G-E Push-Button New G-E High/Low G-E Silent Mercury 
take twice as many Wall Plates beautify Switches have built-in Control turns lights ON Switches have soft, lux- 
plugs, in same space, switches and outlets. pilot lights. bright, ON dim, or OFF. urious action. 


Progress /s Our Most Important Prodvet 


GENERAL @@ ELECTRIC 





BUCHANAN 


takes the twist out of wire splicing and 


PUTS MORE MONEY IN YOUR POCKET 


2007 NYLON 
INSULATOR 


Contractors and 
Buchanan's new 2 

You and your 
Splice Cap. Y 


A 19’ 


thru 4 s1l2s withe 

That customer 
ales to more 
Buchanan's tin 
splices 

You'll find Bu 
and handling. Sm 
stocking easy 

Get the fact 
about the 
connector 
for Bulletin EW 


pri fit 


line 


REPRESENTATIVES IN 


9 CIT 


ur Cl 


be aski 


this new 
they can splice z 
ie 2008S Splice ¢ 
to more 


that, you 


add up 
than 


n Insul 


In fac 


ns ymplete pres 


fluted 


10 f 
ng ft 


stee 


t, as 
SURE 


r 


1 representative or write 


ADVERTISED IN LEADING TRADE JOURNALS 


BUCHANAN ELECTRICAL 
PRODUCTS CORPORATION 
HILLSIDE, NEW JERSEY 


ESNA CANADA LIMITED, T 


ES THROUGHOUT THE U.S. AND CANADA 


They 
na- 


systems. 
the 


municipal electrical 
serve about 20 percent of 
tion’s population.” 

There are good reasons for 
potential rural market on 


heaters, and 


a high 
electric 
freezers, ranges, wate! 
These are the items most fre 
the rural 


natural 


dryers 
promoted by elec 
There is little 


thus 


guently 
{rics 
rural 
Rural electrics are not 
utilities. They supply 
only electricity 
Electric heating 
dous potential in rural areas 


gas in 


areas, less competition 
combination 
and promote 
tremen 
Reason 
able electric rates and stepped up pro 
activities make it a 
than average market. About 
fourths of the rural electric 
are actively promoting electric 


too, has 


motional better 

three 
systems 
heat 

over one-third using the Gold Me 
dallion home program 

“The greatest 
be spent on water systems and home 
modernization including bathrooms 
and new kitchens. Rural electric mem 
bers are expected to spend well over 
$100,000,000 on this alone 

“While rural electric members to 
gether account for only 10 
of the nation’s population, their buy 
ing potential is much greater 


NRECA points out 


sum of money will 


percent 


Four Distributors Elected 
To NAED Membership 


New York full-functioning 
electrical wholesale distribution firms 
have been elected to membership in 
the National Association of Electrical 
Distributors. The new NAED mem 
are: Black & Kindrick Elec. 
Co., 11615 McBean Dr El 
Calif.; Superior Sales Co. 
19th St., Sacramento, Calif.: 
Wholesale Elec. Co.,. 1235 
“S” St., Sacramento, Calif.: 
Elec. Co.. 307 Westlake Ave 
Seattle, Wash 


Four 


bers 
Whsl. 
Monte, 
1715 
Capital 
Palmer 
No 


Coin Reject Machine 
Is A Perfectionist 
Won't take a nickel! A 


new gravity-operated mechanism that 


wooden 


keeps vending machines from taking 
wooden nickels, or any other type of 
slug or foreign coin, has been intro 
duced by the A.B.T. Division of Auto 
matic Canteen Company of America 
Called the 4000 four-in-one 
slug rejecter, it enables a vending ma- 
chine to validate quarters, nickels, 
dimes, or pennies, and reject all other 
coins. The mechanism features a new- 
ly designed “cradle lock,” which pro 
vides an improved, positive means of 
blocking the quarter path to all of 
the smaller coins. Magnets within the 
unit control the trajectory of the coins 
Foreign coins and slugs automatically 
land in the reject chamber 


model 
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KNOW YOUR 
SYMBOLS 


THE SAFETY SWITCH THAT CHALLENGES COMPARISON! 


Bull Dog’s general-duty 


safety switch-a star performer 








indoors and out! 


All Bull Dog general-duty safety switches, ineitherin- ... Plus, all current-carrying parts are silvered. And 
door or raintight enclosures, combine these outstand- with BullDog, you sell a complete line, competitively 
ing features for maximum safety and dependability: priced, that fills all over-the-counter calls for general- 
@ Minimum arcing—double-break switching duty safety switches. The switches are available in 
e Arc control— Vacu-Break® enclosed chamber both NEMA 1 and NEMA 3R enclosures. Challenge 
@ Pressure contacts—Clampmatic® spring action our field representative to prove these switches are 
@ Positive switching—direct handle operation the finest . . . or write BullDog for details. 





nto, Ont. Export Division: 13 East 40th St.. New York 16, N. Y 


I-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 
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BUY 


ARMSTRONG 
THERMOSTATS 


DIRECT 


No Sales thru OEM! 


@ Armstrong competitively 
priced thermostats cost you 
as little as $4.95 each. 

M@ Ruggedly built, dependable 
quality — GUARANTEED 
FEWER DEFECTIVES THAN 
ANY BRAND YOU'VE EVER 
HANDLED! 


18-month free replacement 
guarantee; 25-year factory 
warranty. 


Buy direct from factory — 
no OEM competition—no 
back-door selling! 


Write Today for Free Sample & Prices 
Pioneer in 
(< electric heat 
controls 


C.E. ARMSTRONG CO. 


125 E. Hereford Street * Gladstone, Oregon 


CAPITOL CIRCUIT 








e@ The sentencing of top-level officials of the nation’s major elec- 
trical manufacturing firms in Philadelphia—tfor violations of federal 
anti-trust laws—has produced mixed reaction from Justice Depart- 
ment attorneys. 

These attorneys applauded Federal Judge Ganey’s statements 
that “one would be most naive” to believe that “those who guide and 
direct” policy of the manufacturing companies were unaware of the 
anti-trust violations—although Justice Department attorneys failed 
to find evidence to implicate top-echelon corporate officials in the 
case. The attorneys also hailed Judge Ganey’s pointed criticism of 
the “company man, the conformist who goes along” with any com- 
pany policy which he knows to be wrong. They believe this supports 
their long-held view that the Sherman Anti-trust Act is more than an 
economic statute, that it also has social implications. 

Justice attorneys were disappointed at the less-than-maximum 
sentences handed down by Ganey, claiming the reduced sentences 
implied violation of price-fixing laws isn’t a serious matter. 


* 


e The Tennessee Valley Authority’s recently-revised purchasing 
policy for “urgent” requirements—avoiding competitive bidding— 
was criticized at length by comptroller General Joseph Campbell in 
the GAO’s annual audit of TVA operations. 

rhe new TVA policy, approved by its directors in 1960, permitted 
the Authority to skip advertising for bids on supplies and services 
costing less than $5,000, when TVA felt it had “urgent” need for 
them. 

Previously, the TVA made all purchase under a stricter policy, 
spelled out in the TVA act, which allowed departure from bid ad- 
vertising only when: (1) The purchases were under $500, (2) There 
was an emergency need requiring immediate delivery, (3) Additional 
repair parts or supplemental equipment was needed to go with pre- 
viously-contracted supplies and services. 


e The Kennedy Administration’s plans for power-related legislation 
has begun to take a general pattern in Washington, although many 
of the major bills to be considered this year by Congress still are 
being drafted. 

The pattern points to a drive for: (1) Federal, regional and inter- 
regional transmission line construction, and related regional power 
pools, river basin committees or coordinating groups; (2) New con- 
struction starts for federal multi-purpose projects, including power 
generation; (3) A number of special studies into national and regional 
resources (including power needs, with creation of their attendant 
planning agencies and committees). 


* * 


The Kennedy Administration’s guide lines for the Rural Electrifi- 
cation Administration have been laid down by Agriculture Secretary 
Orville Freeman in a memorandum to the REA staff. The memo 
calls for: “maximum” area coverage for both rural electrification and 
rural telephone facilities; “increased attention to broad economic 
development of rural areas’; emphasis on generation and trans- 
mission loans; opposition to any change from the present 2° 
interest rate paid on REA loans; strict enforcement of the present 
preference clause for public and non-profit power system; recogni- 
tion that federal power projects have a “direct and important impact” 
on the rural electrification program; greater availability of REA 
loan funds for borrowers. 


(4 
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Sa ' Il ‘isa 


T&B’s modular fitting system provides an economical solution 
to practically every interlocked armored cable installation 
problem. You can save the cost of installing baskets, ladders, 
troughs and trays — and still run Interlocked Armored Cable 
everywhere . . . vertically, horizontally, straight or curved. 
You support cable on walls, ceilings, pillars or beams with a 
mounting bracket no wider than a fitting . . . suspend it from 
messenger wire over long spans. You can make 27 different 
kinds of terminations — in dry, damp or wet locations — with 
or without separate ground. All parts have standard threads 
and are interchangeable. You can accommodate every armor 
diameter that falls within each knockout size in a continuous, 
overlapping range from %4” to 4”. 





Contact your local T&B Distributor or write for Bulletin 
F5-47 to: The Thomas & Betts Co., Incorporated, Elizabeth =_—-s 
1, New Jersey. In Canada: Thomas & Betts Ltd., Montreal. pat. pending 


All Products Sold Only Through Authorized T&B Distributors 


[zB | THOMAS & BETTS 


ENGINEERED 





Deeueiidiinemesnneatesictiin 
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Opens WIDE 
for your customers... 


CLOSES NEW SALES 
FOR YOU 


® 
No. 440 GRIPMASTER 


You've got a sale in the making 
every time one of your customers 
‘‘hefts’’ the Channellock GRIP- 

MASTER. Mechanics every where 
call it ‘the most versatile gripping 
tool ever made."’ Here’s why they 

like it... here's why they'll buy it: 
POWERFUL PARALLEL-JAW GRIP 
on everything up to a full 214" 
SLENDER %e6" JAWS reach into tight 
spots inaccessible to other 
gripping tools 
NON-SLIP, UNDERCUT CHANNELS— 
7 of them. . . machined, smooth 
working. (Patented). 

CHOICE OF CUSHION-GRIP, BLUE 

PLASTIC HANDLES or full- 

polished handles. 
This versatile plier is also 
available with smooth jaws 
for use on plated fittings. 
Put the GRIPMASTER 
out front where your 
customers can eye it, 
try it, buy it. You'll 
like the extra profit. 


AVAILABLE IN 
FOUR STYLES 

#440 With Teeth 
Polished Handles 

0G With Teeth, 
Plastic Grips 

Smooth Jaw 
Polished Handles 


Smooth Jaw, 
Plastic Grips $4.00 


Length 12”—Packed In Individual 
Boxes, 6 Boxes Per Carton 


Made Only bu 
CHAMPION DeARMENT TOOL COMPANY 


Meadville, Pennsylvania 


| Westinghouse Marks 


75th Anniversary 

PITTSBURGH—Governor Robert 
Emory Pattison of Pennsylvania 
scrawled his signature across a piece 
of paper on Jan. 8, 1886—seventy- 
five years ago. The paper was a char- 
ter, authorizing a young engineer in 
Pittsburgh to begin the manufacture 
of electrical equipment. With the 
charter, $1,000,000 in capital, a leased 
building in downtown Pittsburgh and 
200 employes, George Westinghouse 
thus began the company known to- 
day as Westinghouse Electric Corpo- 
ration. 

First year sales, a meager $172,- 
000 resulted in a red ink start for 
the infant company. The following 
year, 1887, the firm showed its first 
profit and was on the move. Within 
four years the number of employes 
grew from the original 200 to 3,000 
and annual sales reached $4,000,000 
Today Westinghouse has 112,000 em 
ployes and sales at an annual rate of 
more than $1,900,000,000 

The inventive engineer founded the 
new corporation primarily on_ the 
strength of one advanced product 
the newly invented transformer which 
made possible the widespread use of 
alternating-current electricity. Today 
Westinghouse makes some 300,000 
variations of 8,000 products at 61 
major manufacturing plants and 44 
manufacturing and_ repair plants 
throughout the U.S. In its early years, 
Westinghouse pioneered in the basic 
products needed for the generation, 
transmission and distribution of elec- 
tricity with generators, transformers, 
switchgear and other related equip 
ment, the company’s product line ex- 
panded greatly over the years. Today 
the company is also a pioneer in the 
atomic power field, with broad ex- 
perience in building equipment for 
ship propulsion and commercial 
atomic power plants. It is a leading 
manufacturer of defense equipment 
for missiles, radar and communica 
tions systems. The firm is one of the 
country’s best known makers of con- 
sumer products such as refrigerators, 
ranges, television and radio receivers, 
home air conditioners and lamps. And 
it remains one of the world’s leading 
electrical apparatus manufacturers 

This 75th anniversary year will be 
marked by Westinghouse with a num 
ber of notable achievements. A great- 
ly expanded research and develop- 
ment center near Pittsburgh will be 
completed during 1961. It will bring 
together many of the key personnel 
associated with the company’s tradi- 
tionally broad, centralized program of 
basic research and engineering. 

The company’s total cost of re 
search and engineering, which in- 
cludes the services of 8,000 scientists 


cal 
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NOW ... operating room electrical 
systems can be truly explosion-proof... 


Now, in accordance with NFPA Bulletin 56, Crouse- New Crouse-Hinds Explosion-Proof 
Hinds presents two new flush-mounted explosion proot R ; J : P . os 
receptacles. Spark-proof and equipped with a washable, eceptactes and lug for Hospital 


vapor-tight plug, they combine the hospital feature of Anesthesia Rooms. 


asepsis with the extra protection of a grounded, keyed 
and flame-tight electrical operating receptacle for use with 


existing Hubbell type connectors @ UL approved for Class I Group C & D Locations. 


The EHP plug is specially keyed so that it is the only 
plug that will actuate the EHR receptacle. But the EHP @ Designed in strict accordance with NFPA No. 56 
plug can also be used in standard non-explosion-proof Para. 2438. 
Hubbell type receptacles. Its 3-wire construction offers the P 
further safety of equipment grounding. All plug air spaces For new installations, or for low-cost replacement 
are filled with high-strength, non-conducting Epoxy resin, of existing non-explosion-proof receptacles. 


preventing accumulation of gases or liquids. A pressure- b , i 
expanded rubber grommet forms a vaportight, water-proof The new EHR receptacle satisfies the need for a 


seal at the cord entrance, allowing plug washing without : previously unavailable piece of equipment. 
dismantling and rewiring. See your Crouse-Hinds distribu- 
tor or contact any Crouse-Hinds office for complete details 


on this important addition to explosion-proof hospital fel fe J Ifa = 


equipment. 
july SYRACUSE 


OFFICES: Atlanta Baton Rouge Birmingham Boston Buffalo Charlotte Chicago Cincinnati Cleveland Corpus Christi Dollos Denver Detroit Houston Ind spolis Konas City 
Los Angeles Milwavkee New Orleans New York Omoha Philadelphia Pittsburgh Portland, Ore. St.Louis St. Paul Salt Lake City San Francisco Seattle Sheng Tulsa Washington 
RESIDENT REPRESENTATIVES: Albany Baltimore Reading, Pa. Richmond, Va. 

Crouse-Hinds of Canada, Lid., Toranto, Ont. Crouse-Hinds-Domex, S.A. de C.V. Mexico City, D.F. Peterco, Sao Pavilo, Brazil 


March, 1961—ELECTRICAL WHOLESALING 








NO ARCING WHEN PLUGGING OR UNPLUGGING. 
Outlet is electrically ‘‘dead’’ until plug is inserted 
and rotated 22-25°. Reverse turn disconnects cur- 
rent before plug is removed. Spring pressure and 
keyed construction prevent accidental disconnection. 


TWO SAFETY CHAMBERS IN WALL OUTLET. Gas- 
tight chamber No. 1 (bronze and aluminum castings) 
contains and seals off switching mechanism. Cast 
iron chamber No. 2 keeps minor internal explosions 
from spreading to room. 














NO AIR SPACES INSIDE PLUG TO COLLECT GAS 
OR MOISTURE. After plug is wired to cord, electri- 
cian pours a self-hardening insulating resin into 
all air spaces. Interior of plug becomes solid, 
water-tight, vapor-tight mass. 














CORD CANNOT PULL OUT OF PLUG. Double-clamp- 
ing cord-grip relieves strain on plug terminals. And 
because terminals and wires are completely em- 
bedded in insulating resin, connections cannot 
loosen to cause arcing. 


NEW 
BEXPLOSION-PROOEF 
RECEPTACLE AND PLUG 


FOR CLASS I, GROUP COR D, ATMOSPHERES 


The Hubbellock Explosion-Proof Re- 
ceptacle and Plug prevent arcing when 
electrical connections are made or 
broken in explosive atmospheres. No 
special wiring is required for installa- 


tion in new or existing structures. 


There are no air spaces in the plug 
where explosive gases can collect. No 
current can flow to the receptacle con- 
tacts while the plug is being inserted 
or removed. Switching takes place in- 
side a vapor-sealed 
_safety chamber of 


heavy bronze and 


aluminum castings. 





Any 20-ampere, 125-volt, 60 cycle A.C. 
appliance may be operated from the 
receptacle by substituting the Hubbel- 
lock Explosion-Proof plug for the 
present plug. Appliances equipped with 
the Explosion-Proof plug will also op- 
erate in conventional 3-wire Hubbel- 
lock receptacles. 


Plug and receptacle are listed by 
Underwriters’ Laboratories and are 
described by the National Fire Protec- 
tion Association for use in Class I, 
Group C or D, explosive atmospheres. 
They are ideal for hazardous indus- 
trial areas and for hospital operating 
and delivery rooms. 


- Write now for detailed specifications and nrices. 
*‘Hubbellock’’ is a registered trademark of Harvey Hubbell, inc. 


=="Hubbelloc 


WIRING 
DEVICES 


HARVEY HUBBELL, INCORPORATED « BRIDGEPORT 2, CONNECTICUT In Canada: Scarborough, Ontario 
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and engineers, is approximately $190,- 
000,000 annually—one of the highest 
figures in American industry. 

Westinghouse generators will begin 
producing power in February at the 
Niagara Power Project, the largest 
hydroelectric power source in the 
Western World. Five miles away from 
the project the world’s first large al- 
ternating current generators originally 
built by George Westinghouse in 1894 
are still in operation. 


Wide-Lite Holds 
Sales Conference 


The Wide-Lite Corp. of Houston, 
Texas, held what has been called its 
“first national sales conference” here 
Wednesday, Thursday and Friday, 
January 25, 26 and 27. Howard W. 
Stentz, vice president and director of 
approximately 100 
manufacturers’ representatives, dis 
tributors and company personnel 
from throughout the nation attended 
Meetings were at the Ben Milam Ho- 
tel, Houston. The conference ended 
with an awards banquet. At that time 
eleven sales representatives and seven 
electrical distributors were presented 
with special awards for outstanding 
sales results for Wide-Lite. 


sales, said that 


Electroluminescence Aids 
Architectural Design 


BLOOMFIELD, N.J.—An all out 
drive to develop broad applications 
of man’s newest light source, electro- 
luminescence, in the architectural and 
interior design field, has been 
launched by Westinghouse. 

F. M. Sloan, Westinghouse vice 
president and general manager of the 
company’s lamp division has an- 
nounced that company engineers have 
developed electroluminescence to the 
point where large electroluminescent 
lamps will literally open up entirely 
new vistas in architecture and interior 
design, Sloan declared. 

Electroluminescent panels, which 
Westinghouse calls Rayescent lamps 
are actually flat panels of glass with 
an electrical conductive film. They are 
coated with a special phosphor. When 
electricity is applied, the panels 
glow. There are no filaments, tubes 
or vapors and practically no heat is 
produced. 

The large panels of light will en- 
able architects and designers to per- 
form entirely new feats with light in 
homes, Offices, restaurants, cocktail 
lounges, lobbies, elevators and public 
buildings, Sloan said. Because they are 
two-dimensional, the Rayescent lamps 
may be used in an endless variety 
of ways, limited only by the imagina 
tion of the designer or decorator, he 
said. Walls, ceilings, room dividers, 
table tops, mobiles, shelving and furni- 


ELECTRICAL WHOLESALING—March, 1961 





Here’s how to increase your share of the profitable outdoor lighting market 


Sell the architect/engineer 


Architects and consultants have relied on the engineered 
performance and efficiency of Revere outdoor lighting 
equipment for over thirty years. 

They know that Revere is the line that’s always 
designed up to a performance level, never down to a 
price level. They know that a Revere specification gives 
their clients all of the light they pay for . . . delivered 
where they want it. 

When you offer all of the components for a job from 
Revere’s complete catalog, you can be sure they’re 
design matched for peak lighting efficiency and struc- 
turally matched for strength, balance and trouble-free 
installation. The architect/engineer can choose from the 
widest range of quality luminaires, poles, transformers, 


and accessories on the market. You save time and money 
on single-order pricing and billing, and contractor 
call-backs are ended 

When you offer Revere, you automatically offer 
your customers the services of the Revere engineering 
department which willingly undertakes special product- 
design projects to satisfy the critical requirements of 
architects, consulting engineers, and lighting specialists. 

Let Revere help you sell the architect/engineer. To 
start increasing your outdoor lighting profits, write 
today for the complete Revere Outdoor Lighting 
Catalog. And ask your Revere salesman for his coop- 
eration in helping you sell outdoor lighting to the 
architect/engineer. 


Revere Electric Mfg. Co. © 7420 Lehigh Avenue e¢ Chicago 48, Illinois (In suburban Niles) 
Long Distance Phone: Niles 7-6060 e Chicago Phone: SPring 4-1200 © Telegrams: WUX Niles 
In Canada: Curtis Lighting, Ltd., Leaside, Toronto, Ontario 


sell the 
plant electrician 


sell the 
electrical contractor 


sell the 
architect/engineer 


sell the 
owner/developer 








The rumors you heard 
are correct: 


TSP’s 
ELECTRICAL TRADE BOOK 
1$ 


THE MOST COMPLETE 
ILLUSTRATED PRICE BOOK 


INCLUDES 
THE MOST LIGHTING 
AS 
AN EXTRA DIVIDEND 
AT 
NO EXTRA COST 


For complete information about our FREE TRIAL OFFER, 
fill in coupon below and mail it TODAY! 








TRADE SERVICE PUBLICATIONS, INC. 
341 EAST OHIO ST. 
CHICAGO 11, ILLINOIS 


Please send me FREE the TSP 
ELECTRICAL TRADE BOOK Brochure. 


Firm Name 





Attn. of 





Address 





City 











ture parts, were cited as just a few 
of the possible uses for the new area 
light source. A high degree of safety 
is inherent in the design of the lamps 
since no metal back is used. West- 
inghouse engineers will design instal 
lations to meet electrical inspector's 
code requirements 


Sunbeam Corp. Renews 
Consignment Program 


CHICAGO—Sunbeam Corporation, 
manufacturer of electric appliances, 
has announced renewal of its dis- 
tributor-agent Consignment Test Pro- 
gram for eight Western states 

The market testing program under 
which dealers are contracted for ap- 
pliance sales is in operation in Cali- 
fornia, Oregon, Washington, Arizona, 
Idaho, Montana, Nevada & Utah. The 
provisions of their distributor-agent 
agreement have been renewed for the 
1961 calendar year L. W. Prestin, 
vice president, Sunbeam Corp., has an- 
nounced 

The official stated that since the 
addition of five states to the original 
three state Consignment Test Area, 
the program has undergone contin 
uous study; however, conclusive re- 
sults were not revealed. Sunbeam ex- 
pects to gain a greater knowledge 
of its distribution and thus increase 
its marketing efficiency through the 
use of distributor-agents and contract 
dealers in their Consignment Test Pro- 
gram, a spokesman said. 


Assortment Offer 


Sunbeam is offering dealers an ap- 
pliance restocking 12-assortment plan 
under which specified appliances pur- 
chased in lots of 12, bring them an 
advertising certificate good for one 
(Model 64) can opener. As an in- 
centive to dealers encouraging early 
stocking of a wide range of products, 
including up to six irons On one order, 
they are privileged to buy up to six 
assortments each carrying the certi 
ficate which has a value of $16.17 

In a bulletin to distributors, Sun- 
beam reported that an upsurge of re- 
tail sales shortly before Christmas had 
depleted stocks prior to inventory tak- 
ing that “should now be replenished 
before dealers risk losing sales.” All 
distributors are being urged to acti- 
vate the plan among their dealers as 
a means of initiating their first quar- 
ter stock order activities. Distributors 
and dealers have shown that they ap- 
prove of Sunbeam’s assortment offers, 
as reflected in “the outstanding suc- 
cess of the 1960 Fall 18-assortment 
advertising plan,” the bulletin said. 

A special 12-assortment purchase 
order form being supplied to dis- 
tributors lists the appliances available 
under the plan. 
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special 
attention 


/s given to 


‘= 
FASE OFF 
BENDING | 


On 


LACLEDE oriewizeo RIGID CONDUIT 


Laclede Rigid Conduit is made from open-hearth steel produced in 
Laclede's own mill. Throughout manufacture, metallurgy is closely con- 
trolled to achieve the ductility and uniformity of grain structure that 
permits smooth, easy bending. And even in sharp bends, the protective 
zinc coating on Laclede Rigid Conduit will not crack or fracture. This 


quality conduit offers many outstanding benefits: 


* Hot dipped galvanized inside and out 


Smooth inner raceways for easy wire pulling 


Precision cut, zinc coated threads, protected during 
shipment and storage with tough plastic caps 


Meets Underwriters, A.S.A., State and Federal 
specifications 


Available from stock for quick delivery 


* Producers of Steel for Industry and Construction 
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for up to 
22” Pipe 
and Fittings 


give real Action-Grip 
in Tightest Places 
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\ Work on Round, Square or Irregular 
Shapes Other Wrenches Can’t Reach! 


In extra close quarters, there’s 
nothing that’ll beat these new 
Rifai Chain Wrenches for get- 
ting the job done. Fast, ratchet- 
like action in either direction . . . 
from either side. Give tight grip 
without crushing. Large, easy-to- 
grab end ring for fast chain ad- 


justment. Tempered steel chain 


locks securely . . . releases quickly. 
Rugged, comfort-grip, I-beam 
handle, guaranteed not to break 
or warp .. . handy hang-up hole. 

Light and easy to use, these 
new Ri@aip Chain Wrenches do 
everything a regular wrench can 
do...and much more. Your cus- 
tomers will be calling for them. 
Order your supply today! 


CALENDAR OF EVENTS 





MARCH 


3rd National Lighting Exposition and 
World Lighting Forum 

Coliseum 

New York City 

March 5-8 


Edison Electric Institute Annual Sales 
Conference 

Edgewater Beach Hotel 

Chicago, Il. 

March 20-22 


1961 IRE International Convention & 
Show 

Coliseum 

New York City 

March 20-23 


4th Biennial Nebraska-Iowa Electrical 
Trade Show 

Peony Park Auditorium 

Omaha, Nebraska 

March 21-23 


American Power Conference 
Sherman Hotel 
Chicago, Ill. 
March 21-23 


Southeastern Electric Exchange An- 
nual Conference 

Boca Raton Hotel 

Boca Raton, Fla. 

March 27-29 


Electrical Supply Trade Show 
Municipal Auditorium 
Kansas City, Mo. 

March 28-30 


APRIL 


Electrical Association of Rochester, 
Inc. 

Electric Home Show 

War Memorial Building 

Rochester, N.Y. 

April 8-15 


Missouri Valley Electric Association 
Annual Engineering Conference 
Municipal Auditorium 
Kansas City, Mo. 

April 12-14 


National Association of Electrical 
Distributors 

53rd Annual Convention 

Cobo Hall 

Detroit, Mich. 

April 20-May 3 
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SLATER PROVES AGAIN... QUALITY COSTS NO MORE! 


MEW THLUN ROTARY DIMMER 
HANED AS MAJOR ADVANCE! 


SLATER completely explodes the myth of buying 


dimming controls by the pound. Compare the revolutionary 
HI-LUX Dimmer with any other incandescent light control. 
Use any yardstick. HI-LUX is small (a neat 142” deep, 1/2” 
high and 1” wide). Fits standard switch boxes with room to 
spare. Uses standard wiring (only 2 connections). Employs 
semi-conductors. Needs no transformers or rheostats. That’s 
HI-LUX...compact, dependable, superbly engineered. 
HI-LUX is rated at 500 Watts and may be installed in 3 or 
4-way circuits for all incandescent applications. For additional 
information and prices call, wire or write today. 


ELECTRIC & MFG. CO., 
SLEN’ COV &.: ti, 


In Canada: 
E. & H. Sales Reg‘d. ® 9735 Jeanne Mance St., Montreal 12, P.Q. 


INC. 
NEW YORK 
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L 


@ Low in cost 

@ Compact in size 

@ Fits all standard 
switch boxes 

@ Installs in minutes 


Send for copy of Slater's Ready Reference Catalog, featuring 
HI-LUX and over 600 other “Lifetime’’ Electrical Devices! 


CALL, WIRE or WRITE 
-«sTODAY 


Slater Electric & Mfg. Co., Inc. 

Dept. DC Glen Cove, L.I., N.Y. | 
Send information on HI-LUX 
Send Ready Reference Catalog 





COMPANY... 


ADDRESS... 





STATE | 


131 





it’s typical of 
the demand for the 


NEW 


Super Rough Service 


FLOODLIGHTS 


Proof, 
Vibration- 
proof — 

10 to 100 
times longer 
bulb life 


a 

complete line ay | 
of high and low voltage 4p 
models for all construction, = 
mining, quarrying and industrial 
applications. 


ATTRACTIVE DEALER PROPOSITION 


For information and literature write 


PHOENIX PRODUCTS COMPANY 


4777 N. 27th Street * Milwaukee 9, Wis. 


by Bill Murray 





are getting to the VP level in sentencing men to jail.” This 

was the response of one purchasing agent who attended 
the annual mid-winter Public Utility’s Buyers’ Group Conference last 
month in Detroit, on learning that a number of executives of elec- 
trical equipment manufacturing companies were sentenced to jail. 
Reactions varied according to whether the spokesman was a supplier 
or a buyer. One salesman commented: “They should have sent some 
purchasing agents to jail, too, if you ask me. They were as guilty as 
anyone.” To which a purchasing agent followed with this quick re- 
buttal. “The price of electricity to the consumer has diminished 
steadily for the past fifteen years. The purchasing function has made 
a major contribution to the lessening of the price of our product. Our 
actions were justified—and not illegal.” One member of the group 
noted that it would be a puzzle to figure out what to do with any 
money that would be refunded, “It cannot be distributed to stock- 
holders, it cannot be counted among profits, in fact we cannot justify 
the use of the money under almost any circumstances.” "Tis a puzzle- 
ment! 


bé W OW! It seems just like the old Al Capone days now that they 


Unfair Press? 

In light of the antitrust cases, the International Brotherhood of 
Teamsters’ magazine, The International Teamster, indicated that the 
nation’s press was favorable to big business and unfavorable to labor. 
The magazine said the press had played up news knocking labor but 
would “ignore or ‘bury’ stories dealing with business corruption— 
which is far more widespread.” It cited as a major example the 
story of many of the country’s major electrical equipment manufac- 
turers, who pleaded guilty to antitrust violations. “This story was 
‘buried’ in most newspapers, if they carried it at all,” the publication 
charged. “. . . it is the biggest corruption story of the year. If the 
Teamsters or other labor unions had been involved, it would have 
made screaming banner headlines.” (Please see page 100). 


Salt Water—have a drink? 

A scientific advancement that was overshadowed by last month’s 
antitrust news, was announced by the General Electric Co. 
a system to de-salt sea water. The process has undergone more than 
1,000 hours of tests, which have proven its “thorough feasibility,” 
the company said. The system has, as one of its key features, an 
assembly of revolving blades, which operates much like an auto- 
mobile’s windshield wipers. Another unusual feature is that the water 
is vaporized without boiling or bubbling. The GE system is said to 
be able to extract 42-lbs of fresh water from each 100-lbs of sea water 
used. It is applicable to salt, brackish or polluted water. 


Adequate Wiring? 

The following notice appears in a room of a St. Paul, Minn. 
hotel. “WARNING!! ELECTRIC CURRENT—Please use care with 
electric appliances. The current varies from AC to DC without 
warning. For information call Ext. 55—the management.” Note to 
St. Paul distributors: . . . Sounds like a good prospect for adequate 
wiring . . . Since warehousing is an important aspect of the whole- 
saling business, here is a thought that EW would like to pass along 
to you. . . Why not give an Emmy award to the best warehouse 
on the TV series “The Untouchables”? Some of that “suds” flows 
from some mighty large warehouses, and well kept too. 
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How Circle exceeds the specs to give you... 


MAXIMUM DIELECTRIC STRENGTH 


Every order for power cable calls for certain specifications to be met. 
At Circle, the point is not how well these specs are met -— but rather 
how far they are exceeded. 

Example: the well-known ‘‘double-voltage’’ test as required by 
IPCEA-NEMA. The table below demonstrates one of the ways Circle- 
sheath Type RR power cable exceeds specs to give users maximum 
performance. Circlesheath also excels in ozone resistance, long-term 
stability and other essential power cable requirements. 

Power cable reliability is no haphazard achievement. It requires 
continuous supervision by men who not only care enough but know 
enough to produce the very best. Specify Circle on your next job — 
there’s no finer cable made. 


SUB ARY OF CERRO CORPORATION 


CIRCLE WIRE & CABLE CORP. 
Wwecs 


PLANTS: Maspeth and Hicksville, N.Y. SALES OFFICES & WAREHOUSES: In al! principal cities 
nsulated Cables - Neoprene Sheathed Cables - ‘‘CIRTUBE"’ EMT 


"MV A 


CABLE RATED DOUBLE AC CIRCLE B'KDN MAXIMUM STRESS 
SIZE VOLTAGE TEST VOLTAGE VOLTAGE IN VOLTS PER MIL 


Rubber Covered Wires & Cables + Varnished Cambric Cables «+ Plastic 


2 AWG 5KV 28KV 48.3KV 


1/0 AWG 5KV 28KV 40.3KV 
5KV 31KV 44.6KV 








ECTRIC 


A. LLINOF 


LOOK AHEAD FOR 196] 


Take advantage of the new design of Furnas Size 2 and Exclusive 
Size 21/, Starters. Rated through 30 hp, 440 volts, the Size 21/, fills 
many applications normally requiring a much larger Size 3 Starter. 
You actually get wider application with fewer control units. Stand- 
ard Furnas quality features—such as dual voltage coils, silver- 
cadmium oxide contacts, trip-free thermal overload relays—assure 


better performance, longer life and unmatched economy. 


Look ahead for 1961. Write today for FREE BULLETIN 14-B2 
1069 McKee Street, Batavia, Illinois. 


FURNAS 


ELECTRIC COMPANY 


BATAVIA «+ ILLINOIS 


SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 


MARKETING AIDS 





Ballast Service 
Plan Announced By Sola 


PLAN making possible the im- 

mediate replacement of any in- 

warranty defective ballast, locally, 
anywhere in the U.S. has been in 
troduced nationally by Sola Electric 
Co., Elk Grove, Ill, a division of 
Basic Products, Milwaukee, Wis. The 
plan makes it possible for immediate 
replacement of any defective in-war 
ranty Sola ballast anywhere in the 
U.S. Replacement may be made by 
any one of the several hundred quali- 
fied electrical wholesalers who stock 
certified CBM ballasts for over-the 
counter sale. 

Ihe plan operates quickly and sim 

ply. If a ballast has become defective 
within the in-warranty period, two 
years from date of manufacture, the 
ballast is returned to a local qualified 
electrical wholesaler. The wholesaler 
checks the warranty date on the bal 
last and makes immediate replace 
ments—if he does not stock Sola bal 
lasts, he will replace it from his stock 
with an equivalent CBM ballast of 
any make. The wholesaler then noti- 
fies Sola, who credits him with his 
wholesale cost plus his usual profit 
just as if he had sold it to the con 
tractor. 
e Benefits—Benefits of this plan 
reach through the entire field of 
fluorescent lighting. The user benefits 
by the assurance of keeping his 
equipment in top operating condition, 
the contractor by giving him immedi- 
ate, free ballast replacement. At the 
wholesaler level, the plan is_ this: 
upon receipt of simple proof of re- 
placement, which is merely a descrip- 
tion of the location and a signed 
receipt, the Sola Electric Co. will 
credit the wholesaler with an amount 
which gives him his cost plus his usual 
resale profit to a contractor. 

It is not necessary for the whole- 
saler to return the ballast to Sola. In 
fact, the principal reason the com- 
pany has initiated the entire plan is 
in order to do away with the costly 
shipping and handling of the defec- 
tive ballasts. 

Full profit margin is allowed as an 
incentive for wholesalers to cooper- 
ate. Within 30 days, Sola will issue a 
check to the wholesaler for the value 
of any credit due. If the wholesaler 
so wishes, the company will credit 
the amount against any equipment he 
orders. In addition, it is not necessary 
to replace the defective ballast with 
a new Sola ballast. If a Sola ballast 
is not in stock, he can supply any 
equivalent CBM (certified) ballast to 
his customer and still receive full 
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WESTINGHOUSE LIFEGUARD” MERCURY LAMPS DELIVER 25% 


MORE LIGHT...LAST LONGER. . 


FOR INDUSTRIAL, STREET, PARKING LOT LIGHTING—Westing 
house Mercury Lamps give you up to 25% more 
light throughout their long life. Even after 12,000 hours or 3 
years of service, you can expect almost the 
! The reason. . 

house electrode design which virtually eliminates light robbing 


blackening of the arc tube 


“Lifeguard”’ 


same light level as 


when the lamps were new exclusive Westing 


You save on relamping labor costs, too, because ‘‘Lifeguard”’ 
lamps have the highest life rating of any lamps you can buy. In 
addition, they stand up in all kinds of unusually severe lighting 
conditions. Their special ‘‘Weather Duty’’ bulb construction is 
unaffected by rain, snow, corrosive gases, or thermal shock! 
“Lifeguard” lamps are available in 100 to 1000 watt sizes, and 
are interchangeable with other types of the same wattage. 


.REDUCE RELAMPING COSTS! 


Take advantage of the Westinghouse Lighting Cost 
Plan and cut costs by one or more of the following fa 
1. Reduced cost of lamp purchases 
2. Reduced lamp replacement labor costs 
3. Increased lighting level for the same or lower costs 
4. More efficient use of power 


For more information, contact your authorized Westinghouse 
Lamp agent or nearest Westinghouse sales office. You can be 
sure... if it's Westinghouse. 


Westinghouse 


Westinghouse Lamp Division, westinghouse Electric Corporation, Bloomfield, New Jersey 





@ stock this new product 
which eliminates the harmful 
effects of moisture on 
electrical and electronic 


equipment 


CRC 2-26 distributors everywhere are telling the same story 
... high turnover—excellent profits. With this new 

formula, CRC 2-26, you can eliminate many products having 
limited application, such as penetrating oils and preservative 
chemicals that now take up room on your shelves. That’s right! 
Stock only one product, CRC 2-26. As a result, your volume 
will increase, you'll get more repeat business and profit. 

You'll save money too, by having to stock only one product. 


CRC 2-26 is an outstanding product for the electrical market 
that drives out moisture and forms a continuous molecular 
film that prevents the re-entry of moisture. CRC 2-26 
eliminates the effect of wicking, reduces electrical failures and 
costly downtime. Electrical characteristics which deteriorate in 
moist and humid atmospheres, are fully restored by treatment 
with CRC 2-26. It will not interfere with conductivity 

of contacts or commutators and prevents corrosion 

of ferrous and non-ferrous metals. CRC 2-26 will not arc and 
has a beneficial lubricating effect on moving parts. 


FoR INFORMATION on the many places that can benefit from 
CRC 2-26 as well as proven methods of selling it, write or call 
CORROSION REACTION CONSULTANTS, 

116-S Chestnut Street, Philadelphia 6, Pa., WAlnut 5-0200. 


RC. 


“FORMULA 


@ LOW COST 
PROGRAMS FOR 
PREVENTIVE 
MAINTENANCE 


ELECTRICAL INDUSTRY 


credit under the plan. 

Advantages to the fixture manu- 
facturer are the assurance that the 
users of his fixtures are satisfied cus- 
tomers, and that after his fixtures 
are installed he need not worry about 
the replacement of ballasts, should 
one happen to become defective. 

An intensive national program to 
enlist qualified electrical wholesalers 
is now underway. Charts showing the 
old and new Sola catalog numbers 
and CBM equivalents are already dis- 
tributed to the industry. National ad- 
vertising and direct mail campaigns 
explaining the plan to. electrical 
wholesalers, electrical contractors and 
large users of fluorescent lighting are 
scheduled for regular, frequent inter- 
vals in the months to come. 





SPEAKER at Electrical Trade Confer- 
ence and Exposition held in Washington 
in mid-February was Arthur W. Hooper 
(above, center), executive director of 
NAED. He is flanked by conference ex 
ecutive committee members John F. Han- 
lon, Westinghouse Elec. Corp., and chair- 
man Paul O. West, pres., Doubleday- 
Hill Elec. Co. Washington. Excerpts from 
talks by Hooper and distributor R. M. 
Johannesen will appear in April issue 


VISITORS to conference booth area at 
exposition were (left, below) J. L. Everly 
and O. C. Heleine, both of Noland Co 
Inc., Hagerstown. Their host: Roy Gor- 
don, Perfeclite rep in Washington area. 
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GET OUT OF THE TRUCK BUSINESS. 
AND BACK INTO THE ELECTRICAL BUSINESS! 


maintenance, plus all administrative details such as 
licensing, insurance, garaging, emergency road service, 
painting and lettering of trucks, and much more! 


Every hour spent on truck problems and administra- 
tive details is an hour better spent in promoting your 
own business. This is why more and more companies 
today are switching to Hertz Truck Lease Service! 

Hertz pays cash for your present trucks. Then you 
take your choice of new GMC, Chevrolet or other 
famous make trucks. Or your own trucks can be 
reconditioned and leased back to you. Instead of 
many separate bills, you pay just one check per week 

and that covers everything except the driver. 


Hertz Truck Lease Service includes complete truck 


No investment...no upkeep 


LEASE HERTZ. w=. 
TRUCKS fig = nae 


HERTZ ALSO RENTS TRUCKS BY THE HOUR, DAY OR WEEK 


The service is flexible—trucks are custom-engineered, 
for example, to suit any kind of business. Should a 
truck be tied up for repairs, Hertz supplies a replace- 
ment. Or if extra trucks are needed, for peak periods, 
Hertz supplies them immediately. Get out of the truck 
business today! Call your local Hertz Truck Lease office 
for more information or write for booklet —“How To 
GET OUT OF THE TRUCK BUSINEsS.”’ 


HERTZ TRUCK LEASE, Dept. ‘ 

660 Madison Avenue, New York 21, N.Y. 

Please send copy of booklet —‘“‘How to Get Out of the 
Truck Business’’ to: 


NAME___ 

POSITION IN COMPANY__ 
COMPANY 

ADDRESS__ 


CITY 








Ground 
the destructive force 
of lightning with 


CFzI Galvanized Steel Strand 


For grounding of power transmission lines, CF&I Galvanized 
Steel Strand has been proved by years of experience. Weldless 
Overhead Ground Wire Strand is made of special analysis steel to 
ASTM specification A-363, in three- and seven-wire construc- 
tions. It is carefully galvanized for extra weather resistance. 

For guy, messenger and other applications, CF&I Strand is 
made to ASTM specification A-122. CF&lI can also manufacture 
strand to your individual specifications. For prompt delivery, get 
in touch with a CF&I sales office. 


+) 
i | GALVANIZED STEEL STRAND 


STEEL THE COLORADO FUEL AND IRON CORPORATION 


In the West: THE COLORADO FUEL AND IRON CORPORATION — Albuquerque * Amarillo 
Billings * Boise * Butte * Denver * El Paso * Farmington (N. M.) * Ft. Worth © Houston 
Kansas City © Lincoln * Los Angeles * Oakland * Oklahoma City * Phoenix © Portland 
Pueblo * Salt Lake City * San Francisco * San Leandro * Seattle * Spokane * Wichita 
In the East: WICKWIRE SPENCER STEEL DIVISION — Atlanta * Boston * Buffalo * Chicago 
Detroit * New Orleans * New York ¢ Philadelphia « CF&l OFFICE IN CANADA: Montreal 
CANADIAN REPRESENTATIVES AT: Calgary * Edmonton * Vancouver * Winnipeg 


PEOPLE IN THE NEWS 





Rumsey Elec. Co., Phila., has an- 
nounced the appointments of C. Ed- 
ward Johnson and James O. Pease 
as commercial vice-presidents of the 
company, as well as continuing their 
present activities as managers of Rum- 
sey’s Altoona, Pennsylvania and 
Washington, D. C. district offices re- 
spectively. 


R. U. Madden, formerly manager, 
industrial supply sales, was appointed 
manager, Denver branch, Mine and 
Smelter Supply Co., 3800 Race Street, 
Denver, Colorado, effective January 
1. Madden succeeds L. W. Grove who 
retired after 41 years of service with 
Mine & Smelter. 


Plymouth Rubber Co., Inc., of Can- 
ton, Mass. has appointed two new 
sales representatives, it has been an- 
nounced by James E. Fenn, sales man- 
ager. J. D. (Dale) Burns, P.O. Box 
615, Independence, Missouri, will 
cover Kansas and western Missouri 
for the Tape Div., and Arthur Pickens, 
P.O. Box 371, Mayfield, Kentucky, 
will cover the state of Kentucky. 


Frank P. Goodwin has _ been 
elected president of Interstate Elec- 
tric Co., New Orleans, La., distri- 
butors of electrical supplies. Good- 
win formerly served as vice president 
of Interstate and general manager of 
the company’s division in Shreveport, 
La.—Intrasouth Distributing. 


William S. Shanahan, formerly dis- 
trict sales manager in Philadelphia, 
has been promoted to manager of 
sales, Government and Defense Divi- 
sion, of the Anaconda Wire and Cable 
Company. Announcement was made 
by John L. Tindale, vice president of 
marketing and sales. 


John William (Bill) Hammond has 
been promoted from Industrial Pro- 
motions to regional manager of the 
North West Region of the Appleton 
Electric Company. He succeeds Eric 
A. Hakanson, who has retired from 
Appleton after a long and distin- 
guished career dating back to May 
1, 1929. 


Five major appointments at Sola 
Electric Co., Elk Grove, Ill., a divi- 
sion of Basic Products Corp. of 
Milwaukee, have been announced. 
John F. Culp, general manager; H. H. 
Velten, vice president of manufactur- 
ing; D. C. McDonald, director of en- 
gineering; V. C. Thomas, personnel 
manager; and E. E. Bolt, superintend- 
ent of the newly formed power supply 
department. 
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NeW 
SOLA 


indoor 
mercury-lamp 
transformer 


























provides 


parallel 





protection 


... plus constant-wattage stability! 


Here's the big improvement you've waited for in me 


cury lamp ballasting a really stable paralle l-t pe 


constant-wattage, 2-lamp transformer. Even if one lamp 
burns out, this new SOLA transformer keeps the other 
shining steadily 

And SOLA’s constant-wattage performance protects 
both lamps and wiring against surge current fore 
stalls flicker by providing complete electrical independ 
ence between paired lamps; also, automatically com 
pensates for line-power fluctuations. And the modest 
starting demand of SOLA constant wattage allows you 
to install more fixtures per circuit without having to 
step up wire sizes. The cost advantages are obvious in 
lighting warehouses, docks, sheds, and similar types 
of installations. 

Contact your SOLA representative for details on new 
2-lamp indoor constant-wattage MV transformers, as 
well as the other indoor and outdoor alternative units. 
Or write for information, mentioning parallel MV in- 
door transformer. 
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Paralleling ends doul 


lamp-outages 

Exclusive constant-wattage de 
sign holds lumen output with 
in 1°% for line-voltage 
changes as great as 13 
assuring full-rated lamp life 
Prevents “drop-out” since in 
put voltage must fall 30 be 
low nominal before 
extinguish 


lamps 


Inherent protection against 
open or short-circuited lamps 
UL listed 


Available for 115, 208, 230 
277, 460 and 575-volt input 


SOLA ELECTRIC CO, 
Busse Road at Lunt 

Elk Grove Village, II! 
HEmpstead 9-2800 

IN CANADA, Sola-Basic 
Products Ltd., 377 Evans 
Ave., Toronto 18, Ont 


SOLA 


A DIVISION OF 
BASIC PRODUCTS CORPORATION 


Bip 
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FOSTORIA 


Not a ball joint. Collar 
disc joint rotates 180° 
horizontally, 135° vertically. 


FINEST 

SEEING TOOLS 
EVER 
DESIGNED 


5909 


for machine tools, assembly, inspection 
Millions in use for fast, accurate, safe seeing. 
Frictional arm and collar-disc joints give flex- 
ibility of a thousand positions to direct light 
exactly as wanted—will stay in position indef- 
initely under the most severe conditions. 
Rugged construction, heavy duty socket with 
Levolier switch, universal base. 


MODEL 
bigs Now available with Nylon Koolshield for cool 
Bt i 100-watt lamp illumination 
Write for complete catalog of Localite Models 
for every industrial need, 


FOSTORIA CORPORATION ¢ FOSTORIA, OHIO 


EXPANSIVE SCREW ANCHORS 


WITH THE SUPERIOR STEEL NUT (threaded cone section) 


2 ————EE 


Insist on the 
genuine prod- 
uct . . . hook 
for the name 
ACKERMAN- 
JOHNSON 





The first . . . and the very best in Expansive Screw 
Anchors! 
: Easily and quickly installed, and provides an exceed- NOTHIN 
ingly secure and most rigid anchorage . . . of great igen 
holding power. And once it’s anchored, it remains firm AS WELL AS 

indefinitely; even if fixtures are re- ACKERMANS 
moved and replaced many times. 

Our hard steel threads require no 
thread protection; there are no die 
cast threads to gall or strip. 


.} 
Saves time and money in installation Ey 
. . » requires holes of lesser depth, and LF 
shorter length screws. 
Distributes strain on wall equally in r 








all directions . . . lessens danger of 
breakage or fracture. 

















Write for new Catalog covering Complete Line of Fastening Devices 


625 WEST JACKSON BLVD., CHICAGO + 55 PARK PLACE, NEW YORK 
ORIGINATORS OF THE EXPANSIVE SCREW ANCHOR 


It has been announced by Carl S 
Menger, president of the Triangle 
Conduit & Cable Co., Inc., that the 
following four men have been ap- 
pointed to new positions. 

William F. O’Connor has been ap- 
pointed manager, Electrical Dis- 
tributor Sales; William F. Coursen, 
assistant manager, Electrical Dis- 
tributor Sales — Western Region; 
Joseph F. Barry, assistant manager, 
Electrical Distributor Sales—Eastern 
Region and Phillip Sarantos, product 
manager, Plastic and Fiber Pipe Div 


Albert F. Tubbesing has been pro- 
moted to district sales manager of 
the newly-created St. Louis district by 
The Wiremold Company, Hartford, 
Conn. He has been servicing the area 
as part of the Kansas City district 
since joining the company in 1957 


Ned W. Landis, regional manager 
of Allis-Chalmers Manufacturing Co. 
has been re-appointed chairman of 
the Electrical Manufacturers and Sup- 
pliers Division of the New York City 
Cancer Committee’s 1961 April Can- 
cer Crusade. 


E. L. Decker, who became general 
sales manager of the Industrial Tape 
division in 1952, has been appointed 
general sales and marketing manager 
for that division of Minnesota Mining 
& Manufacturing Company. In addi- 
tion, Decker will direct operations of 
Mid-States Gummed Paper division 
at Bedford Park, Ill., and Derby 
Sealers division at Derby, Conn 


Harold Jackson has been assigned to 
the Greenville, S.C., area of Mill- 
Power Supply Co., as assistant to R. 
F. Smathers. Jackson started with 
Mill-Power five years ago as a trainee 
in the Shipping Department and ad- 
vanced rapidly through the ranks to 
stock records, quotations, and then to 
inside office salesman. 


James D. Logan has been pro- 
moted from eastern regional sales 
manager, Pittsburgh Standard Con- 
duit Co. to the newly created posi- 
tion of assistant to the president. 
Logan’s principal assignment will be 
heading up the company’s program 
of product diversification. 


Ralph E. Darby has retired from 
Appleton Electric Co. after 31 years 
with the firm. He started as a Chi- 
cago salesman. In May of 1929 Darby 
was transferred from Chicago to Buf- 
falo, where he remained until January 
of °32. Darby then moved to Cleve- 
land and remained there until 1959 
when he was transferred to Miami. 
Ralph is the father of Phil M. Darby, 
general sales manager. 
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W. F. Lent, Cutler-Hammer vice 
president, retired December 31, bring- 
ing to a close a 42-year career with 
the Milwaukee-based electrical con- 
trol manufacturer. The veteran 
manufacturing executive started with 
Cutler-Hammer as an application en- 
gineer following graduation from the 
University of Wisconsin. Later he 
served as manager of the firm’s mold- 
ing department and as _ production 
manager. He became works manager 
in 1950 and vice president in charge 
of manufacturing in 1956. He relin- 
quished this post in 1959 but con- 
tinued as a vice president with broad 
company assignments 


NEW LITERATURE 





Electric Heat—Twelve page catalog 
gives complete data on new Cavalier 
electric heat including new long length 
baseboard (4-ft, 6-ft, 8-ft and 10-ft). 
New F series is also featured which 
can be installed in any multiple of 
16-in, 32-in, 48-in, 64-in, etc. Catalog 
also describes automatic electric heat- 
ers which hang on wall. Available 
on request from Electric Heating Div., 


Cavalier Corp., Chattanooga 2, Tenn. 


Lighting—“Maximum Value for Your 
Lighting Dollar” is the theme of 
a catalog giving complete details on 
the new line of industrial fluorescent 
lighting fixtures designed by the Ben- 
jamin division of Thomas Industries 
Inc., Louisville, Kentucky. 

The catalog (Bulletin F) describes 
in detail the completely new line 
which covers all lamp types. 


Conduit Bending—An 8-page bulletin 
No. E-301 gives complete instructions, 
charts, and data for using the Green- 
lee No. 1807 Pipe Bending Degree In- 
dicator Bulletin is available from the 
Greenlee Tool Co., Rockford, Ill. The 
booklet features a simplified method 
for laying out and bending pipe and 
conduit '%2-in to 6-in in diameter. 


Distribution Equipment — The Gen- 
eral Electric Company has available 
its 92-page Buy Log, covering low 
voltage distribution equipment. Fea- 
tured are: product selector charts, 
descriptions, consolidated pricing ta- 
bles, and a catalog number index. Cop- 
ies of the Buy Log, No. GEC-1100C, 
are available from Distribution Unit, 
General Electric Co., Plainville, Conn. 


Load Centers—Complete descriptions, 
wiring diagrams, dimensions, and 
selector tables for new line of load 
centers are contained in 20-page 
catalog available from The Bryant 
Electric Co., Bridgeport, Connecticut. 
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open 
for 
odd 
jobs 


Whatever your wiring problem—Keystone 
can design and fabricate “odd”, custom 
cabinets to meet your exact requirements. 
Complete engineering and manufacturing 
facilities assure you of prompt, dependable 
service on special wiring enclosures in any 
size, Shape or style you need. So, turn your 
special problems into ready-to-wire solutions 
with Keystone’s experienced Custom Products 
Division. Just send specifications and a 
drawing—for a prompt quotation! 





KEYSTONE 


MANUFACTURING COMPANY 
DIVISION OF Aris INDUSTRIAL CORPORATION 
23329 Sherwood Ave. ° Warren, Michigan 





TRINE’S NEW 


It's convertible! 


A space saver... No be 
Electrically lighted! . 


electric 
PUSH 
UTTON 


B 
DISPLAY 
DEAL 


Only 533” wide! 


FEATURES 5 NEW BUTTONS! 


Features lighted push buttons 


including 


the new LIGHTED NAME push button and 
the new SNAP-ONS, lighted and unlighted 
FREE built-in Trine transformer with 6 ft 


cord and plug 


Equipped with changeable PRICE CARD 
Presents a selection of the newest, best- 
selling Trine Push Buttons 

All flush numbers and SNAP-ONS are in 
cluded, lighted and unlighted 

Packed in labeled sh'pping carton for mail- 
ing to your customer. WEIGHT: 11 Ibs 
Trine’s newest display will fit anywhere in 


your store. 


CONVERTS IN A MINUTE! 


walls—on peg boards 
—on other displays 


STAND IT! 
On Counters 
In Store 
Windows 


Trine push buttons 


SIZE: 11” « 22” 


PACKAGED DEAL INCLUDES FREE DISPLAY, FREE TRANSFORMER 
and 21 Push Buttons mounted on display. PLUS introductory Back-up stock 
ot 47 Push Buttons, for a total of 68 push buttons. Push Buttons packed in 


individual, colorful Trine boxes 


HANG IT! 


On shelf posts—on 





LIST 
PRICE 
$75. 














Trine Manufacturing Corporation, 1430 Feris Place, New York 61, W. 


Make your underground primary system operation 


FLEXIBLE with GaW SECTIONALIZING BOXES 


Maximum flexibility in planning and op- 
erating underground primary cable sys- 
tems is found when G&éW Sectionalizing 
Boxes are used. Sections of cable can be 
isolated or reconnected quickly and in- 
expensively merely by removing or insert- 
ing links in the cable boxes. Breaking 
and remaking cable joints for cable fault 
location or repair is no longer required 
Added bonus is that remainder of circuit 
can be returned to service during emer- 
gency operations. 


GéW Sectionalizing Boxes are available 
for any conceivable number of cables and 
can be furnished with blank ways for ad- 
dition of future circuits. All boxes are 
hermetically sealed and submersible. 
Standard types are available for opera- 
tion to 34.5 kv. 


Write to GéW for additional information 


on G&W Sectionalizing Boxes or call the 
nearest G&W sales representative. 


= 





superior quality standards — inspired specialized design _ o 
B ° 


FEEDER 
CENTER 
Mas 





Typical circuit using G&W Sectionalizing Boxes 


Y G&W ELECTRIC 
341 SPECIALTY COMPANY 
3520 WEST 127th Street « BLUE ISLAND, ILL. 
CANADIAN MFR. e POWERLITE DEVICES LTD. 
TORONTO, MONTREAL & VANCOUVER 


OBITUARIES 

















John B. O'Donnell 


John B. O'Donnell, 49, distribute. 
sales manager for Sola Electric Com- 
pany, Elk Grove, Ill., passed away 
on a recent business trip. O'Donnell 
had been associated with Sola Electric 
Co. for the past 24 years. He was 
active in the National Electric Sign 
Association, Illuminating Engineering 
Society, Chicago Lighting Institute 
and the Electrical Institute 


Harry T. Crissey 


Harry T. Crissey, who for more 
than 65 years operated Crissey’s Elec- 
trical Supply Co., 24 James St., Ham- 
burg, N.Y., died last November 8. He 
Crissey 
oldest person in the business in the 
United States. He formed his own 
company in 1912 after having been 
associated with two other concerns 


was 86 was said to be the 


By October of 1960, 132 electric 
were participating in one 

projects 
enerey a 
electric 
17 are construction projects and 9 are 


companies 
or more of 26 aimed at 


making atomic practical 


economic source of power 


study, research and development 


GETS - A - LITE GUARD and 
GUIDE Offers Quick, Easy 
Profits in New, Untouched 


Market 


¢ Simply slip GETS-A-LITE GUARD 
AND GUIDE over the fixture, as illus- 
trated. 
Made of indestructible spring steel 
wire. Nothing to break, get out of 
order or replace. Will last indefinitely. 
Once installed, GETS-A-LITE GUARD 
AND GUIDE is NEVER removed. 
Nothing to unlock, fuss with or lock, 
when changing lamps. 
GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into socket, en- 
abling maintenance man to change 
lamp in 10 seconds! 
Available for 410 watt and 100 watt 
fluorescent lamps. 


GETS-A-LITE Company, Dept. EW-31 
3865 N. Milwaukee Ave., Chicago 41, Ili. 
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Distributors In the News 


For . Throughout the nation, month after LOCK-ON 
One tanding | month, electrical wholesale distributors 
are making headlines. Here are several TO EXTRA PROFITS 
} t that have appeared recently in two of 
Qua 7 7. as the nation’s leading newspapers 


\ os } - —Press-Scimitar; Memphis, Tenn. 
Davis Develops His 
» = Own Advertising Campaigns 





The chairman of the board of W 
B. Davis Electric Supply Co. is a busy 
man, with three offices operating, yet 

~ he finds time to plan and carry 
through his own advertising cam- 
paigns. 

Mr. Davis covers his desk with 
catalogs and other literature while 
preparing to make a layout. Careful- 
ly he selects the items whose stories 
are to be told, then he goes about the 
work of actually working up the lay- 
out 


HEAVY DUTY 


PATENTED 


Cabell Electric Enters 
42nd Year Of Service ox 
Cabell Electric Co., wholesaler dis- 
tributor of commercial, industrial and EX TEN S | Oo N 
residential electrical supplies and 


equipment, is going into its 42nd year CoO R D 


of operation 


" aia Cat. No. 3] 
SET SCREW AND INDENTER E.M.T 


COUPLINGS | MINERALLAC me Antenatal 


| 
Peete F Hangers-Clips-Straps | | 24 7" “7 


[ J ? 7 

q_p Stendeed Ca ? 

Only ETP has all these | | f 
: a } Banishes power interruptions, poor con 
Quality Extras... ; F nections, inconvenience. Eliminates ex 
‘ / pensive locking connectors and caps 
@ Sparkling Zinc Chromate Pa Coiled on colorful discs for profitable 
Overplating / £ self-testing promotions. Display LOCK- 
: | \\ ON Extension Cords in window, on 
Concrete ee | | counter or peg, or in stack display and 
U.L. File Card £24788 S entey fest soles ection, of full profit. 


—News; Jackson, Miss. Reeves «ares 





@ Competitively Priced I y- ~ 4 
@ One piece Solid Tubular Steel Outserve! Outlast! And for a bigger | Suman 


amt 
Sales boost include po 


m Pre Set Deep Slotted Staked Minerallac Cable, Conduit and Messenger Hang- the LOCK-ON 

Screws — no backing out ers ore STEEL. Easier, quicker to install; permit 
speedy, compact wiring; economical. Also in Ever- Connector itself, in- 
dur... Porcelain Insulating Bushings available dividually carded 


@ Uniformly Concentric for 
j Tal Jiffy STEEL Clips (Pipe-cl ) i 1 e 
Easiest Wiring poe nail or bolt; t women Bam ne 
pipe, conduit, BX cable, mounting coils, etc 


@ Extra Heavy Duty Locknuts Millions in use. Send Por Peco ties 


ea ne a UL ary ce yeh ee mepee ee SOLD THRU WHOLESALERS ONLY 














ELECTRICAL WHOLESALER ' . . . " 
ee ‘Perfection is not an Accident 


CT WITH FOR ECONOMY MINERALLAC ELECTRIC COMPANY | 
" @ 25 North Peoria Street, Chicago 7, Illinois EAGLE ELECTRIC 


crepemetbegenhinnmemebnm ROEM ED A MFG. CO., INC. 


DEfender 5-8000 LONG ISLAND CITY 1, NEW YORK 
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Stake your claim for $4.50 


ELECTRICAL EQUIPMENT MANUAL 


Second Edition 
by J. F. McPartland and W. J. Novak 


Here's 6% years of the ‘‘Salesmen's Technical Notes"' presented in a new 
format in this 239-page, completely indexed, hard cover book. 
Everyday, easy-to-use data on 


Batteries and 
Chargers 
Grounding Devices 
Time Switches 
Signals and 

Clock Systems 
Industrial Electronics 
Closed-circuit 
Insulating Materials Television 
Explosion-proof ® Tools 

Equipment ® Meters and Testers 


Lamps ® Switchboards & 
Panelboards 

Motor Controls 
Wiring Devices 
Switches 

Relays 

Pole Line Equipment 
Raceways and 
Busways 


Lighting Fixtures 
Air Conditioners 
Heaters 
Generators 
Sound Systems 
Motors 

Wire and Cable 
Transformers 
Capacitors 
Protective Devices 


Fully illustrated to cover CONSTRUCTION, OPERATION and INSTALLATION — 
with SPECIAL EMPHASIS ON THE NATIONAL ELECTRICAL CODE 


GIVE a copy to each of your salesmen, to customers! More than just a 
nice gesture, it's a big benefit in a small package, at a low cost. 


GET this book for yourself! It will pay for itself a thousand times over with 
ready answers to all common questions about electrical products . . . making 
you more valuable to your customers, adding real punch to your selling. 


Electrical Wholesaling Please send me copies of the sturdily-bound, 
Dept. 270-059 
330 West 42nd St., 


New York 36, N.Y. 


239-page book ‘Electrical Equipment Manual" at $4.50 
per copy ($3.75 per copy for orders of 50 or more). 


Enclosed is full payment of $_ 


PLEASE PRINT 


NAME ___ 





ADDRESS____ 





2: 











IES Issues 
Home Lighting Guide 


“Lighting . Keyed to Today’s 
Homes” is the title of a new publi- 
cation of the Illuminating Engineer- 
ing Society which provides a practi- 
cal guide to combining and enhancing 
fashionable home decor with cor- 
rect light for living. Written in lay- 
man’s language, but in every way 
compatible with I.E.S. lighting and 
vision recommendations, this new re- 
port of the I.E.S. Residence Lighting 
Committee carries full Society ap- 
proval. 

This full size book contains 88 
pages, illustrated with over 250 photo- 
graphs and drawings, showing the 
newest in lighting design for resi- 
dences. Sketches are used throughout 
to give construction and architectural 
details, with large, clear photographs 
to illustrate lighting effects at their 
best. 

“Lighting . Keyed to Today’s 
Homes” gives answers to such ques- 
tions as: Where do I place portable 
floor and table lamps? What type and 
design should I use? How big a bulb? 
What will my rooms look like with 
proper lighting? What about fluores- 
cent lighting . . . over the fire-place 
or against the living-room ceiling, for 
instance? And hundreds of other 
problems encountered by home light- 
ing people every day. Following are 


RIGID 
PIPE COUPLINGS 


ALUMINUM 
Black Enameled 
Hot Dip Galvanized 


Conouit Nippte Mec. co. 


1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 
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YOU R chapter titles: Architectural Lighting; 


Ceiling & Wall Fixtures; Portable CLASSIFIED ADVERTISING 


D ia A L F R S Lamps; Lighted Interiors; Outdoor SELLING OPPORTUNITIES 


Living & Gardens; Dimmers for Light 
W | LL Control; Light Sources; Interior De- | A@ents wane . wens WaNnee 
sign Characteristics; Lighting for Dec- | (XM hEW Wm ttn crmet tent Ta 


PRO FIT orative Accent. Included in the Ap- 
pendix are: color chip and reflectance 
chart; wood reflectance chart; glos- 


sary of lighting terms; other 
ith references. The rate for Employment is $16.00 per 
wi ie 1’ . inch for advertising appearing on other 
This book has been designed spe- than a contract basis. Contract rates 


AUTOMATICALLY cifically to give home lighting and re- quoted on request. Subject to Agency 
lated information to: architects, in- Commission 
RETRACTING ‘ ; 2 “ : Other advertising is $14.50 per inch. Not 
terior designers, home lighting subject to agency commission. 
specialists, landscape designers, teach- An advertising inch is — 7 
: = pn Oe vertically on a column—3 columns— 
ers, home demonstration agents, elec- inches to @ page. 


trical contractors and electricians, 
manufacturers and _ distributors of UNDISPLAYED 
$1.50 per line minimum 3 lines. To figure 


When your dealers profit, you profit. Here's your home lighting equipment, as well as advance payment count 5 average words 
spooning te supply your Gestors == a product | homemakers interested in_ proper as a line. 
ime ] roduces higher profits an reater turn- ~ 
over Casdomtia s ] cele cdeutiaien and lighting for their own homes. Single — numbers—counts as 1 line 
merchandising makes their selling job easier and copies are available at $1.50 each: osition Wanted ads are 1/2 the above 
produces continuous repeat orders P De. seksi ‘ Paty - 4 rate. 

quantity prices on request from: Pub- Discount of 10% if full payment is made 


a NOW !! NEWS! —— ications Office, Illuminating Engi- GE Wer © CaRNROEENE Hee 
Automatically retracting reels for all indus- neering Society, 1860 Broadway, New Send NEW ADS or Inquiries to Classified 
trial manufacture repair or maintenance York 93. New York. Adv of ELECTRICAL WHOLESALING 
ea a me : ae P .O. Box 12, New York 36, N. Y. for 
a... [ae eos cae Te BULLETIN April issue closing March 14th 


convenience make your selling job 


eusier and more profiahio A. B. Chance Co., Centralia, Mo. 


NEW! carace te Reet “600-w has purchased a 49% interest in Pit- 
+ Chee dealt chats ctadite tate man Manufacturing Co., Grandview, 


Send 4 eares 
* power outlet in handle « built-in strain Mo., according to a report. The affil- VEW YORK 36: 
relief « heavy-duty steel reflector ¢ iocks : r . H iGO “17 
eis. <chogeta wlth Roast canted © teawe iated companies plan to coordinate AN FRANCISC 
ae Sere et 1 Seeieveee mae Eanes engineering and product development . 
ubricated © swing open guard permits in- = - 4 
stant bulb changing © one piece hanger of hydraulic equipment. 
hook «¢ foolproof gravity action lockin ; 
mechanism ¢ ceiling mounted for 360° adie —_— SS = — A ee ats saan. Png | by 
tion, or wall for 180° free swivel © ideal t . yee > erased «4 thes ean ae il a ——s 
for all automotive applications, under hood | tty Sacer mth ‘“ * gga etre ts gor Pell orm 
or car, transmission work, work benches or acquire oe a a m or sy P6143 “+ sees -al 
hard to reach places without light or power z Ww h - ad j , ee = ee 
For loading platforms, stock rooms, ware- ——— 
houses, tool shops, maintenance work, con- SELLING OPPORTUNITIES AVAILABLE 


struction work, etc 


RATES 
DISPLAYED 


work 











POSITION VACANT 


NEW! PORTABLE JOB LITE REEL Major style leader bringing out new line needs 
. 600 JL ‘ representation in the states of Arizona, Ne 
vada, Colorado, Utah, New Mexico, Idaho 
soguaiitns 18 wom tenteeie aaamee: Td ca tana, Wyoming as well as the cities of 
or incandescent bulb « built-in power outlet THEY STAY ON. itasligx tet ee — ‘ 
for power tools and appliances ¢ swivel al- All VICTOR “MAGIC” CLAMPS distributors. Please state qualifications 
lows complete lighting in any direction « | ience and references. RW-607 Electrical Whole- 
a handle of impact resistant phe- | and STRAPS for Thin and saling : . Sinus ‘ 
nolic, impervious to grease and oil « 20 Wall C . a 
nduits have 
foot cord pulls out to any desired length Heavy a 0 Pp i i 
rogressive manufacturer of Quality fluorescent 
oy ane — oa tape . this time-saving snap-on Ne hting fixtures has “> a meeteone nd 
snap-open light guard, all steel; opens eas- at turers agent. Men with experience in contacting 
ily for quick bulb change « hanging hook | feature. portato engineers and asa Seis have eee a 
on back of case permits wall mounting « } lent opportunity for high earnings. Available 
used where intense light is needed in a . r territory Metropolitan New York Southern 
confined area ¢ ideal for plumbers, elex Contractors everywhere are Ohio. Reply to RW-6184, Electrical Wholesaling 
tricians, carpenters, radio technicians, and switching to VICTOR. Cash in — - 
service work of all types \ ‘ f 
on this heavy demand. Add_ Y POSITION WANTED 


PORTAB T e fast sell 4 
NEW/ - my CURES eet these fast selling, profitable y Purchaser — Thoroughly experienced. Eleven 
600 PO Clamps and Straps t f Sectri 
amps ant ps to you erates years as counterman and buyer of Electrical 


e carry three electrical outlets to your work line Wholesale supplies for leading nationally known 
¢ sits under work table, hangs on wall - VICTOR 


company. PW-6189, Electrical Wholesaling. 
place it anywhere ¢ 15-foot cord locks at products are 
any desired length, ouvtomatically retracts a neat! acked, clearl 
when not in use ¢ ends dangling, hazard- — an attractively labelled. . SELLING OPPORTUNITIES WANTED 
ovs cords « 1001 applications in home - SWE CLV Ous aU = r 
office, plant, laboratory or hospital, schools Orders for stock items a eigen ewer ne: Mpeg dl be Re 
i a agency TA ts ¢ por iI to represe 
or wherever more outlets are needed shipped within 24 hours State of Michigan one or two manufacturers. 
Straight commission—Real representation. RA- 


WRITE FOR FREE LITERATURE describing 6169, Electrical Wholesaling 

other model Cordomatic Reels for every use 

in all sizes and lengths fa Mfr's Rep. Metropolitan New York and New 
Write for the new sy) additional High Caliber Lines for 


Jersey seeks 


Victor Strap Catalog | Electrical Wholesale Distributors. RA-6206, 
Lists over 600 items y” | Electrical Wholesaling 
to fasten Wire, Cable, 


Tubing and Conduit no | MANUFACTURERS! 


All Cordomatic Products are Uncondi 
tionally Guaranteed. UL Approved 





You will receive better results from your 


1710 W. Indiana Ave ilade ia a ” = 
A Philadelphia 32, P WW ictor SPECIALTIES , INC. “Representative Wanted’ advertising if 


America’s Leading Manufacturers of Auto- 775 MAIN ST., NEW ROCHELLE, N.Y you will state in your copy what territory 


matic Cord Reels for Ind r it 
ar ae was Sor Tamuelvy Sete OPE? _™ Greatest Single Source for Clamps and Straps or territories are available 
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new speed and 
economy for 


wire and 
cable handling 


Advanced REEL-O-MATIC engineering 
now brings big savings in man hours 
and money to wire and cable reel- 
ing, coiling, measuring and cutting 
operations. 


Above is the new, mobile REEL-O- 
MATIC payout unit equipped with ac- 
curate, direct-read footage meter and 
sure-hold floor lock. Enables you to 
eliminate under-cut or over-cut losses, 


Note the simplicity of this power 
rewind and coiling unit. Hydraulic 
jacks quickly raise and position your 
reels. Variable-speed drive and foot 
control produce properly wound coils 
and reels, Fixed or mobile units avail- 
able to meet all reel requirements 
For full details address Columbia 
Products Co., Wrightsville 3, Pa. 
Phone: Wrightsville 4211. 


“The famous name in Reel- 
Handling Economy” 
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Electrical Fittings Corp. 13 
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Electrical Wholesaling 
Electrix Corp. 6 
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Emerson Electric Mfg. Co. 


Fasco Industries, Inc. 
Federal Pacific Electric Co. 
Fostoria Corp. 

Fullman Mfg. Co. 

Furnas Electric Co. 


G & W Electric Specialty Co. 
General Electric Co. 
Lamp Div. 
Specialty Lamp Div. 
Wiring Device Dept. 
Gets-A-Lite Co. 
Greenlee Tool Co. 


Heinemann Electric Co. 102 
Hertz Corp. 137 
Hubbell, Ine., Harvey 126 
Hunter Div., Robbins & Myers 

Inc. 31 


I-T-E Circuit Breaker Co., Walker 
Div. 43 


Jaqua Co., The 116 
Johns Manville, Dutch Brand Di- 
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Laclede Steel Co. 
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Line Material Industries 
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Phoenix Products Co. 132 
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Pyramid Instrument Corp. 
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Ridge Tool Co., The , 130 
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Royal Electric Corp. 109 


Simplex Wire & Cable Co. 1 
Slater Electric & Mfg. Co., Ine. 131 
Sola Electric Co. 139 
Square D Co. 2 
Steel City Electric Co. ; 15 
Steel & Tubes Div. Sa 82 
Sylvania Electric Products, Inc. 88, 89 


Thomas & Betts Co., The 123 
Tork Time Controls, Inc. 16 
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Vaco Products Co. 112 
Victor Specialties, Inc. 145 
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Western Insulated Wire Co. 
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THIS IS THE COLD-WEATHER 
VINYL TAPE YOU'VE BEEN 
WAITING FOR... 

a oi sili a _ 


@ Remains completely flexible .. . 


@ Sticks down instantly — molds perfectly — 
holds permanently! 
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PLYMOUTH RUBBER COMPANY, INC. 


QUALITY SINCE 1896 CANTON, MAS 


Pass this IDEA along to Plant 
Operation Men...It may help you 
pick up Profitable Fuse orders. 


Probably a lot of your customers 
will be surprised to know that sole- 
noids, coils and industrial trans- 
formers can be protected against 
burnout’ by FUSETRON and 
FUSTAT fuses. 


It may never have occurred to 
them that such devices can be so 
inexpensively protected. 


As the briefed up message along- 
side states, when properly installed 
a FUSETRON fuse or FUSTAT 
fuse will hold normal current surges 
and harmless overloads yet will 
open to prevent burnout should a 
dangerous overload occur for any 


reason. 


Another place to gef selling ideas 

If you will occasionally refer to 
BUSS Bulletins in your binder you 
will be abk to keep your sales 
stories on BUSS Fuses, FUSETRON 
Fuses and FUSTAT Fuses up-to- 
date and effective. 

All BUSS Bulletins give sound 


selling information of the type of 


fuses they cover. 


And don’t forget the BUSS Rep- 
resentative. He is alway ready and 
willing to help you or to work with 
you to help solve any problems in 
Electrical Protection. 


Call on him. 


BUSSMANN MFG. DIVISION, 
McGraw-Edison Company 
St. Louis 7, Mo. 








HOW SOLENOIDS 
CAN BE 
PROTECTED 
AGAINST 
BURNOUTS 


On circuits of 125 volts or less 


Buss FUSTAT Fuses 


provide safe protection 


On any circuit up to 600 volts 


FUSETRON Fuses 


provide safe protection 


When a Buss FUSTAT Fuse FUSETRON 
dual-element Fuse of the proper size is installed 
to protect it, the danger of olenoid burning 
out is reduced to a minimum. The FUSTAT Fuse 
or FUSETRON Fuse will not open on the op- 
to protect, Electrical 
should the heavy current continue too long for Equipment is 

’ Safeguarded 
ee Best... When 

Individually 

Protected by 
Buss FUSTAT 

Fuses or 
Fusetron Fuses. 


erating surge but will open in time 


A transformer or coil, likewise 
tected because the long time-lag « 
or FUSETRON Fuse permits the 
normal current surges and harmle 
yet they will open to prevent 
dangerous overload. 

And to be sure, Buss FUSTAT Fuses or FUSE 
TRON dual-element Fuses can be used to protec 
motors against burnout. 

Underwriters’ Laboratories listing 
FUSTAT Fuses and FUSETRON Fuse 


same degree of approyv il for both overload 


BUSSMANN MFG. Div. 
McGrow-Edison Co. 
University at Jefferson, 


short-circuit protection as the most 
St. Lovis 7, Mo. 


expensive devices made. 





Electrical Protection Goes 


Modern with BUSS FUSES 











